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Aluminum Co. of America Jones & Laughlin Steel Corp. 
American Car and Foundry Co. Koppers Corp. 

\mer. Welding & Mfg. Co. Kuhner Packing Company 
Aragon-Baldwin Textile Mills Ed Lane & P.O.B. Montgomery Co. 
Armstrong Cork Company Lehigh University 

Automatic Sprinkler Corp. of America T. A. Loving & Co. 

Baldwin Locomotive Works The Mead Corporation 

Bendix Aviation Corp. Minneapolis Honeywell Co. 
Bethlehem Steel Corporation Mine Safety Appliance Co. 

Buffalo Eleectrie Co.. Ine. Monsanto Chemical Company 
Carstens Bros. National Automatic Fibre Co. 
Carpenter Steel Co. National Fireworks, Inc. 

Celanese Corporation of America National Bolt & Forging Co. 

Central Railroad of New Jersey Ohio Oil Company 

Champlin Refining Company Osgood Company (Steam Shovels) 
Commonwealth Color & Chemical Co. Packard Motor Car Company 

C. H. Cronin Company Pettyjohn-Weddle-Hoefheime> Co. 
Dearborn Electrie Constr. Company Puget Sound Power & Light Co. 
Dominion Sprinkler Co., Ltd. Republic Rubber Corp. 

Doyle, Russell & Wise Contr. Co. Jos. T. Ryerson & Son, Ine. 

DuPont de Nemours Corp. Savage Arms Corp. 

Erwin Cotton Mills Sloan Valve Co. 

Fisher Body Corporation Smith & Wesson, Ine. 

General Fire Extinguisher Company St. Joseph Lead Company 

General Electric Co. Swift & Company 

General Utilities Corp. Tidewater Oil Co. 

Goode Construction Corp. Tompkins-Johnson & Baskerville Co. 
Greenport Basin & Const. Co. U. S.—Army Bases; Forts; Arsenals; 
Guthrie & Johnson Constr. Company Navy Bases; Yards: Airfields: 
Hamilton Standard Propeller Co. Camps; Engineer Corps: ete. 
Horacek & Hayden Co. United States Gypsum Co. 

The Humphryes Mfg. Co. United Engineers & Construction Co. 
Imperial Brass Company Walsh Construction Co. 

Indian Refining Co. Weyerhauser Pulp & Timber Co. 
International Silver Co. Youngstown Foundry & Machine Co. 


Johnson & Johnson and hundreds of others! 

















AMONG 





THE SUPPLY MONTH 


EN THIS 


RISIS 


is over and its 
history written there will be some fa- 
miliar names emblazoned in gold for 
the sacrifice these men are making 
to coordinate the efforts of this in- 
dustry with the country’s effort to 
itself. Eulogies are 


defend inap- 


propriate now, for these tireless 
patriots would rather that you lis- 
tened to their pleas than their praises. 
But when priorities, affidavits and 
multiple forms get you down, think 
of those who are working from early 
morning to early morning to spare 
vou further 


woes—and get on with 


TS CAN BE DONE by distributors 
to relieve the defense program where 
it pinches most. Some part of the 
shortage problem can be eased by dis- 
tributors and salesmen spreading the 
vospel of proper use of tools and 
equipment. Hidden stocks, long ago 
written off as obsolete, can be dug 
out and exchanged to others who have 
need for them. Preaching the use of 
standard instead of special items will 
make for more production by yout 
manufacturers. By being informed 
about priorities and ways of spread- 
work to 


ing defense non-defense 


plants, distributors can be of great 


Next 


month, in an extra-size special de- 


value to country and customer. 


fense issue, the editors will tackle all 
of these subjects. A handbook of 
ideas which may suggest practical 
new ways to render extra service in 


the emergency. 


AMERICAN _ construction 
men who arrived in Ireland July 30 
to “work on certain harbor facilities” 
was a crew boss named Angus Mac- 
pherson, who may be remembered by 
some of our readers for having served 
a stretch on the editorial staff of this 


journal two years ago. 
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. . « buts he is no mere middleman.|\ 


Speaking from 30 years’ experience in selling only through the Distributor, The 
Allen Company affirms these facts to all who may be in doubt: 





THE INDUSTRIAL DISTRIBUTOR IS NO MERE MIDDLEMAN. 


HE IS THE LOCAL WAREHOUSER of the manufacturing supplier . .. BUT HE_IS ALSO THE 
PROCUREMENT AGENT of his customer, the manufacturing consumer. 


FROM SCATTERED SOURCES he brings together specialized stocks, selected with foresight and 
knowledge of his customers’ requirements. 


HE ADAPTS AVAILABLE SUPPLIES to his customers’ needs, and adapts the customers’ needs to 
the supply by technical advice in equipment change-overs or simplification. 

HE TAPS NOT ONLY REGULAR supply -sources, but often has an “inside line” on surplus tools, 
supplies and machines in other plants or stocks unknown to defense buyers. 

HE PLANS TO FORESTALL any shortages or delays that would vitally affect plant operations. 


BEING A BRINGER-TOGETHER of supply and demand, he serves as a short-cut to the procure- 
ment of every essential item whether in or out of his inventory. 


HE KNOWS NO HOURS short of 24-hour delivery schedules. He accepts emergencies as the 
measure of his usefulness. His indefatigable purpose is to keep wheels turning. 


HE IS RECOGNIZED AND RELIED UPON as the buyer’s first aid and last resource. 
HE IS NEEDED in exact proportion to the pressure of unfilled wants on Industry’s order -list. 


THE ALLEN MANUFACTURING COMPANY, HARTFORD, CONN., U.S.A. 
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LINK-BELT 


COUPLINGS 


® With this Link-Belt line of couplings you can do a real 
sales job because you will be able to supply a type and size to 
meet every user need—and, when you sell Link-Belt coup- 
lings, you are selling plus in performance. 


For Low Speeds and Heavy Torque 


Look at the six types featured on this page—all have ample 
margin of capacity over actual requirements which means a 





Tye “A is, made on the double slider ve. goose oe lowest maintenance costs—all have 
Er TE w : 
flanges, permitting a sliding movement. It will be to your advantage to know all about these coup- 
a lings and learn why mill supply men in all parts of the 
For Noiseless Operation country are doing an outstanding sales job with this line. 


LINK-BELT COMPANY 


Chicago Indianapolis Philadelphia Atlanta Dallas San Francisco Toronto 
Carried in stock by mill supply houses throughout the country 


8610 








F Type “B” is made“$pecifically for mod- 
| ; erate shock loads. The center member 


nan 


acts as an insulator and permits of 
noiseless operation. 





Great Flexibility of Design for 
Che Meeting Special Conditions 
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Type “RC” is rugged in construction, 
easy to handle, durable, reliable, and 
efficient in service. Has patented di- 
vided roller feature which combines 
the advantage of double roller chain 
with the more rugged and simple con- 
struction of single width chain. 











Keyless compression couplings af- 
ford a simple means for the key- 
: : less connection of abutting shafts 
of cast iron and finished all over Ribbed compression couplings are split and can be of standard diameter tolerances, on 
for proper balance. easily installed or removed from shafts in place. light-duty applications. 





Flanged face couplings are made 
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DIVISION OF THERMOID CO.—TRENTON, N. J. 
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Fig. 1571, Air Cock 
150 Ib. Pressure 








Fig. 1837, ‘‘N-M-D" 
Quick Operating Valve 
150 Ib. Pressure 





Air Nozzles 
Non-Metallic Disc 
Fig. 1840-PT, Hose End 
Fig. 1841-PT, Pipe End 
150 Ib. Pressure 





Pop Safety Valves for Air 
Fig. 1226, Top Outlet 
5 to 250 Ib. Pressure 







Fig. 635, Regrinding Fig. 123, “N-M-D"’ Fig. 1616 
Quick Operating Valve Globe Valve Air Compressor Check Valve 
200 Ib. Pressure 150 Ib. S.P. 200 Ib. Pressure 





SELL i QUALI TY-SELL LUNKENHEIMER 
The Line of “Covwctly Engineered” Valves 
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It was a Red-Letter Day for 
me...when I started selling 


SIMONDS “Red Tang” Files 





And it will be a Red-Letter Day for you, too! For 






you sell only one quality... the top...when you sell 
















Simonds Red Tang Files. You give your customers 
the only file that has teeth like those on a metal- 


* 
This cutting saw...teeth that cut faster, cleaner, easier. 


BRIGHT RED TANG 102 you can give your customers immediate de 


is a registered trademark...the  /#very on any type or size of Red Tang Files they 


need. Right now, in Simonds ultra-modern window- 





unmistakable mark of a smoother- 


less plant, a streamlined 600-foot production line is 


cutting, longer-lasting file. . the geared up to supply Red Tang orders. So don’t put 


kind your customers will keep off ready profits... get in touch with our nearest 





on buying. Red says “SIMONDS!” office today... and get your orders in! 


- 
ett 


s 
: aT Let 

Tt T 4 

f “at5er 










1350 Columbia Rd. 520 First Ave., So. 311 S. W. First Ave. 
Boston, Mass. Seattle, Wash. Portland, Ore. 
228 First Street 127 So. Green St. 31 W. Trent Ave. 

San Francisco, Cal. Chicago, Ill. Spokane, Wash. 
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THERE’S SABOTAGE 


4 in your customers plants ! 


Detense schedules are driving machinery harder 
than ever... but machinery must stand up as never 
before. “Plenty more where that came from” has given 
way to “That’s all there is, there isn’t any more.” A 
worn out machine may be impossible to replace, even 
a new bearing may take weeks to get. IIl-chosen 
lubricants can cause a lot of damage. 

Recommend Keystone Specialized Lubricants. They’ve 
got to be good, they've been the backbone, not the 
by-products, of our business ever since 1884. Call on 
us for advice on how to protect the working capacity 
of your customers’ valuable equipment. 


Here are experiences that tell what we have done 
for others, indicate how we can help you: 


Five times in one month a northwestern logger had to replace rear 
ends in hauling equipment. The delays burned him up. The expense was 
terrible. Finally he changed to a Keystone Specialized Lubricant. And 
then what happened? His troubles were over. Not another rear end 
burnout that season. 


A newspaper press has to run regardless, you can't hold up an 
edition. A western publisher cut his oil consumption from three barrels 
@ month to one when he changed to Keystone. But that wasn't all. He 
also eliminated oil damage of felts and paper, saving money and cut- 
ting down risks of a press stoppage. 


A southwestern chemical company compared the service from two 
hoisting cables, one given the Keystone Wire Cable Treatment, one 
lubricated according to another supplier's recommendations. The 
results certainly showed the value of Keystone treatment. The cable 








using our lubricant ran 56% more days, made 86% more trips, and 
actually hoisted 150% more load in tons, before being replaced. 


In the west a plant had a blower whose bearings went up to 160 
degrees when running at 800 RPM. That's hard on bearings... uses 
lots of oil too. The superintendent changed to a Keystone Specialized 
Lubricant. Then what? The blower ran at 1000 RPM, but the bearing 
temperature was only 88 degrees. Just to make the story better we'll 
add that the room temperature was 90 degrees, two degrees higher. 
Those bearings were actually fanning themselves. 

Take advantage now of Keystone Lubricating Service. 
We'll show your customers not only how to cut costs, 
but how to make their valuable machinery last longer. 

The Keystone Distributor in your locality will gladly 


cooperate with you in making Keystone Lubricants arail- 
able to your customers. 


KEYSTONE LUBRICATING CO., 21st, Clearfield & Lippincott Sts. 
Philadelphia, Pa. + Established 1884 


KEYSTONE 
Specialized \Ersiil 


LUBRICANTS “ai: 





REG. Uv. S. PAT. O 
SPECIALIZED 
LUBRICANTS 
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Yes, with the new P&H Zip-Lift, all kinds 
of loads obey button pressures—for lifting, 
lowering, or horizontal travel. It is the only 
full electric hoist in the low-price field with 
full magnetic push-button control—usually 
found on only the most expensive hoisting 
equipment. Mounted on bolt, hook, or 
trolley, the Zip-Lift brings new speed, con- 
venience, and simplicity to all kinds of 
material handling—-keeps materials moving 


on the double-quick, in many vital defense 


industries. We are doing everything pos- 
sible to meet the increasing demand for 
this better low-priced hoist. 





: RP TION a 
4538 W. NATIONAL AVENUE MILWAUKEE, WISCONSIN 
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Capacities 
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meyou) HENRY VOGT MACHINE CO. INC. 


LOUISVILLE, KENTUCKY 


NEW YORK + PHILADELPHIA + CLEVELAND + CINCINNATI 
ST. LOUIS + CHICACO + DALLAS 


Vogt's complete line of Drop Forged 
Steel Gate Valves is described in 
this brochure. Sent upon request. 
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the birth of an emblem... 



















A few short years ago, a representative group of manufacturers formed an asso- 
ciation destined to develop and perfect a better method of power transmission, 
which later became “The Dominant Drive of Industry”. . . . Continuous laboratory 
research, field surveys, recording and tabulation of findings, free interchange of 
information and engineering data between members, made the developments of the 
Multiple V-Belt Drive swift and certain. . . . Rigid adherence to strict, self-imposed 
standards likewise contributed in no small measure to the remarkable rise to favor 
of this new, economical, efficient drive which has benefited practically every indus- 
try. . . . To symbolize their contribution to mechanical progress, the members of 
the Multiple V-Belt Drive Association have adopted an emblem as an_ identifying 


mark for themselves and their product — a mark which in itself is a certifica- 





tion of the highest engineering standards and precision manufacturing methods. 





* Trade Mark 


MULTIPLE-V-BELT DRIVE ASSOCIATION 


140 SOUTH DEARBORN STREET © CHICAGO 
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If vou would like a free re- 
Production of this picture, 
suitable for framing, write 
to Yale & Towne Mfa. Co., 
Dept. KR , Philadelphia, Pa. 





L MINUTES... 


DECIDE THE FATE 


OF AMERICA 


YALE EQUIPMENT GIVES 
TO PRODUCE THE 


Thornton’s action was the final touch to our heritage of 
freedom and democracy. President Roosevelt’s action 


ve inci Id b 
November 4, 1776, saw one of the mest imber- pledged that the principles of our forefathers wou e 


tant minutes in American History... Mat- upheld — that every American industry—every citizen 
thew Thornton of New Hampshire affixed his would protect our great heritage. 
signature (the last) to The Declaration of In- However, all fateful minutes in American History are 


dependence. Thus, by democratic processes and 
through their duly elected representatives, the 
citizens of the new American Nation mutually 
pledged to protect for themselves and their pos- 


not dramatic. In today’s emergency, business executives, 
aided by mill supply distributors and salesmen, are making 
unheralded decisions that are every bit as fateful — are 





terity, the inalienable rights of mankind—life, installing modern Yale Materials Handling Equipment to 
liberty, and the pursuit of happiness. help them gain extra minutes of production time — keep 
CT materials in flow — prevent idle men and machines. 
* VALE Ball Bearing Spur-Geared > YALE Cable King Electric Hoist cuts ® YALE Ball Bearing Spur-Geared 
Hoists easily lift rolls of paper. lifting time in this plant. Hoists take steel sheets from rollers. 







 ———— 
. 
& 


On May 16, 1940, came another important minute... 
President Franklin Delano Roosevelt, in a special mes- 
sage to the assembled houses of Congress, asked for speedy 
approval of a program for defense to cost over a billion 
dollars, and recommended that an air force of 50,000 
planes be prepared immediately—gave notice to the world 
that our 164-year-old Republic intended to remain a great 
Nation —that 130,000,000 free people proposed to keep 
intact their heritage of democracy—that no threat to our 
freedom would go unchallenged. 


WEAPONS FOR NATIONAL DEFENSE 


For nearly 75 years, it has been Yale’s privilege to pro- 
vide American industry with safe, efficient, dependable, 
production-speeding Materials Handling Equipment. 

In today’s crisis, there comes from our assembly lines 
a steadily increasing stream of Yale Equipment to enable 


America to forge her defense armor in the shortest pos- 
sible time. 


THE YALE & TOWNE MANUFACTURING COMPANY 
PHILADELPHIA DIVISION 


Philadelphia, Pa., U.S. A. YA LE In Canada: St. Catharines, Ontario 


World’s oldest and largest makers of Materials Handling Equipment, in- 
cluding Hand and Electric Hoists, Hand Lift Trucks, Electric Industrial 
Trucks and Tractors, Skid Platforms and allied products. 


YALE Pul-Lift Portable Hoist YALE Cable King Electric Hoist 
speeds opening of these cylinders. safely speeds this precision job. 
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If you aren’t pushing BESTOIL 




















You start with can 





















sales ... soon you 
are selling drums 





Every place where pipe, bolts or rods are 


threaded, a cutting preparation is needed. HERE'S THE 

There's your market—ready-made . . . . easy to CONDENSED 

uncover . . . . continuous. Once you prove to SALES-STORY 

your threading customers that you can deliver Developed, perfected and GUARAN 

; : aie “vi TEED TO GIVE COMPLETE SATISFAC- 

a definitely superior cutting oil at a competitive TION by the manufacturer of the world’s 
. most complete line of pipe-threading 

price, you can count on a steady flow of repeat equipment. 

orders. BESTOIL is a sulphurized oil which ab- 


sorbs and throws off heat more rapidly 


than any other kind of cutting oil with 
Push BESTOIL and prove, to your profit, that we which we are familiar. In addition it has 
A . ts a all necessary lubricating properties. 
are right in this assertion. Ask us about our 


Temperature changes do not appreciably 

H H affect its viscosity. It flows freely in cold 
special counter sales display. weather. The high sulphur content, be- 
cause held in perfect chemical combina- 


THE OSTER MANUFACTURING COMPANY a Hecate 


Dark in color, BESTOIL is a clean, sterile 
Sales Office: 2041 East 61st Street, Cleveland, Ohio fluid and has no tendency to cause oil 


Factories: Erie, Penna. and Cleveland, Ohio infections. 
New York City Office, 30 Church Street 


Threading Headquarters Since 1893 


Though markedly superior in actual per- 
formance, it is no higher in price than 
many inferior cutting oils on the market. 


BESTOIL pitt rhezas 
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Williams’ “Superior” Wrenches are drop-forged from 
specially-processed carbon steel. They are approximately 
twice as strong as old-fashioned carbon steel wrenches, 
yet cost no more. Exhaustive tests demonstrate that they 
average 93% as strong as the finest alloy steel wrenches 
made, selling at almost double the price. “Superior” 
Wrenches are made in 50 different patterns—over 1,000 


standard sizes. Sold by industrial distributors ev erywhere. 


1-655 


ALSO WILLIAMS’ ““SUPERRENCHES “’ 


The finest alloy steel 


wrenches obtainable — 
light, thin, strong. 
Write for free booklet 
“How To Select and Use 
Wrenches,” which gives 
you the “low down” on 
intelligent wrench selee- 
lion. 


J. H. WILLIAMS & CO. ‘HEADQUARTERS FOR 
“C” CLAMPS PIPE VISES PIPE TONGS THUMBNUTS& 


» ag 
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, use an A-1 sales point when you tell your cus- 
tomers about Bethlehem Hot-Forged Nuts. That’s 
because these “‘common” nuts are really outstanding. 
They have far greater resistance to splitting and strip- 
ping; a far greater margin of safety than regular 
“common”’ nuts. 

When prospects ask ‘‘How is this possible?’’, you can 
tell them these features are the result of a special Beth- 
lehem process for forming the hole of the nut. Explain 


that in ordinary nuts the hole is formed by a punching 


action which tends to crack the grain structure. In 
Bethlehem Hot-Forged Nuts, the hole is formed by 
working the still-plastic steel away from the center 
towards the side walls of the die. This makes the grain 
structure of the nut denser, more sinewy, giving the nut 
greater strength to resist splitting and stripping. 

All these talking points are authentic sales-clinchers. 
They’re not exaggerated claims, simply logical explana- 
tions of genuine superiority. Use them to build sales; let 


Bethlehem Hot-Forged Nuts build customer satisfaction. 


BETHLEHEM STEEL COMPANY 
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Your customers 


will appreciate 
saving seconds with 


LDISSTON 


SAWS and FILES 






Tell a customer now how to 
save seconds in cutting metal... 
and he'll be your friend for life. E oh 
Sell Disston Hack Saw Blades... ba tage 
Di-Mol for general hand and machine cutting gi ee 

. High Speed Steel for cutting stainless steel and other tough 

alloy steels. These blades have proved faster and more durable in 

the toughest shop service. Serer 


Recommend Disston Hard Edge, Flexible Back, Metal Cutting 
Band Saws and Disston Metal Cutting Circular Saws for added 
speed and precision in making clean cuts through a wide range of 
ferrous and non-ferrous metals. 


Talk up the Disston Bite-Rite File. Available in many types, 
the Bite-Rite speeds finishing by taking off more metal with each 
stroke ...and produces smoother work, too, because it levels 
and smooths as it cuts. 


Two important sales helps: Disston advertising and merchandis- 
ing campaigns throughout the nation’s industries are building 
prestige for Disston products among your customers and prospects. aaa 
The Disston Engineering Service will help you clinch big con- Beis ee 
tracts by increasing your customers’ tool efficiency. Write for . ie 
full information today. ; - 





HENRY DISSTON & SONS, INC., Philadelphia, Pa., U.S.A. 


Branches; Boston, Chicago, Detroit, Memphis, New Orleans, Seattle, 
Portland, Ore., San Francisco, Vancouver, B. C. 


Canadian Factory: Toronto. 


Australian Factory: Sydney, N.S.W. 


ATi 


or 
Res U TC 
ee » REG.U.S.PAT. OFF 














There ¢ M () R E.Meahenee in 





your representation. 





shop equipment is today's big sales opportunity. 


L We'll be glad to send full details and explain our proposition . . 





STEEL SHOP EQUIPMENT 


Incorporating many patented and exclusive features, the famous ‘Hallowell’ lifetime line of steel 


truly economical. The line is complete and versatile enough to meet practically any requirement. 


With spread enough to insure you worthwhile profits, the ‘Hallowell’ line is backed by a sound 
distributor policy, consistent advertising in many publications and cooperation in every respect. 


Each item in the “Hallowell’’ line has a distinctive, practical sales advantage . . . each item merits 


It is a well established line, known and favored 
for many years in most all types of industry, because its sturdy construction has proven it to be 


. write today! 














Fig. 1732 





STOOLS 
AND CHAIRS 








Fig. 1249 


BENCHES 








TRUCKS 


Other "Hallowell Shop Equip- 
ment includes Steel Lift Truck 
Platforms, Steel Shaft Collars and 


Pioneer’ Steel Shaft at LE Te 






732 
Pat'd. & Pat's. Pend'g. 
Drawer is extra. 


Fig. 1112 


TOOL STANDS 


STANDARD PRESSED STEEL Cod. 


JENKINTOWN, PENNA. POX 519 
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BOSTON - DETROIT - INDIANAPOLIS - CHICAGO - ST. LOUIS - SAN FRANCISCO 
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PRRAWN & SHARPE 
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ASTRONG 








Every new Lathe, Planer 
and Shaper must bave tts 


ARMSTRONG 
TOOL HOLDERS! 


Machine tool production has passed all previous “highs and 
still back orders pile up. Each new lathe, planer and shaper 
increases your opportunity for profit for each must have 
its complement of ARMSTRONG TOOL HOLDERS, and 
ARMSTRONG TOOL HOLDERS are sold thru industrial 
distributors. 


But great as this new equipment market is, it is probably sur- 
passed by the demand for ARMSTRONG TOOL HOLDERS 
on old machine tools. ‘“New" types of ARMSTRONG 
TOOL HOLDERS are required to make the many "new" 
products created by the National Defense Program; 
ARMSTRONG TOOL HOLDERS that save 90% High Speed 


Steel for every operation. 


The growing shortage of High Speed Steel is forcing the 
use of ARMSTRONG TOOL HOLDERS for all operations— 
is leading to the adoption of the: entire “Armstrong Sys- 
tem" in shops everywhere. 

Take advantage of this situation and boost your tool de- 
partment profits. Have each man carry an ARMSTRONG 
C-39 Catalog and talk the entire "Armstrong System". It 
is the answer to one of todays most urgent industrial prob- 
lems, is your opportunity to serve both industry and the 
nation well. 


Eastern Warehouse and Sales: 
199 Lafayette St., New York 








ARMSTRONG BROS. TOOL CO. 
‘*The Tool Holder People” 
305 N. FRANCISCO AVE. CHICAGO, U.S.A. 








Panustnonc TOOL HOLDERS Are Used in Over 96% of the Machine Shops and Too! Room: | 
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JM! 


Johns-Manville PACKINGS & GASKETS 
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How important is a Steel Distributor? 
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b pardon find our answer in the adver- 
tising we are running in leading indus- 
trial papers. This campaign is another link 
in the long chain of U-S-S trademark 
promotion. It was added to help every dis- 
tributor of U-S-S Steel Products. 


You distributors occupy a position of 





unique importance. Today, more than ever 
before, your foresight in preparing your- 
selves to be of special service and benefit 
to the industries in your territories is being 
rewarded. It is our desire and intention to 
extend to your valuable function every as- 
sistance these difficult times permit. 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 


Scully Steel Products Company, Chicago, Warehouse Distributors 


United States Steel Export Company. New York 


Comet wD STATES STEEL 
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MORE SANDING OUTPU 
CUSTOMERS—MORE SALE 


Black & Decker’s New Heavy Duty 


ELECTRIC SANDERS 


Now customers can handle toughest sanding, grinding and wire- 
brushing operations faster and easier. That's because Black & Decker 
have just developed the New 7” Heavy Duty and 9” Heavy Duty Electric 
Sanders with power stepped up to amazingly high productive perfor- 
mance. These Sanders run cool under continuous use and require 
minimum servicing. Improved features include gear locking pin for 
instant disc changing, spiral bevel gears for quiet, long life and mech- 
anism completely sealed against abrasive-dust. Industry needed these 

New Heavy Duty Sanders—Black & Decker built them—now you 
can easily SELL them if you'll just make demonstrations! The 
\ Black & Decker Mfg. Co., 717 Pennsylvania Ave., Towson, Md. 


s\ “ELECTRIC TOOL HEADQUARTERS” 


Aa 


LEADING DISTRIBUTORS EVERYWHERE SELL 
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Leading the Same Procession. 


JENKINS PUBLICATION ADVERTISING 


IN SEPTEMBER, IT’S 


- 


JENKINS SERVICE REPRESENTATIVES 





Jenkins Renewable Composition Disc Valve! 


Jenkins has done it again! In 1927, Jenkins pio- 
neered the screw-over bonnet and slip-on, Stay-on 
disc holder with Fig. 106A...and stole the market. 


Now in 1941, Jenkins is keeping Fig. 106A at the 
top of Bronze Globe sales with another unique 
advantage—the interchangeable valve family. 
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Side by side, Jenkins Service Representative and 
Jenkins printed salesmen are going down the line 
to tell American valve buyers the big news—how 
with only 4 bodies they can actually assemble 26 
different valves! To make the story more dramatic 
and convincing, Jenkins Service Representatives 
will use a special kit, containing globe and angle 
bodies and all the interchangeable trimmings with 
which to make an actual demonstration. The kit 
also carries a cut-away valve, which shows exacts 


what goes on inside with every interchange of parts. 


This is the kind of month-in-and-month-out pro- 
motion that is building Jenkins sales opportunities 
for you. More than 51/, million times this year, 
Jenkins publication advertising alone will tell all 
the buying factors—from architects to operating 
engineers—about Jenkins Improved Design and 
conclude with “Available from your local Supply 
Iiouse.” 


JENKINS BROS., 80 WHITE ST., NEW YORK, N.Y. 

Bridgeport, Conn. ; Atlanta, Ga. ; Boston, Mass. ; Philade!- 

phia, Pa.; Chicago, Ill.; Houston, Texas. Jenkins Bros., 
Limited, Montreal; London, England 
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Valve of the 
Month 





JENKINS FIG. 106A 
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Uncle Sam Calls For Salesmen 


indignant arm waving and angry squawks about the 
shortsightedness of customers who refuse to identify or- 
ders or sign the Defense Supplies Rating Plan affidavit 
wont break this log jam that is delaying the plan’s opera- 
tion now. Winning customer cooperation is a selling 
job. a challenge to the vaunted sales ability of the supply 
industry. And one of the first principles of selling is to 
keep cool, to be patient even in the face of rank obstinacy. 
and to stay in there until the signature is obtained. 
Actually, there is little excuse for distributors to lose 
patience with customers who don’t see immediately why 
it is necessary to sign up. Is memory so poor that we fail 
to see the parallel between the resistant buyer’s state of 
mind today and that of many equally resistant distribu- 
tors only a month ago? Just for the record, let’s look at 
the chronological reactions toward the Rating Plan in its 
first three months of life. It goes something like this: 


DisTRIBUTOR 
Ist month “What's it all about?” 
2nd month “Why should [ bother?” “What's it all about?” 


ird month “Why in blazes won't “Why should [I bother?” 
customers cooperate?” 


CUSTOMER 


The obvious fact is that customers, in their acquaint- 
ance with the plan, are about a month behind distribu- 
tors. This is because the thing broke first on the distrib- 
utors. In time the customers must catch up, and that time 
can be hastened by the exercise of simple salesmanship. 

The stakes are high—higher than any mere monetary 
commission held out for success in other selling tasks. 
For if the buyer can be made to see that there is serious 
trouble ahead unless he signs. he will sign and the trouble 
will be averted—for himself, the distributor and the 
supply manufacturer. 


The senseless arm waving and indignation of some is. 


fortunately, not the approach of all who are charged with 


selling this bill of goods. On the other hand, there is the 
wise action taken by the industry's Defense Committee 
in swiftly scheduling open forum meetings in Waterbury 
and Cleveland late last month when the difficulties of 
customer cooperation were first noticed seriously. In 
those two centers, at least, the jam is breaking up. Equal 
success is almost certain to result if further such meetings 
are held. In addition, the problem is being tackled by 
others who know how to use the familiar tools of effective 
merchandising: Manufacturers’ advertising, publicity in 
the business press, field work by missionary men. 

Even so, it is a tight, close race. Can the plan be put 
on a working basis before we are overtaken by the things 
it was designed to avoid? For the past three months, 
in this space, we have urged that the supply industry go 
“all out” for cooperative effort on the Rating Plan, lest 
the things that threaten become reality. We urge it again. 
It may not be perfect—but it’s something! 


In these last few months, as necessity has brought 
rigid controls and violent dislocations for “business as 
usual”, the danger of official action that might handicap 
the distributor’s function has been very real. With that 
realization, it should not be forgotten that the Defense 
Supplies Rating Plan is, in actual fact, a positive step 
taken by OPM to preserve this system of distribution. 
That's just one reason why we are duty bound to win over 
the buyers who are thoughtlessly holding out against the 
Rating Plan; and a reason, too, why there must be no 
holdouts among distributors themselves in that selling 
effort. 

Short tempers are understandable in this summer’s 
heat, but short tempers won't succeed in this selling job 
that has been given to us. Patience and persistence will. 
It seems that’s the least we can give to Uncle Sam, our last 
friend in this hostile world. 





CURRENTLY 


How To Stop Thieves 


In our news columns this month is an item reporting 
the theft from a Boston distributor of valuable. hard-to- 
replace supply items. As the distributor who reports this 
theft says, “the thieves were thoroughly conversant with 
our line of business,” for they took no broken or marked 
packages and concentrated on one brand of goods in any 
product line. 

Thieves have been increasingly active in the supply 
business since the value of drills and micrometers began 
to rate one-two with the Vargas diamond. The first ques- 
tion that comes to mind after a theft is reported is that 
of disposal. Loot must be sold to another distributor or to 
an industrial plant. The distributor is the thief's most 
likely prospect. In practically all cases he buys innocently. 
Even so, it is the act of purchasing from the thief that 
refutes the platitude that crime does not pay. and keeps 
the thief in business. 

All distributors would do well to study published lists 
of stolen stocks so that they may recognize suspicious 
goods offered for sale. Better still, when goods are offered 
by strangers, or when the facts surrounding an offer are 
suspicious, investigate! And, if circumstances warrant. do 
not hesitate to report the facts to’ the authorities. Your 
help in putting a thief out of circulation may insure you 


against robbery at a later date. 


Awards Department 


Qur nomination this month for The Man In the Unten- 
able Position goes to the manufacturer who is asking his 
customers and distributors to sign the Defense Supplies 
Rating Plan affidavit—then absolutely refuses to sign afhi- 


davits submitted to him by his own suppliers. 


Cutting Tools and Defense 
Some idea of what precipitated “E-2”, the cutting tool 
order (see Page 32) may be had in studying figures like 


these: 


IMPORTANT 


Consumption of cutting tools in 1940, $46,000,000; rate 
of consumption of cutting tools in 1941, $123,000.000—a 
gain of 275 per cent! 

Some experts estimate the cutting tools used in the 
making of an automobile engine amount to from $8 to 
$12. To build a 1000-hp. plane engine $170 worth of 
cutting tools are needed. But plane engines are powered 
much higher than that. and it takes from two to four 
of them to equip a unit, whereas one engine is enough for 
the automobile. 

Now. 92 per cent of U.S. tungsten goes into high speed 
steel, and 100 per cent of our high speed steel goes into 
cutting tools. And most of our tungsten comes down the 
Burma road. 

Chances are the demand for cutting tools will go even 
higher. The mechanized equipment we are building is to 
have the precision factor of a fine watch. The present 
effort is putting the first World War far into the back- 
ground for the demands it is placing upon industry. And 
Napoleon gobbled up half of Europe without ever know- 


ing what a hob or countersink is used for! 


Where The Pinch Comes 


Not long ago the complaints mail bag of OPM was 
examined to get a cross-section of what’s bothering indus- 
try. Of 25 letters that called attention to scarce materials 
needed to complete production, eight dealt with items 
sold primarily through industrial distributors. (Six others 
were about steel, the remainder aluminum, chemicals. 
cork, ete.) This is easy to understand. In tackling its 
staggering job. OPM concerned itself first with the big 
things—raw materials, machine tools. capacity for pro- 
ducing smokeless powder. Not that early efforts fore- 
stalled all possibilities of trouble in these directions, but 
the systems that were set up did come up to expectations 
in their broader scope. Now it is the smaller stuff that 
raises problems. And now many manufacturers are begin- 
ning to recall the age-old campaign to convince industry 
that little things can be just as important as big things 
in causing a shut-down—and to realize that this was not 


just hot air after all. 
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DODGE DIAMOND “D” FRICTION CLUTCHES . .— 


@ Powerful — ample safety factor to handle 
momentary overlocks as high as 100 per cent 
above rating. 


@ Compact — designed for extreme compact- 
ness without sacrificing horsepower capacity. 
@ Protected — fully enclosed against 
destructive dirt and dust and for 
added safety. ~ 
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ROW, TOO! 
Your choice of Dodge Diamond “D” 
Friction Clutches for speed and stamina 
equal to today’s heavy loads will stand 


you in good stead tomorrow — when 
needs return to normal. 


Built the Dodge way — Dodge Clutches 
are longer lasting because they are per- 
fectly balanced — completely enclosed 
against destructive dirt — compact and 
self-locking — with an ample safety fac- 
tor that permits momentary starting loads 
100 per cent higher than normal rating. 


For power transmission or machine 
application — Dodge Clutches deserve 
your preference. 


DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA, U.S.A. 


Preferred FOR THESE FEATURES: 


@ High Speed — proper proportioning and ac- 
curate balance for continuous high speed oper- 
ation. 


@Simple Adjustment—positive, convenient on>- 
point adjustment. 


@Smooth Operation — self-locking 
feature eliminates necessity for pres- 
sure to hold clutch in engagement. 














THE REPUBLIC 


DATED OCTOB 


> 


i a 
SS Fe 
oe o as my 
~  e eh 
i” Sa , 
< » ot ge9 
AO" ys s 


o 


ant 

he 
ave i 

wea < 


\ a \ 
\) rs o 
or” ae » gr wt ~ 

9° 


9-POINT POLICY 


ER 1ST, 1923 


” 
prs 
° Oo 
a Fo 
Pane Co gt 
a> ov oe 
oO 
©. @&s 


& 








REPUBLIC 


2 Republic’ s 5-Point 


Distributor Policy is, first and last, a coop- 
erative policy. As such, one of its most im- 
portant functions is the outright elimination 
of non-cooperative conditions and practices. 
The duty of Republic’s field representa- 
lives is to offer every possible assistance to 
distributors. Thus, the fourth point of the 
Policy strikes a direct blow to perhaps the 
most undesirable element of them all .. . 
competition from the distributor’s source of 
supply. REPUBLIC RUBBER DIVISION 
OF LEE RUBBER AND TIRE CORP., 
YOUNGSTOWN, OHIO. 


RUBBER 
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TALK OF THE TRADE 


PART-TIME P.A.: (In this case the “p.a.” means press agent.) 
We sense the rare promotional touch of Lin White (White Supply) 
in the publicity build-up given the Defense Supplies Rating Plan 
forum meeting scheduled for July 28 in Waterbury . . . Attendance 
was stimulated through announcements carried on the Waterbury 
and New Haven radio stations. 


MILITARY MATTERS: Bill Motter (W. S. Motters Sons Co.) 
now gets his mail at Fort Meade, where everybody calls him Major 
Motter ... Al Pedersen (Pedersen Bros.) enlisted himself and his 
knowledge of “trig” in a Coast Artillery outfit in Texas . . . The “trig” 
may have been partly responsible for a recent target practice record 
of six hits, no misses. 


USEFUL DATA: Wendell Clark (Samuel Harris) is just tall 
enough to be greatly irritated by the six-foot restrictions of Pullman 
sleepers . . . The seldom-used initials “H. K.” which are part of 
Tony Clark’s ( Norton Co.) formal name stand for Harry Kenneth. 


BASE LIE: Stan Sheldon (Chase, Parker), according to a fantas- 
tic story going the rounds, was knocked down in traffic . . . Priest 
was summoned to administer last rites, but after a few minutes looked 
up, protesting, “But this man is no Catholic ... Why did you summon 
me?” ,.. “Because.” said a witness, “his pockets were full of bingo 
tickets from your church.” . . . Stam denies the yarn, meanwhile 
offering all visitors a $1 book of tickets to a prize drawing at St. 
Thomas’ Catholic church, Boston, August 14. 


FINANCIAL NEWS: Lots of whoop-de-do out in Valparaiso, 
Ind., when McGill Mfg. Co. distributed 20 per cent bonus on 
last year’s salaries to 600 employees ... It mounted to about 
$200,000 in all . . . There was a dividend check, too, for members of 
the Sterling Products bowling team, according to Bill Teare who 
declares with pride that the boys copped the Class B industrial cham- 


pionship with an impressive three-game total of 2813. 


PHILO VANCE BUTTS: Always interesting to listen to Marsena 
Butts (Butts & Ordway) but especially so now since his recent 
experience with the crime world . . . Discovering big losses of spark 
plugs from his automotive department, Marsena worked weeks with 
the cops, found the inside culprit, broke up the “fence” and even 
nailed the eventual crooked “receiver” with the goods . . . Spent long 
days in court, got convictions, his dough back and profuse thanks 
from the police for his public spirit in following the case through 
to its conclusion. 


INFIRMARY NEWS: Conventioneers who missed the presence of 
Earle Paulsen (B. R. Paulsen & Co.) should know that it took a 


double dose of sickness to keep him away ... A “strep” throat and 
half a mump (one side only) put him in bed for two weeks and sent 
him packing off to Hot Springs for another fortnight ... A. E. 


Klinger (South Bend Supply) has abandoned his aspirations to an 
acrobatic career after an attempt to work out a balancing act on the 
arm of a chair resulted in a broken toe. J.L.W. 
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WT Cutting Tools 
Priority Order 


To earmark the supply and production of certain cutting tools for defense, 


OPM edict restricts sales to orders bearing an A-10 rating or better. 


BeECALSE OF an increasing shortage 
of cutting tools vitally needed in de- 
fense plants, the OPM on July 17 
issued General Preference Order /-2 
which places all special cutting tools 
and a number of standard items 
under full priority control. These 
products thus join machine tools 
and 14 searce materials (aluminum. 
nickel. zine. ete.) over which the 
Priorities Division of OPM im- 
poses industry wide mandatory con- 
trol. Addressed to both manufacturers 
and distributors. the order was effec 
tive immediately, and continues in 
effect until Nov. 30 of this vear. 

Purpose of the order is to put de- 
fense requirements uncompromisingly 
ahead of all others. It instructs the 
cutting tools industry to deliver the 
prescribed list of products only on 
defense orders bearing a priority of 
\-10 or better. 

To avoid disruption of production 
schedules of the manufacturers, all 
orders in production on July 17 may 
he completed, provided that takes no 
longer than six weeks. and delivery 
made. The single, important excep- 
tion to this is an AA priority (an 
emergency) order, which takes prec- 
edence over everything else in the 
shop. All other new orders received 
after July 17 must be filled in the 
order of their priority ratings, i.e., 
\-l-a first, then A-l-b, A-l-c. ete. 
Orders bearing lower preference rat- 
ings must give way to the higher ones. 
“even though such deferment may 
cause a default in an existing con- 
tract.” However, the order further 
recognizes the need for maintaining 
production by permitting a manufac- 
turer to defer compliance with a 
superior priority, for a period of ten 


days only, in order to complete a 
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single stage of work in process on the 
lower priority. Again, the exception 
to this provision is an AA priority. 
for which even work in process must 
he sidetracked. 

Allocation of any remaining supply 
of cutting tools, after satisfying de- 
fense requirements, both direct and 
indirect. is to be determined ly the 
Office of Price Administration and 
Civilian Supply (OPACS). 





Tools Covered by Order 


Special drills 

Oil tube and oil hole drills of all 
sizes and types 

Special reamer- 

All counter-sinks 

All counterbores 

Special milling cutters of all sizes 
and types 

All sizes and types of hobs 

Special high speed taps 

Special taps 

High speed chasers for self-opening 
die heads 

High speed chasers for collapsing 
taps 

Machine broaches 

Cemented carbide tools 

All cutting tools not regularly 


listed in’ a manufacturer's cata- 
log on June 1. 1941. 





Manufacturers Get 
Blanket Priority 


SUPPLEMENTING the General Prefer- 
ence Order, described above, for 
regulation of the distribution of cut- 
ting tools, two weeks later (Aug. 1) 
the OPM moved to assure sufficient 
materials and supplies needed by the 
cutting tools manufacturers by grant- 
ing about 100 of them a_ limited 
blanket preference rating of A-L-a. 
This rating can be extended by sup- 
pliers of the manufacturers to their 
own suppliers. 

The A-l-a priority is to be used 
only for production of cutting tools 
covered in the General Preference 
Order. and it is further stipulated 
that the rating be used to secure de- 
livery of: High speed steel, carbon 
tool steel and alloy steel bars, sheets, 
shapes. forgings and castings: cutting 
tools. including cemented carbides: 
abrasives; measuring instruments and 
gages: and maintenance supplies. 

The blanket rating applies to 
present as well as future orders, and 
is designed to avoid paper work in- 


volved in individual applications. 


Questions and Answers For the Distributor 


(. Should a customer's orders for 
cutting tools defined in this order be 
supported with a preference rating 
certificate, or will the preference rat- 
ing number and contract number 
suffice ? 

A. If the customer has a preference 
rating certificate, he must have it ex- 
tended to the distributor ( certification 
of this extension normally takes only 
a couple of days). If the customer has 
a blanket rating, he can establish its 


extension to the distributor for all his 
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defense purchases, thereafter simply 
identifying orders by the code num- 
her. 

Y. What does a distributor do with 
an order rated A-10 or higher from 
his customer for the cutting tools 
specified in this order? 

A. 1. If in stock, the distributor 
makes delivery in accordance with 
preference ratings. 2. If only part is 
in stock, the distributor delivers the 
part in stock in accordance with pref- 

(Continued on page 107) 
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Forums Beg Cooperation 


WorkKING with OPM orriciA.s, the 
supply industry's National Defense 
Committee last month made its plea 
directly to buyers and plant men for 
quick action in signing Defense Sup- 
plies Rating Plan affidavits. In Water- 
bury, Conn., and Cleveland. “hold- 
outs” Additional 


message 


were won over. 


meetings to spread the 
throughout the country are being con- 
sidered. 

On the summer's hottest night dis- 
tributors from all over Connecticut. 
as well as a few from Vlassachusetts. 
packed into the Elton Hotel at Water- 


bury July 29 for a dinner meeting to 





iron out their own problems. Joseph 
L. Overlock. 


Rating Plan, discussed knotty points 


administrator of the Joseph L. Overlock, administrator of the Defense Supplies Rating Plan, answers a volley of 


questions fired at him in a closed meeting of Connecticut distributors at the Elton Hotel, 


of the svstem. Others heard were Waterbury. Others at the speakers’ table are, left to right, Stauble (Holo-Krome); Clark 
Philip M i Mow Vek (Norton Co.); McCullough (Priorities Division); White (White Supply). 
- svICK ough, ew or 


office of the OPM; Tony Clark, chair- 
man of the Defense Committee, and 
H. F. Seymour. who recently served 
with the Industrial Supplies Section 
of OPM. Organizers of 
Waterbury turnout were Linford C. 
White, White Supply Co.. Waterbury, 
and W. C. Stauble, Holo-Krome 
Screw Corp., Hartford. 


the huge 


Later the distributors adjourned to 





Coats were doffed first, then ties, in the 
steaming high school auditorium in Water- 
bury as officials labored through a hot night 
to impress 1900 plant officials of the serious 
situation that’ impends in the flow of sup- 


plies unless affidavits are promptly signed 


under the Defense Supplies Rating Plan. 
Here Overlock and Clark (backed up by 
Seymour, in rear) share the task of answer- 
ing questions from the floor. Two micro 
phones are used, one connected with a 


c 


speaker in the gymnasium below 


nearby Willoughby Auditorium where 
some 1.900 plant men jammed in to 
learn details of the Rating Plan as it 
affects them. The 


packed and an overflow crowd gath- 


auditorium was 


ered in the school gymnasium to heat 
the speakers over a public address 
system, 

Speakers Clark. Overlock. MeCul- 
lough and Seymour held the interest 
of their audience for two hours de- 
spite sweltering heat. Listeners ob- 
tained full realization of the diflicul- 
ties that can develop in tools. supplies 
and equipment unless full customer 
cooperation is had. 
later. with heat still 


oppressive, the 


Two days 
Defense Committee 
packed the ballroom of the Cleveland 
Hotel with another overflow crowd. 


Meanwhile. the 


polished up and the program was pul 


“show had been 
across with even more efleet than in 
Waterbury. Probably 1.000) distribu 
tors and plant men attended the Cleve- 
land mevtineg. 


| . \ 
By now news of this activity. had 


begun to spl id throueh the ecountr 
and distributors appeared from 
eral distant points to stud t " I 


Ing | lelermin its 
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their own sections. Carl Channon, 
Great Lakes Supply. and W. C. Teare, 
Sterling Products Co., were present 
from Chicago, as was Alvin Smith, 
Smith-Courtney. Richmond, and John 
Crimmins, Mills and Lupton. Chat- 
tanooga, together with Ted) Pugh. 
newly appointed secretary of — the 


Southern Association. 





In Cleveland the Grand Ballroom of the 
Cleveland Hotel was packed to overflowing 


for a dinner meeting that brought together 
both local distributors and hundreds of 
plant officials. Opening speaker, Tony Clark, 
In background are 
H. K. Kuhn (Hardware & Supply, Akro 
formerly of OPM) and Harry Ruhf (Cl. 
and Tool & Supply) in foreground are 
Overlock, Walker and Brainard [OPM) 


is at the microphone. 





Checked f 


OPM 


or Accuracy by 


Defense Supplies Rating Plan 


Developments 


1. Affidavit changes—Although a 
new affidavit form was not yet avail- 
able at press time, Overlock had 
promised that there would be one 
soon, with important changes incor- 
porated mostly at the suggestion of 
distributors and manufacturers work- 
ing under the plan. Among these re- 
visions would be (A) printing of the 
legend “OPM Form 25-c” at the top, 
to lend official weight to the affidavit. 
(Many customers had refused to co- 
operate on the grounds that distribu- 
tors only wanted this information for 
their own use.) (B) Changing the 
much discussed “Paragraph 3” so 
that it requested data on sales instead 
of calling for a percentage figure on 
purchases that represented defense 
supplies. This will simplify the prob- 
lem of cooperation for a great many 
buyers. (C) A fourth paragraph will 
probably be added warning of a fine 
of $10,000 or two years’ imprison- 
ment, or both (under provision of 
Section 80, Title 18, U. S. Code) for 
anyone making improper use of the 
Customer's Affidavit. 

2. Metal warehouses — Indication 
was expressed at the Waterbury and 
Cleveland meetings that a rating plan 
covering the operation of metal ware- 
houses might be tried, following the 
general pattern of the Defense Sup- 
plies Rating Plan. 

3. Coverage—The momentum with 
which extensions of the A-10 rating 
under the Defense Supplies Rating 
Plan were made picked up consid- 
erably during July. For the first six 
weeks of the plan’s operation, manu- 
facturers who submitted their ap- 
plications asking for this rating 
amounted to only a few more than a 
hundred. In the next three weeks, 150 
applied, and it was estimated that the 
rate of applications would be stepped 
up to about 750 per month for the 
next few months. Already the admin- 
istration of the Rating Plan has been 
slowed by the mounting task of issu- 
ing the authorities for the A-10 rating. 
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of the Month 


4. Non-defense industries — First 
nine of the non-defense, though es- 
sential, industries which may apply 
for A-10 ratings on their purchases 
of maintenance and repair parts were 
announced, Aug. 8, under the long- 
expected maintenance and _ repairs 
rating plan. The plan is available to 
these industries: 

(1) Commercial air lines main- 
taining regular scheduled service. 

(2) Explosives (plants engaged 
principally in making explosives). 

(3) \etallurgical plants produc- 
ing metals and alloys. 

(4) Mines ‘including ore dressing 
and processing plants and smelting 
facilities) . 

(5) Federal, state, county and 
municipal services—protective serv- 
ices (fire and police); utilities (pro- 
duction and distribution of electricity, 
gas, water); sewers; common Car- 
rier passenger transportation by 
urban, suburban and interurban elec- 
tric railways and motor coaches. 

(6) Privately owned public utili- 
ties (production and distribution of 
electricity. gas. water), and sewer 
service. 

(7) Railroads. 

(8) Coke converters. 

(9) Common carrier passenger 
transportation by urban, suburban 
and interurban electric railways; 
also by urban and suburban motor 
and electric coach (privately owned). 

When a distributor’s customers in 
these classifications have applied for. 
and obtained, the A-10 rating avail- 
able to them under this plan. the dis- 
tributor can count such sales in fig- 


uring his defense percentage. 








W. C. STAUBLE, vice-president of the Holo- 
Krome Screw Corp., accepted the chair- 
manship of the National Defense Commit- 
tee of the Industrial Supply Industry upon 
the resignation, August 4, of H. K. Clark 
of the Norton Company, who had served 
in that capacity since the formation of the 
Committee at the Chicago convention in 
May. Additional duties having pertinence 
to the National Defense program made 
mecessary Mr. Clark's resignation. Mr. 
Stauble is already active in behalf of the 
Committee and will continue to work closely 
with Mr. Clark. 





* Defense News x 





Hoists and Cranes—A new limited 
blanket preference rating was ex 
tended to about 75 makers of cranes 
and hoists last month, in an extension 
of the earlier priorities order which 
expired on July 31. Under the new 
order, manufacturers are permitted 
to apply an A-l-a rating to orders for 
an expanded list of such items as 
motors, alloy steels, cutting tools, 
gages, and maintenance supplies. The 
priority can be extended to suppliers 
and sub-suppliers. 


Priorities Compliance Section 
Creation of a Compliance Section of 
the OPM’s Priorities Division was 
announced last month. It will itves- 
tigate and take appropriate action in 


(Continued on page 110) 








Rating Plan Analysis 


REPRINTS containing full facts about the Defense Supplies Rating Plan, 
as analyzed for industrial distributors in the June and July issues of MIL 
Suppuies are available in limited quantity. This outline of the plan, telling 
in detail how distributors may put it into operation, has been thoroughly 
checked for accuracy by OPM officials. 
Supplies.” 330 West 42nd Street, New York City. 


To request reprints, address “Mill 
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ery's new "Z Department” is insurance to Baltimore 
defense plants that back-ordered supplies will be 


promptly scheduled . . . and delivered on schedule. 


SEEING AN OPPORTUNITY to provide 
an exceedingly useful extra service to 
defense customers, two outside sales- 
men at Carey Machinery & Supply 
Co. in Baltimore have organized a 
takes the 
guesswork out of delivery promises 


new department which 
on back-ordered defense supplies. The 
department operates to secure a defi- 
nite delivery promise from a manu- 
facturer shortly after an order is 
placed, and reminds the manufac- 
turer, when the day arrives, that de- 
livery is due. 

Called the “Z Department”—for 
want of a better name—it is com- 
posed of two girls working under the 
supervision of W. G. Hoffman and 


D. M. Munroe, the 


started it. By spending alternate days 


salesmen who 
inside. the two men have arranged to 


serve all their regular customers 
while at the same time keeping one 
of them always on duty. 

Here’s how it works: 

When an order with a defense rat- 
ing can’t be filled out of stock, the 
back order on the manufacturer goes 
out the same day, together with a 
form letter asking for a_ shipping 
The letter explains that the 
order is for defense, and that it will 


date. 


be followed by a telegraphic demand 
for a shipping promise if one is not 
received within seven days. 

If, seven days after the order was 


placed, no shipping promise has been 


Order Expediter 


Organized by two outside salesmen, Carey Machin- 


Wi 


From their new "Z Department'’ any salesman at 
Carey Machinery & Supply can tell a defense cus- 
tomer exactly when a back order is scheduled for 
shipment—with considerable assurance that the ship- 


ping promise will be met. 


D. M. Munroe dictates, 


while one of the department's two girls checks a 


Z order. 


received, the manufacturer is wired 
for a commitment. (This is not ordi- 
narily necessary ). 

Then, two days before shipment 
was promised, a double postcard is 
mailed to the manufacturer remind- 
ing him that shipment is due. Half 
of this card, when detached, is a pre- 
paid return postcard addressed to 
Carey which the manufacturer fills 
out and mails back to advise whether 
on nor the order is being shipped on 
schedule. Failing to receive such ad- 
vise (or delivery of the goods), the 
department again would follow up 
with a telegram. 

The mechanics of the system make 
it virtually automatic. To identify 
defense back orders, the letter “Z” is 
typed as a prefix to their order num- 
hers. Defense customers are arranged 
alphabetically in standard steel filing 
cabinets. Into a folder for each goes 
the customer’s order, priority data, 
the order on the factory, and two 
copies of Carey’s house order (one 
copy, a yellow, assures complete data 
in the file even when the original has 
been removed for billing of items de- 
livered). The file keeps each order 


alive until every item is delivered. 


Back-Order Time Table 


Scheduling of orders is done from 
two 3x5-in. card files, one arranged 
to secure delivery promises, the other 


to secure delivery. Both files are ar- 
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ranged chronologically, by days of 
the month. It is when a delivery 
promise is obtained that a card is 
transferred from one file to another. 

First Card File. As each back order 
is placed on a manufacturer, a 3x5-in. 
card containing essential information 
about the order is filed (along with 
all others placed that day) under the 
date that the delivery promise is due 
to be received (one week later). When 
the delivery promise comes in, it is 
noted on the card and the card is 
transferred to the second file. Thus, 
the file automatically brings up for 
attention those orders for which de- 
livery promises are due but have not 
vet been received. 

Second Card File. Made up of 
orders on which delivery has been 
promised, the second card file is also 
arranged chronologically, by days of 
the month. It automatically brings 
up, each day, the orders which should 
he shipped two days Lence. To this 
new list, each day, the double card is 
sent. When an order is filled, it comes 
out of the file. 

The system is designed to operate 
with a minimum of executive atten- 
tion, the two girls being assigned to 
perform all the routine work. So im- 
portant is the department’s purpose, 
however, that the two outside sales- 
men who spend every other day on it 
consider that time a well-appreciated 
contribution to defense, 


Fluorescent light boosts efficiency of R. K. Le Blond's Cincinnati 





Defense Paves Way For 
More Fluorescent Lighting 


More shifts mean better plant lighting—which, today, means the new fluorescents. 





plant, working day and night on machine tools for defense. 


In selling them, this distributor also stresses their economy and efficiency. 


FLUORESCENT LIGHTING is one of the 


few businesses to reach one hundred 


million dollars a year sales in less 


than five vears. With its ability to dif- 


fuse light evenly. comfortably and 


efliciently throughout working spaces, 


it is not surprising that fluorescent 


lichting is being widely adopted for 


defense plants. For extra’ working 
shifts drive home. as has never been 
done before. the necessity of adequati 
lighting in industrial plants. Nor is 


it surprising that many industrial dis 


tributors ha ready taken on this 
st ] 
new tvp ol lighting. tor its a pack 
ed product salable in) quantities 
the Mists { industrial 
inh ) ! nut little appl 
, 
i 
b 


By Henry W. Younc. West Coast Editor 


Hardware & Metal Co. of 
Los Angeles sets an example of what 
a distributor 
Executives of the company took on 
fluorescents (G-E) in a tentative way 
early last vear. It was turned over to 
two specialty lamp men_ handling 
regular types of lamps. As the market 
for fluorescent lighting clarified. and 
the company gained experience in 
selling it, a full stock was put in and 
salesmen in both the industrial sup- 
and the hardware departments 

re assigned to sell fluorescents. 
ith sales efforts ipervised by on 


list. John FE. Fitzpatrick. the 


| ( has en developed Wt SiZaiee 
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can do with the line. 


Mr. Fitzpatrick reminds Union Hard- 
ware salesmen to stress about fluores- 
cent lighting: 

It permits better distribution of 
light 


with other types of lichtine. 


into areas not easily reached 
It provides plenty of light where 
its needed, vet its own surface bright- 
ness is low. Very little direct glare. 
Its a cool light. a decided advan- 
tage in many locations. 
It pros ides a wide range of decora- 
live possibilities, 
It shows up colors faithfully. hence 
is extremely useful in color matching. 
lt permits lighting improvements 
th little or no additional wiring 
It is still new. Executives and plant 


like are int 


rested in it, 











These sales facts about fluorescent 
lighting in particular are supplemen- 
tal to the whole body of proven facts 
on which any industrial lighting pres- 
entation should be based—namely, 
that adequate lighting relieves eye 
strain and increases output of indus- 
trial workers, leads to a better qual- 
ity of work, provides brighter and 
more cheerful working conditions, 
and reduces accidents. From this fun- 
damental thesis, Mr. Fitzpatrick ad- 
vises salesmen to sell up to fluorescent 
lighting. For the extra initial cost, 
fluorescents give the customer more 
light with the same wiring capacity: 
likewise, more light for the same 
power cost. 


“Yet, 


represented asa cure-all.” he Warns. 


fluorescent’ should not” be 
“There are applications where a spot- 
light, for example. is better (when a 
workman’s whole attention is centered 
at one point). 

Three essentials in making the sale 
are that the lighting meets the re- 
quirements, suits the inclinations of 
the buyer, and fits his pocketbook, 
according to Mr. Fitzpatrick. (For a 


Pan 





Union Hardware & Metal Co., Los Angeles 
distributor, practices what it preaches by 
using fluorescent lighting in its pricing and 
billing department. The warehouse is sim- 
ilarly equipped. 


“Fluorescent lamps and associated equip- 
ment are all ‘packaged items’, easily stocked 
in the warehouse, and readily salable to- 
day to defense plants as an aid to greater 
production,” declares John E. Fitzpatrick of 
Union Hardware & Metal Co. 





MI 


quick, accurate method of estimating 


requirements, see MILL SUPPLIES, 
January, 1941.) 
When a salesman encounters ai 


installation that is beyond his depth 
in engineering. Mr. Fitzpatrick recom- 
mends that he call in the manufac- 
turer's representative. who will always 
he available to render an expert serv- 
ice. Here it might be pointed out that 
the large manufacturers of fluorescent 
lighting do not pursue a 100 per cont 
distributor policy. Their own. sales 
men are out promoting business and. 
at least during this stage of the game. 
are selling direct when they them- 
selves initiate and follow through on 
Nevertheless. 


initiates a sale he gets full 


business. when a dis- 
tributot 
credit on the order. even though the 
manufacturer was called in for engi- 
neering advice and sales assistance. 

\ sales tool which Union Hardware 
salesmen have found convincing is a 
light meter, which tells at a glance 
just how much light is present. With 
it. a lighting salesman can throw 
quite a shock into a machine shop 
owner, for 


example. by finding a 
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highly paid, skilled worker straining 
himself to finish a rush job with only 
five or ten footeandles of light. when 
that operation should. have 50. 
New as it is. fluorescent lighting al- 
ready has an element of price com- 
petition in the form of equipment 
complete with reflectors. ballasts. and 
the necessary controls made by small 
local manufacturers. Mr. Fitzpatrick 
meets this successfully by promoting 
the more advanced type of equipment 
such as is made by the nationally 
known manufacturers. One develop 
ment which helps h'm in this is high- 
power factor ballast which gives the 
customer more light with the same 
wiring and current consumption. 
Another is the double lamp equip 
ment which eliminates the flicker of 
single lamps. Both of these areuments 
for equipment of advanced design can 
he supported by engineering proof o1 


by a sample installation. 


+ 


Up in Portland It Dispels 
Late-Afternoon Gloom 


Here's Henry LL. Ernstrom. 
manager of J. KE. Haseltine & 
Co.. Portland. Ore... had to say when 
that took on a 


fluorescent lighting equipment) (Hy- 


what 
sales 
distributor line of 
erade): 

“This far north. it gets dark by 4 
o clock and even earlier in the middle 
of winter. Among the saw mills ‘and 
logging camps we have always found 


(Continued on page 118 
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By selling an ice cream plant a 
new water-proof belt for its com- 
pressor, Harry Baker raised refrig- 


eration capacity to requirements. 


Almost two minutes per operation were saved by adoption 
of a new cutoff machine, and proper cutting wheel, recom- 
mended to the New Monarch Machine & Stamping Co., a 
defense 


sub-contractor, by 


Harry Baker, lowa 


salesman. 





Operating time of heavy lathes is 
saved by this portable outfit, de- 
vised by Harry Baker and Western 
Tool & Stamping engineers. 


Sell Efficiene 


With the problems of defense speed-up penetrating to all sections of 


the country, emphasis on Plant Efficiency becomes more apparent in 


selling. Here's how Harry Baker uses the efficiency theme in Des Moines. 


WITH 


work today in re-arming America, it 


THE SHIFTING FORCES now at 
doesn’t require the powers of a clair- 


voyant for distributor salesmen to 
select this, among all others, as to- 
day’s 
Plant 


terested in stepping up their output 


most effective sales appeal: 
Efficiency. Industrials are in- 
quickly and economically. They pre- 
fer to do it by means of better main- 
tenance supplies, and by production 
accessories which don’t involve heavy 
investment or long delivery dates. 
Even out in the corn belt, where 
the frenzy of defense has not yet be- 
come the reality it has in other sec- 
tions of the country, Plant Efficiency 
is the most persuasive selling argu- 
ment. As an example, consider the 
methods of H. L. Baker, salesman for 
the lowa Machinery & Supply Co. in 
Des Moines. Although Des Moines is 
still predominantly an agricultural 
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By FRANK J. CLEARY, Western Editor 


supply center, it has a number of 
metal-working plants—which are do- 
ing sub-contracting, under the defense 
program. And with business booming 
in practically all lines, both defense 
and non-defense industries are faced 
with the necessity for more production. 

To all of them Harry Baker sells 
primarily one thing: Plant Efficiency. 

Thus, when he noticed a bottleneck 
in the plant of the New Monarch Ma- 
chine & Stamping Co., he sold them 
a new cutoff machine on the basis 
that it would save production time. 
Result: a savings of exactly one min- 
ute and 52 seconds on each operation 
of a defense job. Part of this is 
attributed to his correct recommenda- 
tion of the cutting wheel. 

Another defense sub-contractor, the 
Western Tool & Stamping Co., was 
found to be casting about for an out- 


fit to do odd metal-turning jobs 
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without tieing up its heavier lathes. 
In company with the chief engineer, 
Baker figured out how a 14-in. lathe 
could be equipped with individual 
motor drive, and the whole machine 
mounted for portability. It works like 
a charm for small jobs throughout 
the plant. Further, because it is not 
driven from the shop’s overhead line- 
shafting, it operates efficiently on 
small over-time jobs. 

A non-defense plant whose operat- 
ing efficiency was stepped up through 
Harry Baker’s recommendations is 
the Meadow Gold Co., whose big re- 
frigeration compressor had fallen be- 
low required capacity because the 
helt kept getting wet. At his instiga- 
tion the company bought a water- 
proof belt, of double leather, 42-ft. 
long and 12-in. wide. Again, a sizable 
order booked by selling increased 
Plant Efficiency. 















How Are Your 


Telephone Manners? 


The defense boom is putting the heat on all of us, 


especially the already hard-pressed inside salesmen. 


Are we keeping a grip on our telephone manners? 


BAD TELEPHONE MANNERS have of- 
fended many a good customer, and 
turned him toward more __ polite 
sources of supply. Today, with rush 
orders and shortages of materials re- 
versing the old order of salesman- 
dine-customer, there is a very human 
tendency to let pent up emotions boil 
over into the ear of the telephone 
customer (who wants what we haven't 
got, or wants it before we can get it.) 

The cost of indulging in the luxury 
of bad telephone manners is too high 
for any supply house to pay. It may 
not be paid immediately, because most 
buyers today are staying with their 
dependable sources of supply. But, be- 
cause there can be no redeeming smile 
to correct it, a telephone offense 
sometimes rankles in the heart of a 
customer for years. So the customer 
may wait until normal business re- 
turns and then switch, which is worse 


still for the distributor. 








One of the greatest temptations is 
to let a note of annoyance creep into 
your voice when you're interrupted 
by the telephone. One top-notch tele- 
phone salesman makes it a practice to 
pause an instant before answering 
“It's to collect) my 


each call. com- 


posure,” he explains, “and answer 
that phone as if I knew it was my best 
customer calling.” The smooth, pleas- 
ant voice which then flows into the 
transmitter sounds a warm welcome 
to the caller. 


talking from a desk piled high with 


Thus, although he is 


telegrams, price changes. harassing 
hack orders and discouraging deliv- 
ery promises, when he answers the 
phone he steels himself to a new 
world of interest in that caller’s 
problem. 

His philosophy is this: You can’t 
have a pleasing, convincing person- 
ality over the telephone except what's 
conveyed hy voice and manner of 
speech. These two are you to your 
telephone customers. And your cus- 
tomers will know you, believe you, 
like you and trust you—if you have 
mastered the simple art of putting a 
friendly smile in your voice. 

This man, knowing the local trade 
well. by telephone, also makes it a 


point to be serious with the serious 


and jovial with the jovial. It’s the 
latter he enjoys most—*for their tele- 
phone comradeship’—but he takes 


no liberties with any of them. 

Now, how about your telephone 
manners? If there’s any chance 
they're slipping. better check over 
these suggestions: 


Give your voice a friendly tone and 
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sparkle. A mechanical sounding voice 
is just as bad for an inside salesman 
as an expressionless face is for an out- 
side salesman. 


Speak clearly and distinetly, and 


not too fast. Talking too slow is 
wrong, too, because the words be- 


come disconnected and lose interest. 

Talk directly into the transmitter, 
with your lips no more than half an 
inch away. Talk as loud as you would 
in ordinary conversation. 

Don’t transfer a call to someone 
else if you can take care of it yourself 
just as well. 

Keep a memoranda pad and pencil 
handy so you won't have to dig for 
them after the conversation starts. 

Don’t interrupt, argue or show im- 
patience. Listen attentively, so you 
won't have to make the customer re- 
peat himself, 

Address people by their names, thus 
sounding the personal, as well as the 
like 


“IT am sorry” 


courteous, note. Expressions 
“Sir,” “Thank you,” 
and “I beg your pardon” are appre- 
ciated, 

When 


someone to call you back, remember 


you leave a message for 
to leave your telephone number. 
When a call is completed, always 
remember to thank the customer and 
never, never bang the receiver down 
on the hook. It is just as discourteous 


as slamming the door. 
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Distributor advertising, scarce enough in ordinary times, might be expected to disappear totally 


in the defense seller's market . . . But capacity business didn't change the need for advertising 


by this foresighted mill supply house, it merely changed the type of advertising .. . Harry Crowder 


tells why his company continues to advertise and how it wins attention amid the present turmoil. 


By Harry N. 


FoR A MILL SUPPLY ORGANIZATION, 
ordinary advertising may do the job 
in ordinary times. But these are cer- 
tainly not ordinary times in the indus- 
trial plants we serve throughout the 
Lehigh Valley in busy Pennsylvania. 
Plant engineers. superintendents and 
maintenance men are on the jump 24 
hours a day, seven days a week. If 
they are to be impelled to Stop, Look, 
Listen—and act! —our advertising to- 
day must be anything but “ordinary.” 

Of course, in view of current con- 
ditions, the question might be asked. 


“Why all?” Well, we 


suspect that some day we'll be seeking 


advertise at 


orders from the very same fellow to 
trouble 
And there’s the 


which covers. a 


whom today we are having 
deliveries. 
“Good Will” 


whole lot of present and future sales 


makine 


term 


territory. We elected to advertise nou 
even more than ever to sow the seeds 
of good will so that we may reap a 
harvest of sales when the famine that 
everyone expects really hits us. 

In launching a recent campaign, we 
first the 


kinds of advertising media at our dis- 


made a study of various 
posal. Our vote was cast in favor of 
direct mail. In terms of dollars and 
cents, direct mail fits our problem 
like a glove. Previous experience has 
convinced us of that. 

Our primary problem was to tell 
947 plants about our Mill Supplies 
Practically all of 


plants have used Crowder electrical 


division. those 


service. (For years Crowder has 


maintained one of the largest and 


40 


Crowper. President, H. 


V. Crowder. Jr.. 


inmost complete electrical warehouses 
and service departments in Eastern 
But these 


Pennsylvania. } many of 


electrical customers have not  pur- 
chased industrial supplies from us 
probably because we haven't done as 
good a job of merchandising that 
division. Our objective, then. was to 
make 947 plants “think of Crowder 
when they think of mill supplies.” to 
make them realize we carry a wide 
variety of items bearing the most 
famous names in industry, to remind 
them of our friendly, reliable service 
with expert men on the job 24 hours 
a day. 


As a 


mail specialist with whom we have 


start. we called in a direct 


worked for a number of years. After 


determining the leading lines to be 


promoted and after a huddle between 





Charley Crowder, now recovered from a 
serious illness, and his brother, Harry, feel 
money is well spent in sales promotion today. 
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Co.. Easton and 


{llentown. Pa 


our executives and the direct: mail 
specialists to plan the presentation, 
the series illustrated here was devel- 
oped. From these pieces we have 
achieved the best rsults in our long 
experience with direct mail promo- 
tion. 

There's more to being in business 
than just selling. We've found that 
the think about and talk 


about things like service and good 


more we 


will, the easier it is to sell without 
effort. A study 


on the mailing pieces will show how 


of the novelties used 


we attempted to build good will 


through winning smiles. Judging 
from the reports we've received, 


neither the letters nor the novelties 
attached were doomed to the waste 
basket, landing ground of many ordi- 
nary business letters, dictated in out- 
moded jargon, which sell. sell, sell 
and fail to carry personality, fail to 
attract attention, fail to impress a 
name or one important sales fact on 
the reader’s mind. 

We are not saying that all unusual 
direct mail is good direct mail. Some 
novelty letters often defeat their own 
The 


reader's attention is taken from the 


purpose by being too novel. 


selling message by the novelty or 
gadget. But we are convinced that 
just the right amount of novelty or 
illustration in your sales letters will: 

1. Attract attention; 

2. Demand reading; 

3. Get action; 

4, Lend realism by getting away 
from conventional business letters. 
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Opening gun in the campaign was a 
series of seven inexpensive government 
postcards, mailed out one each day (one 
for each product featured). Cards. in 
two colors. held continuity through use 
of the same cartoon head in each. “Mill 
Supplies 
printing that portion of message in a 


Division” was stressed by 


spot of color. 


Next step following last postcard, was a novel broadside. personalized by 


pri 


that the inquisitive reader. in pulling out inviting tab, was confronted with names 


of 





~* 


MR. WILLIAMS ~ 
YOU CAN AVOID 

| PRODUCTION TIE-UPS 
iF YOU... 














nluing recipient's name in india ink hand lettering. “Sleeve” was slotted so 


leading lines being promoted in the campaign. 
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Campaign got down to serious business then with direct 
mail letter attack. 
mailed, one each 












Seven illustrated, novelty letters were 
week weeks. Each letter sold 
just one product (always illustrated). Novelties attached 
won quick interest despite prevailing turmoil in customers’ 
offices. “Mill Supplies Division” 
| letter, and the full list of seven products featured in’ the 


for seven 


was prominent on each 


campaign was repeated in a box at lower left. 























Something to keep as a trinket, plus something to catch 
the eye with a clever tie-in headline was the value of these 
novelties which were attached to the seven successive letters. 
Lilliputian in size, they mailed easily with the letters, yet 
each had a character of its own, 
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Speeding Defense Plants 
Need Safety Equipment 


A discussion of sound sales arguments for you 
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to use in selling safety equipment, and a summary 


of the items and their proper applications. 


By E. J. TaNceRMAN, Technical Editor 


FORTY-FIVE BATTLESHIPS or six thou- 
sand bombers—that’s the toll last year 
of industry’s lost-time accidents! In 
round numbers, the cost was a billion 
and a half dollars. No wonder defense 
leaders are stressing the need for even 
greater attention to safety measures 
in industrial plants, for much greater 
use of safety devices! The only com- 
modity upon which nobody can put a 
priority is time. The only way to save 
it is to stop wasting it. 

There, in a nutshell, is the reason 
why your current market for safety 
devices and equipment should be 
greater than it has ever been. Indus- 
trial executives know that the stepped- 
up pace of all-out production always 
is accompanied by greater accident 
frequency. This results not only from 
faster working speeds, but also from 
longer working hours, and the adding 
of night shifts. Direct evidence of this 
fact are the latest statistics on deaths 
resulting from industrial accidents, 


which show a 10% increase to 17,000 


in 1940 over 1939. This corresponded 
with only a 6% rise in employees. 
and is a loss in wages, medical ex- 
pense and insurance of $650,000,000. 

When an industrial accident occurs, 
there is much more to it than meets 
the eye. There is the obvious loss of 
a man’s productive time, but beyond 
it is the cost of compensation for the 
injury and the lowering of morale 
among other workmen. Either cost 
alone can usually pay for adequate 
safety devices ten times over. 

Any 


shows corresponding increases in fre- 


increase in accident totals 
quency and severity. 1940 increases 


were 5% for frequency, 21% for 
severity, again reflecting the greater 
cost of accidents accompanying in- 
creased production. 

Subsequent paragraphs are devoted 
to an item-by-item discussion of the 
things you sell which may properly be 
classified as contributing to increas- 
ing safety. 


Protecting the Eyes 


Eye protection must be provided 
for every worker who requires it. 
Some companies enforce the use of 
eye protective devices by every em- 
ployee in the shop: others require 
their use only by employees actually 
working on hazardous jobs. 


Posters developed by the National Safety Council, for dis- 
play in industrial plants, each carry a dramatic safety message 
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The eye is a delicate organism one model equally satisfactory as 
which may be injured by numerous protection for the eyes, the one most 
things—flying objects, liquids, gases, resistant to the environment should 
fumes, dusts. light rays, and even air be suggested. 
currents, Remember that the simple goggle 

When everything which may affect protects only from blows directly 
the eye itself has been considered from the front. Suggest it for grind- 
some thought must be given to the ing, machine work and _ assembly 
effect of process on the equipment. where the worker's face isn’t too close 
Soft rubber is slowly deteriorated by to the job. Where blows may come 


heat and sweat: unprotected metals from the side-—for example, when : 
. . f 
are corroded by acid and alkali men work close together—suggest ai 


fumes; the interlaying plastic layer goggles with side screens or the cel- 
in laminated glass is softened by some _lulose-acetate transparent masks. If 


solvent vapors. If there is more than heat is a factor, be sure the goggle 


PROTECTIVE CLOTHING TO FIT SAFETY NEEDS 
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PANTS—KNEE PADS 
SLEEVE. WRIST & 
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SLOVES—MITTENS 
HAND PADS 
FINGER GUARDS 
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COMPOSITION 























Chrome Leather 
Fireproofed Duck 
Safety Shoe 
Non-Skid Sole 
Sewn Sole 
Wooden Sole 
Chrome Leather 
Rubber Insulated 
Congress Type 
Asbestos 

Chrome Leather 
Fireproofed Duck 
Fibre-Metal Alloys 
Asbestos 

Chrome Leather 
Rubber 
Rubberized Cotton 
Wool Lined Asbestos 
Metal Mesh 
Bakelite Composition 
Vulcanized Fibre 
Cotton or Wool 
Arbestos 


HAZARD 





Molten Metal 
Hot Materials 
Heat 
Hot 


























Moisture 
Acids 
Alkalies 


Corrosive Substences 


Falls 






Objects 


Particles 


Electric Shock 
Cuts 
Blows 
Punctures 


Dermatitis 


Moving Loeds 
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you supply can stand it. Colored 
lenses and opaque side shields make a 
goggle for furnace work and light 
spot welding. 

For heavy grinding. machining. 
riveting, chipping, die casting, work 
with molten metals, the heavy-duty 
cup goggle is essential. Certain 
models also protect against splashing 
chemicals—if the chemical is very 
strong. acidproof rubber hoods are 
required, and for fumes, an honest- 
to-Pete gas mask. And lastly are the 
heavy-duty acetylene-welder’s goggles 
and are-welders masks and _ shields 
which protect against light and heat 
rays as well as molten metal. Shade 
14 lenses (the strongest) cut out far 
over 99% of the infra-red, ultra- 
violet, and visible light rays. A cover 
glass protects the expensive colored 
lens against metal spatter. 

For furnace work. such as smelt- 
ing. heat treating and drop forging. 
and for general work in the vicinity 
of are welding. spectacle and cup 
goggles fitted with various shades of 
blue. green and brown lenses should 


be suggested. 





Fire Extinguisher Chart 


Soda- 
Types Foam (eid 
Chemical (Obtain — “ol. of Bicar- 


Charges from \lumi- 


honate of 
Manufacturer 


num Sul- Soda So- 


phate lution 
and Bi- and Sul- 
carbon- phuric 
ate of Acid 
Soda 
with 
Foam 
Agent 

Operating Method — Invert Invert 


Extinguishing Blanket- Cooling 


Effect ing and 
Quench- 
ing 

Protection from Yes Yes 

Freezing Required 

Use Wood, Yes Yes 


on Rubbish, 
Class Textiles, 


“A” ee. 

Fires 

Class Oils, Yes No 
“B”— Greases, 

Fires Paints 

Class Live Elec- No No 
ot a trical 


Fires Equipment 


Face shields of transparent plastic 
have come into extensive use during 


recent years. They are light in weight 


Two-hand control and flywheel guarding make this press safe to operate. Both ievers must 
be pressed simultaneously to make the ram descend, so the operator's hands must be clear 
of the punch. Interlocks make it impossible to fasten one lever down, and the device is 
positioned for operator comfort. An auxiliary portable foot pedal can be provided, simi- 
larly guarded, and short-stroke to reduce fatique. 
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Anti- Vapor. Car. Dry 





Freeze 14. Dioride Powder 
Special Carbon Carbon Bicar- 
Charges Tetra- Dioxide __ bonate of 

chloride Soda and 
with Im- Other 
portant Powders 
Compo- 
nents 
Invertor Pump. — Open Open 
Inv. & or Open Valve Valve 
Pump Valve ce 7 
Cooling Blanket- Blanket- Blanet- 
and ing ing ing & 
(uench- Sweep- 
ing = ing 
No No No No 
Yes No—but No—but No 


has some has some 
value on value on 


small small 
fires fires 
No y es Yes Yes 
Blanket- 
ing : ad 
No y es y es Yes 


and useful for many jobs where flying 
particles are not heavy or of high 
velocity, such as soldering, spot weld- 
ing, light wire work, and chemical 
laboratory work. 

The necessity for careful fitting of 
goggles must be kept in mind. No 
matter how efficient the equipment, it 
will never be satisfactory if it is not 
comfortable. Comfort in eye protec- 
tion is usually obtained by making 
adjustments on each piece of equip- 
ment to fit the wearer. 


Respirators 


In addition to the goggles and 
masks previously mentioned, respira- 
tors play an important part in pro- 
tecting against fumes, dusts and gases. 
They range from simple devices hola 
ing a gauze pad over only the mouth 
and nose to air-fed helmets for foun- 
dry sandblast men and rescue workers, 
and real gas masks for use in poison- 
ous atmospheres. 

Coming into increasing prominence 
in this category are exhausting 
devices for grinding wheels, spray 
booths, wood-working operations, and 
other work where dust and fumes are 

(Continued on page 112) 
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Morale 


Builder 


Allentown citizens last winter 
realized a dream of years... 
a community ice skating rink 
{pipe and other equipment by 
Lehigh Valley Supply). This sea- 
son it will help to maintain both 


civilian and military morale. 


FOR MANY YEARS whimsical Mothe: 
Nature disappointed the Allentown. 
Pa., ice skating enthusiasts. She 
failed year after year to provide 
natural ice, in long enough periods. 
for the community to get out and 
enjoy a healthy workout. The more 
venturesome ones, of course, dared 
thin, bumpy ice with a subsequent 
toll in accidents and drownings. It 
remained for a local ice plant with 
the help of the Lehigh Valley Supply 
Co. to provide the solution shown 
herewith. 

December Mr. 


the local ice company envisioned the 


Last Newhard of 


possibility of converting excess plant 


freezing capacity, available during 


A total of 560 brass valves, extra heavy 
couplings and unions were furnished. 


First try out of the Albeth Outdoor Skating Rink, built by an Allentown ice company with 
the assistance of Lehigh Valley Supply Co., proved its popularity. 


winter months, into a revenue produe- 
ing project—a community ice skat- 
ing rink. 

Putting his project before J. Walter 
Singmaster, president of Lehigh 
Valley Supply Co., the result was a 
finely engineered and nicely land- 
scaped ice rink, with comfortable rest 
room at one end, and an ice field of 


standard hockey size. 185 ft. long 
and 85 ft. wide. 
Besides assisting with the plans, 


Valley 


upon to furnish 47,500 feet of pipe, 


Lehigh Supply was called 
280 extra heavy return bends, 280 
extra heavy sockets, 560 extra heavy 
couplings and unions, together with 


560 brass globe and gate valves, plus 


all the other necessary items. Ticklish 
part of job was sealing the thousands 
of joints. This painstaking task was 
accomplished with only seven gallons 
of pipe joint cement. 

Mr. Singmaster in commenting on 
the job said, “An outdoor rink is 
quite a departure from standard prae- 
tice. Nevertheless, Lehigh Valley Sup- 
ply Co. was more than pleased to 
Albeth Outdoor 
Skating Rink installation because it 


cooperate on the 


has brought to Allentown the solution 
of a long desired want on the part of 
local skating enthusiasts. The venture 
tested out last winter has proved its 
value to the health and welfare of the 
community.” 


Sealing the thousands of joints on nearly ten miles of pipe was a painstaking job, requiring, 


however, 
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only seven gallons of pipe joint cement. 
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atching Sea Gulls 


In Jacksonville last month, the first three commissioned 


flyers to graduate from the U. S. Navy's great new. 


$25,000,000 Air Base signalized its completion in 


record time .. . with all distributors cooperating. 


Tue U.S. Navy’s big new Air Base in 
Jacksonville, Fla. last month commis- 
sioned its first samples—three compe- 
tent new Ensigns—of what will pres- 
ently become a steady 200-per-month 
output of the Navy's fighting sea 
gulls. Thus, what was little more than 
a dream 18 months ago is today prob- 
ably the world’s most up-to-date 
Naval Air Station, with a personnel 
of 10,000 spread over 3260 acres, and 
costing $25,000,000. For their pro- 
digious services in supplying mate- 
rials needed for this accomplishment, 
Jacksonville distributors share credit 
with Navy engineers and local con- 
tractors. 


The history of the Base is relatively 





In the huge Assembly and Repair Shop, where Navy planes are periodically overhauled, 


short. About three years ago the Navy 
surveyed the Southeastern coast for a 
Carribean patrol base. Eventually, 
Jacksonville was chosen (because it 
has only about four days of fog per 
vear, and favorable wind conditions). 
March, 


1910. When Congress provided money 


Construction was started in 
for the two-ocean navy, the Jackson- 
ville program mushroomed. As now 
in operation (and even this vast pro- 
gram is currently being expanded by 
a new $5,000,000 appropriation), the 
Base’s assignment includes: 

Training a lion’s share of the 
17,000 aviators needed for the Navy's 
two-ocean fleet. 

Extensive from 


patrol, hinging 


aviation mechanics require all kinds of machine shop supplies from local distributors. 
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Official Photographs U. 8. Navy 


Jacksonville, of the entire Caribbean 
Sea. 

Training of enlisted men as ground 
crews in a $3,000,000 trade school 
(capacity 3000 men). 

Repairing and rebuilding facilities 
for hundreds of planes (which are 
taken apart after a certain number of 


flying hours, examined, overhauled 
and re-assembled ) . 


Flying Cadets 


When the three new Ensigns who 
graduated last month started in Janu- 
ary of this year (it’s a seven months’ 
course), they were greeted with this 
warning: “Remember you are Naval 
officers as well as Naval aviators.” 
Hence, they spent six weeks learning 
the military ways of the Navy before 
they left the ground. Before becoming 
Second (the sign that 
they’re flying), they spent many a hot, 
sleepy hour on the 


Classmen 


rudiments of 
engines, aerodynamics, gunnery, navi- 
gation and radio, Like the other Fly- 
ing Cadets at Jacksonville, they were 
between the ages of 21 and 27, col- 
lege graduates, and practically perfect 
physically. When they received their 








UMI 








commissions, they were assigned to 
three years’ service with various units 


of the U. S. Navy. 
Ground Crews 


In the Trade Schools the Navy's 
cround crews are trained to be avia- 
tion mechanics, machinists, gunners 
and radio operators, each man being 
assigned a specialty when his _per- 
sonal aptitudes appear. All enlisted 
men, the students take a shorter, more 
intensive course than the Flying 
Cadets. Everybody works long hours 
at Jacksonville, from 8 in the morn- 
ing until 9 at night, Monday through 
Friday. On Saturdays the student 


body engages in inspection and drill. 


Purchasing 

All buying at the Supply Depart- 
ment of the Air Base is handled by 
the purchasing officer, Lieut. J. D. 
Hyerle, under the standard procedure 
promulgated by the Navy’s Bureau of 
Supplies and Accounts. Although a 
large portion of the needed supplies 


A crew of colored workers pouring concrete for a seaplane ramp. 
quantities of wheelbarrows, shovels, hose, pumps and pipe for the Jacksonville Air Base. The job went up in record time. 





What Distributors Sold To The Air Base 


Bench grinders, light drill presses, circular saw and jointers, 
air drills, air hammers, electric drills, hydraulic jacks, chain 
hoists, air compressors, spray guns, vises, electric screw 
drivers, calipers, dividers, files, snips, punches, wrenches, 
chisels, pliers, twist drills, spiral end mills, arbors, casters, 
pipe tools, welding equipment and rods, oil cans, anvils, 
casters, lathe tool holders and dogs, chucks, rules, gages. 


micrometers, expansion shields, star drills, pumps, suction 





and discharge hose, socket wrench sets, nuts and bolts. 








are purchased from local distributors 
because of the ready availability of 
their stocks, by no means all are 
bought that way. When manufactur- 
ers quote lower prices, and can meet 
delivery requirements, supplies may 
be purchased direct. And many sup- 
plies are drawn from the Navy's 
warehouses elsewhere. 

During construction of the base. 
greatest demand upon distributors 


was for contractors’ supplies—pneu- 
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matic tools, wheelbarrows. shovels, 
jacks, hoists, pipe, valves and fittings. 
As the project moved toward comple- 
tion, the demand broadened to in- 
clude all kinds of machine shop 
equipment and production items. 
With construction now virtually 
finished, distributors are looking to 
the Trade Schools and the shiny new 
Assembly and Repair Shop (covering 
four acres) as a source of continuing 


supply business. 





During this early phase of construction, distributors furnished great 
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SALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 
facts through digesting. Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where 


it originally appeared. 


Re-Tooling a Motor Plant 
for Machine Guns 


When General Motors’ master me- 
chanies and manufacturing engineers. 
who do not profess to be gun experts. 
were handed the job of making .30 
and 50 cal. machine guns on a mass- 
production basis, they sought technical 
assistance of the arsenals, gun plants 
like Colt, and the machine tool build- 
ers. That their plants (AC Spark 
Plug and GM’s Saginaw Steering Gear 
Division) began actual production ten 
months ahead of schedule is testimony 
to their intense devotion to a difficult 
assignment. How all the knotty ma- 
chining operations were set up is told 
in a 20-page illustrated article in the 





July 23 issue of American Machinist. 
The article is must reading for distrib- 
utor salesmen with customers who mav 
tackle the same job. 


Strange Psychology 
of Price Tags 


Through its stock control records, a 
New York city store has proved that 
$6.94 attracts many more purchasers 
than does $7.00; that $4.38 has much 
greater appeal than $4.35; and _ that 
hosiery can be sold much more read- 
ily at 65 cents than at 60 cents. 

Another store that had been selling 
men’s socks for 25 cents a pair, found 
that sales jumped immediately when 
they were offered at two pairs for 51 
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cents. Still another increased sales of 
women’s handbags by upping the price 
from 88 to 97 cents. The interesting 
thing about this is that odd prices are 
not necessarily cut prices——Boot and 
Shoe Recorder. 


Selling Problems in 
a War Economy 


Sales managers and salesmen can 
do a great deal to speed the defense 
program, for they are the contact be- 
tween the customers’ needs and_ the 
factory. That means we must all 
determine a_ selling policy and then 
do something about it. 

We must watch good will. We must 
render extra service. We must know 
our customers’ needs, and we must 
give calm advice. Complaints of cus- 
tomers must be handled, and_ the 
priority question carefully explained. 
This may mean a diversion of the 
salesman’s regular selling effort to 
more of a public relations job. 

We are confronted with the need 
for more, not less, effective selling. 
Today. as never before, the salesman 
represents his company, and the way 
he represents it determines the result 
the company achieves. 

Hold on to your old customers—it 
will be hard to win them back after 
this emergency is over. Keep your 
customers interested in buying. Keep 
control of your customers. Know 
where and when to give preference 
when you are in a tight spot, and 
make your customers feel that they 
are getting a break. 

See to it that your product gets the 
greatest possible use in the hands of 
your customer. There is still a great 
unused value in most products. Push 
the products which are available if you 
are short on other lines. Don’t go hog- 
wild on expenses. Don't be a calamity 
howler, but be realistic, resourceful 
and calm._-F. B. Heitkamp in Indus- 
trial Marketing, July. 


How to Become 
Sales Manager 


Where do sales managers come 
from? A recent poll of 109° sales 
managers disclosed the fact that two 
types of previous employment, selling 
and acting as assistant sales manager, 
provided 67.8 per cent of sales chiefs. 
None of the 109 came from the factory, 
the credit office or the trafhe depart- 
ment. and only five formerly fune- 
tioned as advertising managers. Hence 
the advice to young men ambitious to 
earn the sales manager's desk: Go out 
and sell (for even assistant sales man- 
agers were previously sal smen).—H. H. 


Vavna n Sales Management. 
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INDUSTRY'S LANGUAGE 


Increased production, product 


improvement, time and money sav- 
ings—these are the kind of terms the 
Osborn Brushing Analysis deals in 
and explains the enthusiastic recep- 
tion this service has received from 
industry. There’s nothing superficial 
about O.B.A. It’s a '*chirt- sleeved” 
analysis that gets down to cases in 
the search for new and improved 
brush applications—and the results 
to date speak for themselves. 


This exclusive Osborn service has 
already created a new interest and 
appreciation for brushes as modern 
production tools. It’s only the be- 
ginnin’ too, and as this service is 
extended to more and more indus- 
tries you're going to notice a decided 
change in your Osborn sales curve 
—and the direction will be up. The 
Osborn Manufacturing Company, 5401 
Hamilton Avenue, Cleveland, Ohio. 
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SALES MEETING in Print 


Some questions about compres- 


sion-type hydraulic packing. 


How much do you know about 
the subject? Can you answer 
18 out of 25 questions correctly? 
if so, you're doing very, very 


well. If not, you'll find answers 


on page 118. 
es 
1. What are the two main purposes 
served byglydraulic packing? 
Which type of application subjects 
the packing to wear? 
3. Which should give least trouble and 
last longest? 
1. What is the simplest form of pack- 
ing for a reciprocating or rotating 
element? 


9 
~ 


». To which of the classes of Question 
1 do packings for rotating elements 
such as pump shafts—belong? 
6. How do simple packings like those 
in Question 4 form a seal? 
How is wear compensated for with 
-uch packing? 


8. What are its two principal advan- 
tages? 

9. What is its major disadvantage? 
10. Is the operator an important factor 
in its proper operation? 

11. What are the variations in 
mercial packing sizes? 

12. Why is it important to know the 
answer to Question 11? 

13. When packing is placed around a 
plunger, how should the joint be 
made? 

14. Should the packing be cut a little 
large or a little small? 

15. When more than one layer or row 
of packing is used how should joints 
of successive layers be arranged? 

16. Should a single layer, or several 
layers, be inserted at once? 

17. How can you be sure each layer is 
properly seated? 

18. What is the cardinal rule in mov- 
ing or arranging packing in a stuff- 
ing box? 

19. When the gland is inserted. should 
it be pulled up tightly? 

20. What are the commonest materials 
for hydraulic packings? 

21. What are the commonest shapes? 
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“Miss Darling, run out to the stock room and find out how many vises the boys have.” 
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22. Are there other materials than those 
in Question 20? 

23. What is the maximum width for 
compression packing for pressures 
of 2500 lb. and above? 

24. How deep should the stuffing box 

be for best results? 

How deep should the gland be— 

in other words, how much “draw” 

should it have? 


bo 
vi 


Sam Supplier's Ratters 


Sam Supplier had five cats that were 
first-class ratters. If those five cats 
could catch five rats in five minutes, 
how many minutes would it take for a 
hundred cats like them to catch a hun- 
dred rats? Assume that they had 
ambition enough to keep at it—and you 
should have ambition enough to get the 
answer without pencil or paper in 40 
seconds. 

(If you’re a felinophobe or a roden- 
tophile, look for the answer on page 
119.) 


PASTE THIS IN YOUR HAT 


To find the circumference of a circle, 
multiply the diameter by 3.1416. 

To find the diameter of a circle, multi- 
ply the circumference by 0.31831. 

To find the area of a circle, multiply 
the square of the diameter by 0.7854. 

To find the surface of a ball (sphere), 
multiply the square of the diameter by 
3.1416. 

To find the side of a square equal in 
area to a given circle. multiply the 
diameter by 0.8862. 

Doubling the diameter of a pipe in- 
creases its capacity four times. 

The radius of a circle 6.283185 = 
the circumference. 

The square of the circumference of 
a circle 0.07958 = the area. 

Half the circumference of a circle 


half its diameter = the area. 


The circumference of a circle 
0.159155 = the radius. 

The square root of the area of a 
circle 0.56419 = the radius. 

The square root of the area of a 
circle 1.12838 the diameter. 


A gallon of water (U. S. standard) 
weighs 81% lb. and contains 231 cu. in. 
\ cubic foot of water contains 71 gal.. 
1728 cu. in., and weighs 621% lb. at a 
temperature of about 39 deg. F. These 
weights change slightly above and he- 
low this temperature. 














WHAT EVERY 
GAUGE GLASS 
SALESMAN 
SHOULD KNOW 


ABOUT 


WORKING PRESSURES 

















The best rule to follow in recommending a Pyrex or 


Corn1NG Gauge Glass for maximum working pressures 
is to consult the accompanying table but, sometimes, 
the question arises, “Why does the maximum pres- 
sure recommended decrease as the length of the 
tube increases)” 

Here is your explanation: 

Because both ends of the gauge glass are exposed to 


the boiler pressure, the force exerted on the ends 


Other Important Sales Features 


1. Resistance to heat and cold . . . Because of their low expan- 
sion coefficient, Pyrex Gauge Glasses resist temperature 
shocks that would instantly shatter ordinary glasses 


2. Chemical Stability ... Pyrex Gauge Glasses resist the cor- 
rosive action of steam and remain clear and unclouded over 
long periods. 


“ 


. Hardness .. . The hard, smooth surface resists abrasion and 


scratching and contributes to permanent visibility 


=- 


All tubing from which Pyrex and Corvxine 
Gauge Glasses are made is machine drawn to uniform accuracy 


. Odd Lengths . . . Orders for odd lengths can be easily cut 
from standard stock glasses carried by your supply house. 


fecuracy ... 


a 


- Complete Line . . . These Gauge Glasses include: Pyarx 
Broad Red Line, Pyrex Red Line, Pynex High Pressure 
Pyrex Heavy Wall and Cornsine Standard Gauge Glasses 


causes a tendency for the glass to “bow” under the 
endwise load. A short glass, being quite still, is not 
appreciably bent under normal pressures. The “bow” 
in a tube several feet in length, however, causes a 
stress which must be added to the normal stress result- 
ing from internal pressure. The longer tube, therefore, 
can only be used at lower pressures. The following 
table takes this column action, as it is called, into 
consideration. 


MAXIMUM RECOMMENDED WORKING 
PRESSURES FOR 


Tubular Gauge Glasses 
(Pounds per Square Inch) 








—“onw “PYREX"’ “PYREX” Heavy W 
Lengt! ( ORN- Broad Red Line, _— feta 
Inche ING Red Line and SS ee | 
Standard High Pressure 5 ‘ ! 
Up to 10 200 500 | 600 | 600 | 600 | 650 
11-20 200 420 600 | 600 | 600 | 650 
21-30 200 340 | 600 | 600 | 600 | 650 
31-40 180 290 
41-50 160 220 
51-60 130 180 
61-70 100 140 





**Pynex”’ is a registered trade-mark and indicales manufacture by Corning Glass Works. 


1 
(SORNING 


¥ Glass Works 
A Corning, New York 
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Trend of SUPPLY SALES 
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Orders | Orders 





Sales | per Volume | Size of per 

Area Indi- | Sales- per Average| Work- 
cator man | Salesman | Order ing 
per Day Day 


North June | 287.0' 22 | $14,900 | $31.30| 134 
Ailantic May | 306.0| 17 | $14,700 $31.40! 110 


Southern June | 213.0| 23 | $14,450 $24.90 | 119 
May 2180. 17 | $14,500 | $32.90! 104 


Middle June 266.0 27 $14,550 $28.30; 180 
West May 245.0 23 $14,950 | $27.10 157 





Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. Dec. 








Western June 288.0| 16 | $7,930 | $36.70| 95 
May 229.0| 12 | $8,530 | $36.00, 81 





With defense plants providing between 50 and 75 per cent 
of distributor sales in most sections of the country, the Sales 
Indicator again moved forward to a new high (251 in June. Pacific June | 227.0 * $9,730 | $26.90 105 
as compared with 248 in May). Greatest gains appeared in May | 240.0 13 | $10,100 $29.90 * 
the Middle West and Western states. Volume per salesman 
(see page 54) also increased, from $13,950 in May to $14.- 
150 in June. 





*% Omitted because of insufficient data. 
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es eo e YEAR AFTER YEAR, 


constant improvement of Morse 
Drills has more than kept pace 
with the constant increase of 
production-machine capacities. 
As always, “‘There IS A Difference.” 


TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U.S.A. 
NEW YORK STORE: 130 LAFAYETTE ST. = = = = CHICAGO STORE: 570 WEST RANDOLPH ST. 
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KEEPING UP with Business 


Army Awards Revealed 
To Senate Committee 


Geographical distribution of prime 
contracts awarded by the Army for the 
May 31, as revealed by 
Undersecretary of War robert P. Pat- 


terson before the Truman committee of 


year ending 


the Senate, shows close relationship be- 
tween Army awards and the distribution 
of manufacturing industry i: normal 
times, 

The following table gives the regional 
distribution of manufactured products. 
according to the Census of Manufac- 
tures for 1939 (Col. 1) and prime con- 
tracts of $10.000 and up awarded by 
the Army in the year ending May 31 
(Col. 2). 


Percent Value Per cent Value 
Of Manufactured Of Army Prime 


Region Products (1939 Contracts 
New England 8.6 5.9 
Middle Atlan’ i« a] 23.9 
Fast North Central wR 85 
West North Central 6.8 +4 
South Atlantic oF) TURD 
Fast South Central to 14 
West South Central hoo : 
Mountain 1.5 ‘ 
Pacific 6.6 13.7 
Total 100.0 100.00 


The unusually large portion of con- 
tracts going to Pacific states is explained 
by the presence of large aircraft fac- 
tories there. 


U. S. Aircraft Engines Now 
Definitely Superior 


In contrast to the last war. aircraft 


engines now being produced in_ the 


United States are far superior to any 
being made in Europe, according to an 
article on engine development in the 
August issue of Aviation, by C. Fayette 
Taylor, professor of automotive engi- 
neering at Massachusetts Institute of 
Tee hnology. 

During the last war. he reminds us. 
our engines were definitely inferior to 
those being made in Europe. Now we 
have 2.000 hp. air-cooled engines in 
production and are experimenting with 
even greater horsepower. Best German 


air-cooled engines are about 1300 hp. 


Biggest Defense Problem 
Is Material Shortages 


Shortage of materials promises to be 
the biggest limiting factor in production 
of armament in metal-working plants. 
reports Burnham Finney in the July 23 
issue of American Machinist. Output of 
munitions of all kinds is steadily increas- 
ing. In many essential defense items. 


54 


mass production has already been at- 


tained. with the prospect ahead that the 
volume will be substantially expanded 
over the remainder of this year. 

farmed out 
puzzles Washington. and no two officials 
Most 


favored way appears to be to put such 


How to get more work 
seem to offer the same solution. 
a heavy load on the prime contractor 


he will be 
compelled to subcontract more work. 


that. to meet delivery dates. 


New Construction a Factor 
In Rising Business Index ¢ 

The Business Week Index pyshed up 
more than a point the week of July 26 
to the 160 level. But the advance was 
not exactly broad-beamed. Construction 
accounted for the major part of it. And 
this is highly suggestive of the phase 
business is passing through. Govern- 
ment awards accounted for most of it. 





147.4 
105,635 


Business Activity 
Automobile production 


ui alelUE-t° late f-meh am elelile ia 


. 


- 7 


1940 





ACTIVITY FIGURES 


(As of July 26, 1941) 


Volume per salesmen in the industrial distribution industry rose for the 
ninth consecutive month in June (to $14,150 from $13.950 in May). 
This follows the trend of the industry's Sales Indicator curve (page 52). 
The number of orders per salesman per day also increased (bottom chart 
on this page), from 18 in May to 20 in June. 


VOLUME PER SALESMAN 
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1940 





Volume per salesman in June—$14,150 


ORDERS PER SALESMAN PER DAY 


o CVE ‘ ME is ee A PUES hold 
JFMAMJJASQNOJFMAMJJASOND 





Orders per salesman per day in June—20 


Steel activity 
Carloadings 


97.9 
899,370 


sideindlenilnl 
1941 


1941 
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CONFIDENTIALLY 


MR. INDUSTRIAL DISTRIBUTOR SALESMAN 


Did you sell a minimum of $1600.23 worth of Lyon 
Shop Equipment in July? If not, you are missing one of 


the big opportunities of the present defense period 


LYON METAL PRODUCTS, INCORPORATED 
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TEN YEARS AGO IN MILL SUPPLIES 

















By MEANS OF SPECIALIZATION, RICHMOND'S SMITH— 
COURTNEY COMPANYS 1930 SALES VOLUME ,ON 8 OF 
10 FEATURED LINES, EQUALLED OR TOPPE D% THAT OF 
THE RECORD YEAR 1929! A.B.SMITH SECRETARY AND 
SALES DIRECTOR, TOLD WHY IN AN INTERESTING ARTICE. 


Aiccoroina TO WJ. 
CAVANAUGH, PURCHASING 
AGENT, AMERICAN PULLEY 
CO., PHILADELPHIA, THE 
ALESMAN WHO GETS AN 
IN IS THE ONE WHO CAN 
GO INTO THE SHOP WITH 
His CUSTOMER,SEE WHAT 
is NEEDED , AND HELP THE 
PURCHASING AGENT BUY 


WISELY AND WELL eee... FRM IN THE BELIEF THAT AN EXECUTIVE LOSES 
NOT ONE WHIT OF DIGNITY BY ACTIVELY CONDUCT 
ING HIS BUSINESS, C.E.HANSSEN, PRESIDENT, 
LOUIS HANSSEN‘S SONS OF DAVENPORT, FOLLOWED 
APOLICY OF WORKING IN EACH DEPARTMENT DOING 
EVERYTHING FROM WRITING ADS TO SELLING AND 
ARRANGING STOCK, 


“Neve Himsa 


As A REWARD FOR NOT HAVING A SINGLE LOSE 
TIME ACCIOENT INSIX MONTHS,THEBLACK AND 
DECKER MG, CO-,; TOWSON, MD.,WAS AWARDED A — IY 
BRONZE TROPHY BY THE BALTIMORE SAFETY COUNCIL. Z 


: a 

Se 7 ee WR BZA ALTHOUGH JOSEPH H. MARSHALL AND G.F.NEWELL 

TJOP-NOTCH QUALITY 1S DEMAND- "A WERE WIPED OUT IN 1906 BYTHE FRISCO FIRE AND 
ED BYSHIP OPERATORS INTHE EARTHQUAKE AFTER ONLY TWO MONTHS IN Bust— 
MARINE SUPPLIES THEY GUY. NESS,THEY TOOK OVER ASHED,GOTA SMALLSTOCK ON 
THE ARTICLE HOW TOSELLTHE CREDIT, AND PROCEEDED TO LAYTHE FOUNDATION 
MARINE INDUSTRY “TOLD HOW OF TODAYS MARSHALL—NEWELL SUPPLY CO... 


TO GET THIS BUSINESS e®er2eee t < 
DULUTH S W.P, AND R.S.MARSCO.WERE ADVERTISING farts many | 
THEIR BUSINESS BY MEANS OF LARGE BILLBOARDS |! ew 
ALONG MAIN ARTERIES LEADING TO THE CITY. @@% , 


= 
OT 
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E tool is but an extension of the 
hand,” say the philosophers. It can 
accomplish the things for which it was 
designed only through power and gui- 
dance supplied by the hand. The logic 
applies most aptly to files. Here are 
some hints on making files more effi- 
cient—more obedient to your command: 


Use the correct file for the job. You 
wouldn’t drive a spike with a tack ham- 
mer, shave with a bowie-knife, or cut 
cloth with sheep-shears. The good me- 
chanic is equally exacting. For metals 
which are soft, yet ductile and tough— 
like brass and copper—he uses a Brass 
File, whose specially designed double- 
cut teeth remove these metals rapidly 
and with a minimum of clogging. 


For rapid filing of aluminum, which is 
still softer, he uses a Type A Aluminum 
File—a file with a coarse, deep upcut and 
a fine, light overcut which removes metal 
rapidly and also 
prevents ‘‘chan- 
neling,’’ ‘‘clog- 
ging” and ‘“‘chat- 
tering.”” For lead, 
which is extra soft, 
he uses a Lead 
Float File. Lathe 
filing, with its spe- 
cial technique, 
calls for a Long Angle Lathe File. The 
long angle permits the file to cut very 
rapidly without clogging and to leave 
an extremely smooth finish. 


For keyways, slots and for narrow 
work and sharp angles he selects Pillar, 


Square, Three-square or Warding Files; 
Knife Files for extra-narrow places. For 
the infinite angles, curves, holes and slots 
encountered in model and die making, or 
for fine-instrument assembling and re- 
pairing, there is a multiplicity of shapes, 
sizes and cuts in small “precision’’ files 
commonly known 

as ‘‘Swiss Pat- 

tern.” And so on. 

. . « There are, in 

fact, more than 

3000 kinds, cuts 

and sizes of files 

in the Nicholson 

and Black Dia- 

mond lines—each Fig. 2 
having a special advantage over the 
others for a given job or purpose. “‘Know 
your files and get ahead,”’ is good advice! 


Keep the file cutting. One of the easiest 
ways to ruin a file is to use too much pres- 
sure—or too little—in the stroke. Dif- 
ferent materials, of course, require differ- 
ent touches; but, in general, just enough 
pressure should be applied to keep the 
file cutting at all times. If allowed to 
slide over the work, the teeth of the file 
rapidly become dull; and if they are 
“overloaded”’ by too much pressure, they 
are likely to chip or clog. 


Place work at proper height for filing. 
Most work to be filed is held in a vise. 
For general filing, the vise should be 
about elbow height. If a great deal of 
heavy filing is to be done, it is well to 
have the work lower. If the work is of 
a fine and delicate nature, it should be 


LONG ANGLE LATHE FILE 
Here is one of the many kinds of special- 
purpose files designed by Nicholson toward 
more efficient filing on specific types of work 
and materials. Long angle (of teeth) affords 
fast cutting and self-clearing; requires less 
pressure, and virtually eliminates pinning 
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raised near to the worker’s eye level. 
For work which is apt to become dam- 
aged by pressure when held in a vise, it 
is well to provide a pair of “protectors”’ 
—blocks of zinc, copper, or other fairly 
soft metal for placing between the jaws 
and the work to be held (see Fig. 1). 


Take care of your files. A file’s life is 
greatly shortened by improper care as 
well as by improper use. Files should 
never be thrown into a drawer or tool 
box containing other tools or objects. 
They should never be laid on top of or 
stacked against each other. Such treat- 
ment ruins their keen cutting edges. 
Keep them separated—either standing 
with their tangs in a row of holes or 
hung on a rack by their handles (see 
Fig. 2). Keep them in a dry place so 
rust will not corrode their teeth points. 


It is also of 
great importance 
to keep files clean 
of filings or 
‘‘chips,’’ which 
often collect be- 
tween the teeth 
during use. After 
every few strokes 
the good mechanic Fig. 3 
taps the end of the file on the bench to 
loosen these “‘chips.’’ And he always has 
on hand a File Card or Brush. The cut- 
ting edges of the file should be brushed 
frequently (see Fig. 3)— and always before 
putting the file away. 


NICHOLSON FILE CO., Providence, R.1., U.S.A. 
(Also Canadian Plant, Port Hope, Ont.) 


TIN PE RNINS ere AU ie? 


up and scratching. Safe (uncut) edges pro- 
tect shoulders and the dog. Can also be used 
for bench filing of many materials — such 
as aluminum and compositions of brass and 
bronze. Available through mill-supply houses 
in either Nicholson or Black Diamond brand. 
Send for FREE TECHNICAL BULLETIN. 





WE’RE SUPPLYING 


CLEARED 


for industry’s speed-up 


Io Mistel ¢-Muslela-Milaltiil-tMe olaelel ae Mol t(-1amniil-Mile); ako) mmole] amaeh 7 
materials of every description must be free from interruptions. 
Tie-ups are taboo. Helping to prevent them is HEWITT’'s job 
—it has been for 82 years. By providing “cleared channels — 
olata-o2elam ol-tit Mi ol-1i(-ame] ol MoM All ticlileMiil-Mclileld «iol Mololger 
sion, heat, acids,,impact and weather, HEWITT engineers- 
Tobit) o)ol-1ammola-Mmollollale MMuilolalelel uals mmo Mmislollaliolla Mm slaeleltlatloys 
peaks in every important industry. Why not hand them your 
problem? See your HEWITT distributor—listed in Classified 
Telephone Directories under “Rubber Goods’ or ‘Belting’. 


Hewitt Rubber Corporation, Buffalo, New York. 


HOSE - CONVEYOR AND TRANSMISSION BELTS - PACKING 
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Stolen Goods Warning 
For Supply Men 


Recent thefts of merchandise from 
distributors’ stock rooms indicate the 
value that is placed on industrial sup- 
ply materials which are in unusually 
high demand because of their use in the 
defense program. 

Instances of robbery and larceny are 
reported weekly or oftener by distrib- 
utors. A current case is reported by a 
distributor in Boston who writes, “It is 
evident from the type of material stolen 
that the thieves were thoroughly con- 
versant with our lines of business. They 
did not steal a broken package or any 
package which was marked. They took 
only one brand of goods of a kind and 
were skillful in avoiding any undesira- 
ble or unsalable sizes.” 

It is suggested that distributors use 
care in purchasing merchandise out of 
the usual channels, and make investiga- 
tions if goods are offered for sale by 
strangers. A listing of some items taken 
from the Boston distributor is given 
here to help other distributors be alert 
for this merchandise if it is offered: 

Stolen were Morse high speed drills 
up to 14-in.; Morse taper shank drills 
up to %x-in.; Jacobs chucks up to -in.; 
Nicholson files up to 8-in.: Nicholson 
swiss pattern files; 4 Starrett microme- 
ters—575A,. B. C and D:; Star “moly” 
hand hacksaw blades; Morse high speed 
drills and countersinks. 
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ARMOR PLANT 
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Dedication of a new armor plate plant, built by the U. S. Quartermaster and Ordnance 
Departments for operation on a lease basis by Henry Disston & Sons, was attended by some 
3000 employees and army officials. Above, a large bay of the new building. 


Towner and Casanave 
Issue New Catalogs 


Early this summer two distributors in 
widely separated areas brought out in- 
teresting and timely catalogs to help 
their customers in requisitioning pro- 
duction and maintenance supplies. Both 
catalogs were compiled with the assist- 
ance of R. R. Donnelly & Sons Co. 

Towner Hardware Co., Muskegon. 
Mich., issued its first catalog, “The 
Towner Red Book.” to commemorate its 
59th year in business. Towner Hard- 
ware carries one of the largest steel 
stocks in the territory and this was 
featured along with their diversified line 
of tools and industrial supplies in the 
new 124-page hook. 

Casanave Supply Co.. Philadelphia, is 
proud of possessing one of the newest 
silent salesmen in that’ territory. It 


contains a comprehensive showing of 
their lines of mill, mine and factory sup- 
plies, contractors’ equipment, carpen- 
ters’ and machinists’ tools, automotive 
equipment and supplies. 

Like the Towner catalog, the Casa- 
nave book is being distributed at an 
unusually opportune time and proving 
very helpful to the men requisitioning 
and purchasing supplies for the various 
defense jobs. 


Dick Barr, Jr. Joins 
Reilly Bros. & Raub 


R. H. Barr, Jr.. is now connected with 
the mill supply department of Reilly 
Bros. & Raub, Lancaster (Pa.) distrib- 
utor, following in the footsteps of his 
father, R. H. Barr. Sr. who is manager 
of the department. 


Methods of securing customer cooperation under the Defense Supplies Rating Plan were discussed by the sales staff of Chase, Parker 
& Co., Boston distributor, on July 16. The affair was in charge of Perley Chase, president, and Stanley Sheldon, sales manager, with 
John Welch, Editor of Mill Supplies, as discussion leader. 
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SELL R/M PACKING SERVICE 


-) 


To Defense-Clogged Industry 











RAYBESTOS-MANHATTAN, INC. 





You'll find the production men who are struggling with 
defense orders familiar with R/M packings. You'll find 
them calling more and more regularly for this complete, 
condensed line of power and water and steam controllers. 
For where men are fighting to keep production above 
capacity, they know that repacking is required less fre- 
quently when R/M is used. They know they can get 
delivery on a line with few numbers. They've learned that 
R/M offers one—and only one—right packing for their 
particular job, and that it works, and lasts, and lets them 
turn out goods at peak efficiency. 


Sell this service. Stock R/M packings. Own the R/M cata- 
log, and offer copies to your industrial customers and 
prospects. 


It's a real set-up, designed for resale, 
built and planned to show you profit 
and to keep it coming in. Let R/M 
crack whips for you. 


Write for your copy of this complete, condensed 
cross-indexed catalog of a complete line in a few 
numbers. Copies are free to you. 


INDUSTRIAL SALES. DIVISION Ri 
_ 


Makers of Packings for Every Industrial Use 


BRIDGEPORT, CONN MANHEIM, PA NORTH CHARLESTON, S. C PASSAIC, N. J 
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NEW LINES 


taken on by 
Distributors 


Bricut & Co., Reapine, Pa., has added 
Pyrene fire extinguishers, R. & R. 
plastic hammers, Link-Belt stokers 
(both domestic and industrial), Lyon 
Metal Products shop furniture, and 
Velvetouch bi-metallic friction mate- 
rials of the S. K, Wellman Co. 


Reitty Bros. & Raus, LANCASTER, PaA., 
has become distributor for Safe-Line 
wire rope clamps. 


Brown ENGINEERING Co., READING, Pa., 
is now distributor for the Butterfield 
Division of Union Twist Drill Co. 


Bunt Sons Co., Derrorr, has added 
Goodyear mechanical rubber goods 
and General Electric lighting. 


Harpware & Suppiy Co., Akron, Onto, 
recently took on Keystone oils and 
greases, American Swiss Pattern files, 
Bond gears and speed reducers, and 
Standard Shop Equipment cad bolts 
and accessories. 


INreRSTATE Macuinery & Suppty Co., 
Omana, has become distributor for 
Ingersoll-Rand air compressors, 
pumps and pneumatic tools, and for 
Blackmer pumps. 


CentRAL Suppty Co., MINNEAPOLIS, 
W. A. Case & Son, BuFFALO, AND 
Dospyns-TayLor Harpware_ Co., 
Kinesport, TENN., have become dis- 
tributors for Hancock valves. 


Keystoners Elect 
New Officers 


The Keystoners Club, an organiza- 
tion of industrial supply and_hard- 
ware men in Philadelphia, has elected 
M. G. Hayden, president; Carl Meister, 
vice president; and A. R. Crank, 
secretary. for the coming year. 


Joins York Machinery 


Lewis E. Lear has joined the sales 
staff of the York Machinery & Supply 
Co., York, Pa. He will cover the Har- 
risburg territory. 











47, Want 50% higher helt sales 
_, with no added saventory 2 


Here’s the answer: 


1. Sell the complete Gilmer line of belt specialties 
sna ae addition Gilmer y-Belts and Kable Kord Flat 
Belting-¥ ou needn't stock these specialties ~e yet you'll 
make sales you're now missing: 

2. Enlist the help of Gilmer Engineers in solving 
your eustomers transmission problem® and in clinching 
important sales- 


Call your Gilmer Represe 


for more information 


These Gi 
ilmer V-Belts operate an oil 
oil pump 


« with high i 
efficiency because their 
normal- 


ized cord co 
~ nstructi 
and slippa ion assures mini 
ge. $ minimum str 
etch 


This 15” 
“age endle P 
« elimin pe Gilmer 
aaanten an idler, vvahonce Kord 
# sh eed stron center 
ontactor- 


belt princi 
ciple—one belt for grip, o 3 Light 
, one for pull. , sturdy, fast and flexibl 
le, this 


. Gilm 
er RHO Endless Belt is oil and h 
eat 


resistant, | 

, lasts lon . 

an gerin 

d seldom needs oo pulley service 


GILMER BEL 


Plant Application Belt Recommended 


5 Where endless V-Belts ore impracticol be- Gilmer Stream- 
. cause of obstructions. liner v-Belting 


i) a precinonarvesoabon tong ie GILMER-HEVALOID 
. small pulley diameters; "° vibration, long life. Endless Belts 


1 General fat pulley service where low first Gilmer Standard 
. cost is main consideration. Cut Edge Belting 


Round belt drives—mule, serpentine, quarter- Gilmer Round 
eturn spindle, cross-drive—O" small machinery- Endless Belts 


uy Special fabric belts, for special fiat drives Gilmercotton Web 
and light conveyor applications. and Duck Belts = 
ilmer Speed 
Besides, Gilmer sp izesi pecificindus- oe One, run pe ll sag Belts, like 
has Planer, Spinner, Cone, i Stemming-Mo- lap © 5 os 10,000 f.p ong at such high 
Sander Belts. Oi! resistant construction i r splice to eaves —— over. No 
belts. The Gilmer Engineering Department rm, 





SAFETY 
RECORD 
DOES 
Wenderfut 


SALES 





THE Genuine 


CROSBY 
WIRE ROPE CLIP 


With Its 58-Year Safety Record 


Is The PERFECT ANSWER 
For FASTENING WIRE ROPE 


You'll have the answer every time there 
is a need for fastening rope — you'll 
find the Genuine CROSBY CLIP right in 


there “Pitching for you” — making 
friends — increasing your list of cus- 
tomers — making money for you. Its 


58-year SAFETY RECORD — backed by 
nation-wide advertising — makes sales 
come easier. If you don’t know all about 
its prestige and ability to boost your 
volume, why not get fully acquainted 
with the Genuine CROSBY CLIP? See 
why so many distributors keep fatten- 
ing their wire rope Clip Sales with the 
most famous and most widely advertised 
Wire Rope Clip — the one and only 
Genuine CROSBY. See why users find 
that this safest clip is the cheapest 
clip in the long run of service. 

Write today for information and a copy 

of our book, WITH AN EYE TO SAFETY. 


AMERICAN HOIST 
eS 


cuicaco ST. PAUL, MINN. wew yorx 





Disston Opens Armor Plate 
Plant, New Boiler House 


Henry Disston & Sons. Inc., recently 
celebrated a double plant extension in 
the interests of national defense—open- 
ing of a new armor plate plant and a 
at the firm’s Tacony. 
Philadelphia. plant. 


new boiler house 


new $675.000 
a power addition to the 
Disston plant which will augment the 
firm's production of saws and tools 
was laid. Following this ceremony the 
new U.S.A. Philadelphia armor plate 
plant was dedicated. This plant. ground 
for which was broken October 1940, 
was built and equipped by the Quarter- 
master and Ordnance Departments of 
the U. S. Army with the Disston firm 
acting as consulting engineers. 


The cornerstone of the 
boiler house 


The Disston company. which has been 
an authority on the production of light 
armor plate since the time of the first 
World War, will operate the new armor 
plate plant on a lease basis. This addi- 
tion to the company’s facilities will 
practically triple the firm’s capacity for 
fabricating and heat armot 
plate which involves casting alloy steel 


treating 


ingots, rolling them into plates, cutting 
and machining these plates to fit the 
purpose for which each plate is in- 
tended, and finally heat treating and 
straightening the plates to develop the 
bullet resisting qualities essential to the 
finished product. 

The company shut down its plant at 
2.45 p.m. the day of the celebration so 
that its 3,400 employees could witness 
both events. Wm. D. Disston, vice-presi- 
dent. acted as chairman of the cere- 
monies. The cornerstone at the new 
boiler house was laid by S. Horace Diss- 
ton. president. followed by selections 
by the Philadelphia Police Band. At 
3:30 p.m. the employees paraded to the 
new armor plate 

When Mr. S. Horace Disston gave his 
opening address, he made a 
award of 40. 30 and 20-year 
At the 
there are nine active employees owning 
pins and 54 


plant. 


symbolic 
service 
pins to employees. present time 


60-year owning 30-year 
pins. New pins were awarded during the 
past month to 125 with 40-year 
service records; 190 workers received 
30-year pins; 
given pins in the 

Lt. Col. D. N. executive 
officer of the Philadelphia ordnance dis- 
trict, and Brig. General C. T. 
Jr.. assistant chief of ordnance 
(Army. 


men 


and 350 employees were 
20-year bracket. 
Hauseman. 


Harris. 
of the 
beth made addresses. Richard T. 
Nalle, vice-president in charge of Pro- 
duction. gave a brief talk summarizing 
Disston’s activity in the production of 
armor plate since the first World War. 
The principal speaker of the day was 
:. Jared Ingersoll. Chief of the Phila- 
delphia ordnance district. 
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Van Dorn Gives You 
EVERYTHING FOR PoweR DRIVER SALES 





Van Dorn scores again with the 
first Electric Power Driver Hand- 
book! Designed to help custom- 
ers lick power assembly problermns 
—to build more sales for you! 
Describes wide application of 
Van Dorn Screw Drivers, Nut 
Runners and Tappers, their con- 
struction and operation. Shows 
famous Van Dorn features to fit 
every job. Get your copy today. 
You'll get all the Power Driver 
answers—and your share of the 
sales these fast tools create ! 











THE 





“RED-HEADED” 
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No matter what problems cus- 
tomers have—Van Dorn builds 
the exact model and type Electric 
Screw Driver or Nut Runner to 
solve them! Your 21 Van Dorn 
models have a range from a No. 2 
screw up to a 1” nut. Van Dorn’s 
new ‘‘Screw Driver Handbook,’’ 
backed by Van Dorn’s complete 
line of Power Drivers, is bound 
to jump your sales. Just make 
the demonstrations! Van Dorn 
Electric Tools, 717 Joppa Road, 
Towson, Maryland. 


(DIV. OF BLACK & DECKER mFG. CO. ) 


PORTABLE ELECTRIC TOOLS 
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Your market for American PLUS Phillips Screw 
sales will be widened by new advertising campaign 
featuring other uses besides aircraft assembly 





It’s no news that the aircraft industry is using 
millions of American PLUS Phillips Screws ... to 
speed up assembly. 


It may be news to some people that our produc- 
tion is mot entirely consumed by the aircraft industries. 


Other manufacturers — of refrigerators, bicycles, 
fluorescent lighting, davenports, metal partitioning, 
electric razors—a thousand products notat all associ- 
ated with defense manufacturing—are using American 
PLUS Phillips Screws... to save time, to lower costs, 
to improve fastening, to improve appearance. 

More manufacturers will use them — and they'll 
be the type of manufacturers whose business will 
stay with you. 

To help you locate these manufacturers — have 
us tailor-make for you a “Market-Finder.” It’s part of 
our “Plan to Multiply the PLUS.” Write: Sales Pro- 
motion Dept., American Screw Co., Providence, R. I. 


Umewias Sirtu litiyfrili, 


WwooD Screws 





MACHINE SCREWS SHEET METAL SCREWS STOVE BOLTS 





* PROVIDENCE, R. I. DETROIT, MICH. CHICAGO, ILL. oe 


U. S. Patents on Product and Methods Nos. 2,046,343; 2,046,837; 2,046,839; 2,046,840; 2,082,085; 2,084,078; 
2,084,079; 2,090,338. Other Domestic and Foreign Patents Allowed and Pending. 
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Head of Faultiess Caster 
Dies in 90th Year 


B. H. Noelting 


Bernhardt H. Noelting, founder 
and president of the Faultless Caster 
Co. in Evansville, Ind., died on June 
28 at his home in Evansville. He would 
have been 90 years old on Sept. 11. 

It was in the 1880's, while he was 
working in a Nebraska hardware store, 
that Mr. Noelting first developed a 
special interest in casters. During 
this time be obtained a number of 
patents which led him to start a caster 
manufacturing business in 1890, in 
Nebraska City. When the business 
grew to the point where more factory 
space was needed, he elected to move 
to Evansville. 

With the assistance of four sons, 
William, Elmer, Walter and Clarence. 
Mr. Noelting developed the firm to 
one of the largest caster manufactur- 
ers in the country, making more than 
7,000 styles, sizes and finishes. 

Mr. Noelting had been a member 
of the Rotary Club since 1916, and 
was active in the St. Mark’s church, 
the Mississippi Valley Improvement 
Association, and other civic affairs. 
He is survived by his wife. four sons 


(all connected with the firm), and 
five grandchildren. 
Buh! Promotes Two to 
Outside Selling 
Don Karrow and Bill Gould, for- 


merly in the office of Buhl Sons Co., 
Detroit, have been advanced to out- 
side selling, according to Wm. Bridges, 
industrial sales manager. The men 
have both been assigned to territories 
in the city. Mr. Bridges also an- 
nounces the appointment of H. P. 
Smith to the sales force. 
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Theres a MARKET for this 
Delta Cut-Off Machine 


...Wherever these 
Materials are Cut 


The Delta Abrasive Cut-Off Machine will cut 
—accurately and fast—such material as steel, 
cast iron, monel metal, bakelite and all plastic 
materials, pipe, wire rope, stellite, tool steel, 
manganese steel, etc. Fibrous material such as 
brake linings—tile, brick, carbon, porcelain, 
with this slate, hard rubber, concrete coping, sand cores 
NEW Delta Abrasive —all of these are quickly and accurately cut to 
Cut- off Machine exact lengths on this new Abrasive Cut-Off 









Machine. 


No Shop Too Large or Too Small 
for This New Tool 


Practically every kind and type of production 

ial shop can use this new tool to cut costs—in- 

Cuts reatically =. Mater! crease production, It can be used for hundreds 

. “tovelne ond of operations now performed on costlier ma- 

: chines or done by hand with the resultant 
“aa high cost, 


this type 


#1 Machine » 


Manufacturers of Venetian blinds substitute a 
saw blade for the abrasive wheel and cut off the 
blind strips accurately, smooth and fast. Com- 
panies who install or manufacture plate glass 
window trim, or who manufacture show cases, 
cut and miter the metal mouldings on _ this 
machine—operation is fast, results perfect. It 
is ideal for cutting wire rope and similar mate- 
rials which are difficult to cut by any other 
means. 


Mil LWA AU LG = E | er RAEN One manufacturer has almost paid for this 
a machine by an increase in his scrap metal 
salvage. Previously he sold his old high-speed 
drills at the serap price of the carbon-steel 
shank. He now cuts the shanks from drills 
and sells the high-priced, high-speed drill tips 
at a higher price. There is no end to the ap- 
plications of this Abrasive Cut-Off Machine. 

Above is a reduced reproduction of the full page advertisement featur- { taally ten tale ¢ seself , * 
ing the Delta Abrasive Cut-Off Machine that is now appearing in a t actually ere ates jobs for itse reg Saving time 

wide list of trade papers. and dollars in the plant where it is used. 


Featured in DELTA Trade Paper Advertising 


In the current issues of 19 national trade papers we are 
featuring the Delta Abrasive Cut-Off Machine in attrae- 
tive full page advertisements. Thousands of plant execu- 
tives, purchasing agents, shop foremen—the men who 
buy machines in your territory—are seeing and reading 
this forceful, hard-hitting selling copy. Cash in on the 
interest created by this advertising. Go after the pros- 
pects in your territory who need this Cut-Off Machine! 


The Delta M | LW AU KEE 


Manufacturing Company \/ 


637-H E. Vienna Ave. Milwaukee 
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GIVE YOUR CUSTOMERS 
SUPERIOR QUALITY... 


UPSON- 
WALTON 


. . - TACKLE BLOCKS 






Every industry uses 
tackle blocks, so be 
sure you provide 
the best... UPSON- 
WALTON. In wood 
or steel shell types 
up to 6 sheaves. 
there’s a size for 
every customer 
need. They come 
with standard 
hooks, shackles, 
swivel hooks, and 
many other special- 
ized extras. Sell 
them for versatility, long life, and 
better all-around service. 





WIRE ROPE CLIPS 


Along with your 
wire rope sales, 
make it a habit to 
sell UW Rope 
Clips. They're 
strong and are pro- 
vided in proper 
sizes for standard 
size ropes. Galvan- 
ized with drop forged bases, they’re 
recommended for the heaviest duty. 


TURNBUCKLES AND 
ASSORTED 
HARDWARE 


U-W hardware for industrial 
uses — turnbuckles, thim- 
bles, etc. — has been a 
profit promoter for distribu- 
tors for almost 80 years. 
The experience gained 
through these years of man- 
ufacture, plus inherent U-W 
quality, combine to assure 
you of providing your buy- 
ers with strong, serviceable 
products when you sell 
these superior items. 


No. 40—IT DETAILS PRODUCTS 


AND PRICES 
* 
DUE TO THE NATIONAL EMER- 
GENCY and the consequent heavy 


volume of Government priority orders 
for U-W products, some regretable 
delays in delivery cannot be avoided. 
We are doing our utmost, however, to 
expedite all shipments to our regular 
trade. 


— 


WRITE FOR OUR NEW CATALOG ; 





SERVICE 


An oil producing well shut down for 
even an hour may mean the 
thousand dollars to the pro- 
Such a simple thing as the 
obtaining of a nut or bolt often means 
the difference between a flowing well 
or a breakdown. Most distributor 
salesmen in the oil field country are 
aware of this condition and grumble 
only 


loss of 
several 
ducer. 


momentarily when dragged out 


J. E. Manchester in front of the Tulsa head- 
quarters of the Machine Tool & Supply Co. 


of bed all hours of the night, as well 
as Sundays and holidays, to answer 
the plea for service. J. E. Manchester, 
Machine Tool & Supply Co., Tulsa. 
takes the Mitt Suppers’ Dis- 
Service Award plus ten 
this month, recounts an 
which proved a 


who 
tinguished 
dollars for 
experience boon to 
him. 

Here’s how Mr. Manchester explains 
why he missed Sunday School, got a 
crack at handling a bandsaw and did 
a customer a good turn all in one 
fell swoop. 

“Early one Sunday morning in July, 
[ was putting up a stiff front at break- 
fast time explaining to my wife and 








UPSON- 
WALTON 


LAY-RITE PREFORMED 


and REGULAR WIRE ROPE 





For every industrial use ° 
wherever wire rope is utilized . . . 
there you'll find a market for the 
superior qualities of both U-W 
LAY-RITE PREFORMED and 
REGULAR Wire Rope. No matter 
how difficult the job, U-W can 
give a good account of itself, and 
bring a satisfied customer back 
for repurchases. This, in effect, 
is the main reason for U-W Wire 
Rope’s success .. . a quality item 
that brings ever-increasing turn- 
over and steadily mounting profits. 
It's made in all grades and con- 
structions . . . investigate U-W’'s 
sales possibilities. 


. . . MANILA ROPE 


Carefully se- 
lected hemp, 
combined with 
proper lubri- 
cation and 
careful manu- 
facture assure 
satisfaction in 
the use of all 
U-W Manila 
Ropes. Sizes 
and types for 
every requirement — 
marine, oil field, etc. 





industrial, 
Each size and 
type exceeds Government strength 
requirements — made in two grades 
— all diameters. 


IS THERE A COPY OF OUR 
CATALOG No. 40 IN YOUR 
KIT? 


WRITE FOR YOURS TODAY! 


* 


DUE TO THE NATIONAL EMER- 
GENCY and the consequent heavy 
volume of Government priority orders 
for U-W products, some regretable 
delays in delivery cannot be avoided. 
We are doing our utmost, however, to 
expedite all shipments to our regular 
trade. 


NEW 
SALES 


Sra Upson Valo Ge 


1168 WEST IITH ST., CLEVELAND, OHIO 
Established 1871 


daughter all the good reasons why I 
should miss Sunday School and just 
relax after a hard But the 








1168 WEST IITH ST., CLEVELAND, OHIO 
Established 1871 
week. | SP PSD AP DA AD AD AD SD SD SD SDAA SDS 
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BOOMERANGS.. 
uace » PROFITABLE SALES LINE! 


One sale that brings back dozens of 
new pre-sold orders is boomerang 
business . . . the kind of volume- 
making, profit-building business 
LUBRIPLATE Dealers enjoy. These 
boomerang sales are the inevitable 
result of the LUBRIPLATE Sales Plan. 
Dealers find that LUBRIPLATE 
Lubricants are easy sellers to machine 
manufacturers for original factory- 
lubrication. LUBRIPLATE gives them 
machine protection they can’t get from 
any other lubricants. Machines are 


delivered and installed, and their new 
owners are directed straight to the 
nearest LUBRIPLATE dealer. There 
are hundreds of these machines in 
every LUBRIPLATE territory. The 
dealer is notified of this new prospect, 
he calls and takes an order on 
LUBRIPLATE for re-lubrication and 
makes a new customer for other mill 
supply items. That's what the 
LUBRIPLATE LINE will do for you 

. it sells easily . . 


- . it sells fast... 
it sells BIG. 


WRITE FOR DEALER PROPOSITION. LUBRIPLATE is a nationally 


advertised specialty, ideally suited for mill 


LUBRIPLATE Dealers enjoy 


supply distribution. 


price protection, technical assistance, 


real sales helps and freedom from competition. A letter will promptly 
bring you the LUBRIPLATE proposition. 


LUBRIPLATE DIVISION 
FISKE BROTHERS REFINING COMPANY 


Newark, N. J. 


DEALERS FROM COAST TO COAST 


Toledo, Ohio 
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7 FACTS ABOUT 


LUBRIPLATE 


1. LUBRIPLATE produces a wear-resist- 
ing bearing surface. 2. LUBRIPLATE 
resists rust corrosion and pitting. 
3. LUBRIPLATE reduces friction, thus 
lowering maintenance costs and power 
costs. 4 LUBRIPLATE is white and 
clean. 5. LUBRIPLATE outlasts ordi- 
nary lubricants many times. 6. 
LUBRIPLATE is economical—a little 
goes a long ways. 7. LUBRIPLATE 
is available in fluid and grease types 
for every need. 
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* THERE'S A BELMONT PACKING FOR EVERY SERVICE * | 2s were ezine, two one. 


had just taken a lingering look at the 
easy armchair, the Sunday papers. 
donned my hat ready to go when the 
telephone rang. 

“It was a long-distance call from a 
customer located at an oil field about 
60 miles from Tulsa. His well was 
threatened with a shutdown unless a 
piece of cold roll shafting, 39 inches 
long and 2t% inches in diameter were 
| rushed out that morning. As anyone 

would recognize, this sale was less 

than $5. But the customer was in 
| urgent need of the shafting, and 
although he hadn’t been buying sup- 
| plies regularly from us, I felt that 


For Bi ) 





The defense program demands uninterrupted service of power | this was a good opportunity to im- 
plant equipment. Engines and pumps must be kept operating at | ae oy with our service. Sund 

‘ ‘ ° ° mn a rin over missin unday 
maximum capacity, sometimes twenty-four hours a day—no time . S no 


School, I waved goodbye to the family 
and hustled off to the warehouse 
seven miles away. Hailing the watch- 


for frequent packing replacements. 
Here are offered two standard Belmont Packings that wil] with- 


stand the strain — Belmont 30 for reciprocating steam rods and man, I explained the situation, found 
Belmont 754-P for rotating steam shafts. TRY THEM NOW! the 7? —— shafting os 
Write on your company letterhead for Belmont Catalog No. 40 cartes & te ancther section of the 


4 é : ‘ warehouse where a _ cut-off machine 
which describes Belmont Packings for all services—a text book ond, Wiis wasa tend tow toon 


guide on applications. An authorized Belmont distributor will be and I’d been itching for days to try 

glad to show you samples and help you with your particular | it out when no one was around. 

requirements. “The bandsaw worked perfectly and 
I had the piece of steel cut, tagged 


and on a bus bound for the oil town 
in quick time. The customer later 
reported that he had clocked the time 
elapsed between his call and time the 
piece of steel arrived as just over an 
hour and a half. 
“This littlhe extra service gave me 


a good reason for signing up the cus- 
- tomer as a Machine Tool & Supply Co. 
——2 regular.” 


This is number 6 of a 
new series of adver- 
tisements on Belmont 
Packings. Appearing 
in leading business 
publications every 
month, this series will 
make new friends and 
new customers for 
you. 


















Dominating a major traffic artery in New 
Haven, the message on this big billboard 


THE BELMONT PACKING & RUBBER COMPANY Se ee ee 


Co., to promote a different line of products 


* BUTLER AND SEPVIVA STREETS * PHILADELPHIA, PA. te | handled by that distributor. 
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ASK YOUR SALES MANAGER TO ADD THIS 
Business-Gelter 
TO YOUR SALES KIT... 


Month by month distributors’ sales of Lyon Products 
have skyrocketed. But even bigger sales opportuni- 
ties are ahead for men who push this popular line! 
For Lyon Engineers have been in close touch with 
defense production problems... have developed 
numerous new items that will sell easily and in 
volume because they make possible new important 
production economies and efficiencies. 

Now these new industry-demanded items have 
been consolidated with other fast-moving Lyon 
Products in a single catalog. With this book in your 
sales kit, a big percentage of your calls can be made 
to yield extra sales and profits. Copies of the new 
Lyon Shop Equipment Catalog are available through 
your sales manager. Ask him for your copy today. 


LYON METAL PRODUCTS, INCORPORATED 

General Offices: 5308 Madison Ave., Aurora, Ill. 
Branches and Distributors 
in All Principal Cities 






Assembler’s Bench Bin 
Steel Stools Bench Legs (Patent Applied For) 



















Steel Work Benches 
for 1,2 and 3 Shift 
Operation 


SHOP EQUIPMENT 


Machine Tool Cabinets 
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TAKE ADVANTAGE OF 
INDUSTRY’S BIG MAINTE- 


NANCE NEED with... 


CAPITAL 














MINES—MILLS—METAL WORK- 
ING PLANTS—AVIATION PLANTS 
— WAREHOUSES — RAIL- 
ROADS — FOUNDRIES — POWER 
PLANTS — DAIRIES — PUBLIC 
BUILDINGS — GARAGES — 
ARMORIES — HOTELS — ROAD 
and BUILDING CONTRACTORS— 


etc. 








Countless selling oppor- 
tunities are represented 
in the list above for 
CAPITAL "RED CAP" 
Brushes and Brooms. 
Their reputation is sol- 
idly established in indus- 
try because they are 
honestly made to give 
service and users can 
get just the right brush or broom to handle a given job most 
efficiently. 


“i 
M 
/ 
} 





Every plant and shop is working at top speed and in some 
of them, cleaning up is quite important. Consider the tre- 
mendous outlay involved in maintenance alone—that means 
big business for the alert Distributor—the Distributor who 
sells the well-rounded and complete CAPITAL "RED CAP" 
line of Brushes and Brooms. Profit by the definite expansion 
in industry—send for our Distributor plan. 


We guarantee our products—our distributor policy gives 
complete protection—we give needed sales helps—profit 
margin is good. 
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Cunningham Machinery 
Promotes Two 


Promotion of two executives of the 
Cunningham Machinery Corp.. Shreve- 
port (La.) distributor, has just been 
announced by G. F. Cunningham, presi- 
dent. 

Carl Bell. 


who has been with the 


company for seven years, and recently 





Carl Bell 





L. H. Johnston 


in charge of sales, advertising and pur- 
chases for the mill supply department, 
becomes a vice-president. 

L. H. Johnston, in charge of credits 
and the bookkeeping department, be- 
comes treasurer of the company. Mr. 
Johnston was formerly employed by the 
Zenoria Lumber Co., Zenoria. La. 


Herman Nelson Corp. Buys 
Autovent Fan & Blower 


Purchase of the entire assets and 
business of the Autovent Fan & Blower 
Co., Chicago, has just been announced 
by the Herman Nelson Corp. of Moline, 
Ill. The business will be operated as the 
Autovent Fan & Blower Division of the 
Herman Nelson Corp., and the manu- 
facture of its complete line of centrif- 
ugal blowers, propeller exhaust and 
ventilating fans will be continued. 
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IT’S A Bellow WAY TO SELL BOLTS, NUTS 2x2 SCREWS 


Carriage bolts of heat treated steel! are accurately 
made, have smooth, round heads and true, square 
shanks. Available in either rolled or cut threads. 
Stocked in a full list of sizes up to %-inch diameter, 
\4-inch length. Larger sizes made to specifications. 





The new Lamson Lock Nut keeps assemblies tight 
which are subject to severe vibration or shock. 
Locking crown grips bolt thread like a vise. One- 
piece design. Can be used repeatedly. 


® Most people who come in to buy bolts, nuts and screws 
just ask for them casually and never could be made to 
“insist” upon a brand. For this reason, to protect them 
and yourself against “come backs”, you should stock 
and sell a well-established manufacturer's brand upon 
whose good name you can rely, and whose reputation is 
solidly back of your own. And in the trade, there is no 
better name than “LAMSON” on the labels of the bolts you 
sell. For 75 years this name has been a good one for a 
dealer to tie up to through his jobber. LAMSON & SESSIONS 


LAMSON 























Machine bolts with either square or hexagon heads 
are made of heat treated steel, and have true, 
straight shanks and very accurate threads. Made 
up to 2-inch diameter, any length, but stocked only 
up to 1%-inch diameter, 12-inch lengths. 


B 0 LTS“ 
$26.30 Net, NUTS 
to Dealer pag “y: 
(slightly more >. fie PD mw. ~~ SH we at 
~ yy. Py.“ 


west of Denver) we) Pa 


has gone a step farther now, and in the LAMSON Speed- 
merchant, offers the dealer a new way of making a quicker 
turn-over. An open counter display steel cabinet stocking 
five of the most popular types of bolts, nuts and screws, 
the Speedmerchant increases sales for every dealer who 
uses it. More than 7000 are already in use. Get one from 
your jobber. Keep those “5-and-10” sales for yourself! 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 


& SESSIONS 


. c (2) i Ei E R S ° e 
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p——=More Speed with Less Hard Work™ 





Serve Your Customers Better—at a Profit 
Sell This Easier-Working Guaranteed 


RIEEID om 
Avoids 
“Time Out 
for 
Repairs” 
FvEN small delays on direct 


or indirect Defense work are 
serious these days. 


* 
















You do your 
part to prevent them when you 
sell tools that stay on the job, re- 
quire least effort. These pipe 
wrenches have housings guaranteed 
not to break or warp—no expense, 
fewer spares needed. Replaceable 
no-slip no-lock jaws are powerful 
chrome molybdenum, with handy pipe 
scale on hookjaw. Adjusting nut in 
open housing spins easily in all sizes, 6" 
to 60". Comfort-grip I-beam alloy 
handle protects workers’ hands. Millions 
in use, everywhere. It pays you every way 
to sell more speed and less hard work— 


and that's RIZAID:. 


THE RIDGE TOOL CO., ELYRIA, OHIO 


a WORK-SAVING PIPE TOOLS a 
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Clarence Kennedy Dies, 
Was Ill Eight Months 


C. H. Kennedy 


Clarence H. Kennedy, vice-president 
in charge of sales for the Kennedy Valve 
Mfg. Co., died on July 22 in St. Joseph’s 
Hospital in Elmira. N. Y. He had been 
ill for eight months. 

Born in Brooklyn, in 1891, Mr. Ken- 
nedy received an engineering degree 
from Cornell in 1912. Entering the man- 
ufacturing department of the firm 
founded by his father, Daniel Kennedy. 
he rose successively to sales manager 
and manager of the New York branch, 
and in 1929 to the post he held at the 
time of his death. 

He is survived by a widow, a son, 
William C. Kennedy, and four daugh- 
ters, Mary Claire, Ann, Josepha and 
Rosemary. His two brothers, Matthew E. 
and John C. Kennedy, are president and 
production manager, respectively. of the 
firm. 








Ross McKinstry, 
Products Co., 
vice-chairman of the Chicago Mill Supply 


vice-president of Sterling 
Chicago, and newly elected 


Association, takes off his coat as the 
weatherman promises a hot summer. 


UMI 
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Immediate Delivery .... 






.... from 
stock 


Quantity metal cutting is putting 
a burden on the ability of supply 
houses to meet the demands from 
their customers. It's welcome news 
to know that you and your cus- 
tomers can depend on us for quick 
deliveries from stock of Griffin 
Hack Saws in the popular sizes in 
all grades. 

Griffin Hack Saws fulfill every 
requirement in fast cutting and 
long service life—the blades that 
make friends and keep them. 

Inasmuch as we sell through dis- 
tributors and that there are some 
potentially profitable territories 
still available, it will pay you to 


get the complete GRIFFIN story 
—NOW! 





bi yveo"* 


prove’s service 


A BLADE FOR EVERY PURPOSE 
The GRIFFIN LINE includes: GRIFFIN Special Alloy 
(Molybdenum), High Speed, All Hard, Soft-Back, 
Non-Strip and Soft Center—a complete range of 
types for every metal cutting job—backed by 6! years 
of experience in hack saw manufacture and by prompt 


service to meet TODAY'S URGENT DEMANDS. 


INVESTIGATE the GRIFFIN PLAN 


General Sales Agents 


JOHN H. GRAHAM & CO., INC——= 


105 Duane Street 
NEW YORK, N. Y. 
Manufactured by 


G. W. GRIFFIN COMPANY 
Franklin, N. H. 





TRADE MARK 
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“Miss Nancy Cantol,"’ Indiana University 
coed who has been chosen to inject "eye- 
appeal” into a new national advertising 
campaign of the Cantol Wax Co., Bloom- 
ington, Ind. A junior at the University, she 
is working for a degree in teaching and 
doubles as vocalist with a famous dance 
band during the summer months. Thomas 
L. Lemon, Cantol vice-president, personally 
conducted the contest at which the "'Cantol 
Girl" was selected. 


George W. Stoddart, 
Of Lufkin, Dies 


George W. Stoddart. well known to 
Lufkin Rule distributors in Illinois. Wis 
consin. Iowa and Minnesota. died at his 
home in Chicago on July 2. Although 
he had been ill for some time and no 
longer active in business. he remained 
in the employ of the company until his 
death. 

Born in Milwaukee. in 1884. Mr. 


Stoddart’s first job was with the Chicago 


& Northwestern Railroad. Presently he 


entered the mill supply business by 
joining the sales forces of the Western 
Iron Stores Co.. Milwaukee distributor, 
where he remained for 11 years. Fol- 
lowing a brief period in the machinist 
supply brokerage business in Milwau- 
kee. he became connected with Shadbolt 
& Boyd. another Milwaukee distributor. 
becoming head of the machinists sup- 
ply department. From that firm he went 
to Lufkin Rule, where he served for 17 
years, 
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AGAIN 


GENERAL ELECTRIC 
REDUCES LAMP PRICES! 





New low prices mean more sales of 
G-E MAZDA FLUORESCENT LAMPS 


FFECTIVE August Ist, General Electric 

announces lower prices on its entire line 
of G-E MAZDA F (fluorescent) lamps. The in- 
creasing demand for this new, cooler, high 
efficiency light source has resulted in even 
greater manufacturing economies. In line with 
long established policy, General Electric passes 
these savings along to your customers. This is 
another step in the reduction of the cost of bet- 
ter light for better sight. 
Since G-E MAZDA F lamps were first introduced 
in 1938, light output has been increased as 
much as 40% and as of August Ist, prices have 
been reduced as much as 52%. When you buy 
fluorescent lamps, make sure you are taking 
full advantage of G-E research that is producing 
lamps that give maximum light for the current 
consumed. Look for the G-E monogram on 
every tube. 


Remember Quantity Purchase Discounts! 


Remind customers who buy lamps for small factories, 
offices, stores, apartments, and restaurants of the dis- 
counts on quantity purchases of all large type. G-E 
MAZDA lamps, including G-E MAZDA F lamps. For 
example, they can buy $5 worth of lamps for $4, $15 
worth for $11.25. And there are larger discounts avail- 
able to contract purchasers! 








NEW LOW PRICES ON G-E MAZDA F LAMPS 
August 1, 1941 


14-wate T-12 ..... . was$l.05 .. NOW 90¢ 
15-watt T-8 . was 85c . . NOW 75¢ 
15-watt T-12 was $1.10 . . NOW 95¢ 
20-watt T-12 was $1.10 . . NOW 95¢ 
30-wate T-8 .... was $1.10 . . NOW  95¢ 
4O-wate T-12 ..... . was $1.60 NOW $1.35 


100-watt T-17 was $3.50 


Above prices refer to daylight and 3500 white. 


NOW $3.00 


Prices also reduced on soft white and colored G-E MAZDA F lamps. 





In addition to above reductions, prices are also reduced on 
the following types of G-E MAZDA (filament) lamps. 


50-100-150 watt . 5 a . Was 5c . . NOW 40c 
(Three-Lite lamp) 
100-200-300 watt. . . . . Was 60¢ : . NOW 55¢ 


(Three-Lite lamp) 
300-watt R-40 Reflector lamp was $1.70 
(Spot or Flood types) 


NOW $1.40 





G-E MAZDA LAMPS 


GENERAL @ ELECTRIC 
Manda te sthiy: ballin: ledipais 
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While the rest of the mid-west shed coats 
and ties in an effort to ease the strain 
of temperatures around 100 degrees, R. S. 
"Bob" Mars, general manager of W. P. 
& R. S. Mars, carries on efficiently in 
his air-conditioned office. 


Cooke Becomes Manager 
Of Canadian Norton 


Philip N. Cooke, sales manager of 
Norton Company of Canada. Ltd., Ham- 
ilton. Ontario, has been appointed resi- 
dent manager succeeding Robert C. 
Douglas who died May 29. 

Mr. Cooke has been with the Cana- 
dian plant from its beginning. having 
left Worcester in June 1920 as one of 
the original Canadian-Norton organ- 
ization. For the first few years he held 
the title of sales engineer but for more 
































’ - : a 
Ni! ] than 15 years his position has been 
| that of sales manager. Previous to the 
Reg. U. S. Pat. Off. Canadian assignment he was in the 


sales engineering department at Worces- 


Self-Locking ter for four years, 


D. M. Chisholm of the Canadian <ales 


HOLLOW rk sogersn mamas Mr. Cooke as 
SET SCREWS =o 






Armstrong-Bray Occupies 
Larger Plant 


G 
SALES ARE (ys ARE YOU GETTING THE a my, a 
¥ completion of its new plant and othces. 
wated at 5366 Northwest Highway ji 
BUSINESS? Because “Unbrako” Self-Lockers can’t located at 5366 rthwest Highway in 


Chicago. The modern, one-story daylight 
plant is double the floor space and pro- 
duction facilities of the old plant. and 
marks the fourth expansion of the firm 
“Unbrako” strength and accuracy plus this automatic lock- since 1928. 

ing ability are distinctive sales advantages. Write us today 
for samples and our dealers’ proposition. 


STANDARD PRESSED STEEL Co. 


JENKINTOWN, PENNA. BOX 519 
—— snancues —— 


BOSTON - DETROIT - INDIANAPOLIS - CHICAGO - ST. LOUIS - SAN FRANCISCO 


shake loose no matter how severe the unwinding tendency, 
more and more of the Country’s leading industries are 


uaenaad specifying them. 
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TYPE OF HOLES TO BE TAPPED 
If a blind hole, is there suflicient untapped space 
at the bottom for the accumulation of chips? 

Is a “Gun” tap that shoots the chips ahead being 
used? (In a blind hole tapped very nearly to the 
bottom and having no recess, the “Gun” tap is 
not recommended. ) 

Do conditions call for a two or three fluted tap? 


CLASS OF FIT REQUIRED 

If the tap produces an oversize hole, has the 
proper tap been selected for the class of fit desired? 
If proper tap is being used, is there any play in the 
work or tap holding spindles (provided rigid spindles 
are being used)? 














Do the work and tap line up accurately? 
Is the tap dull? 


TYPE OF MACHINE 


Is drive uneven because of 


Tapping Trouble? 


If your taps are breaking, or not cutting 
smooth, proper size threads, it may not be 
the taps’ fault. Here are a few things to check 
to help you locate and correct tap trouble 


PROPER HOLE SIZES BEFORE TAPPING 
Is the drilled hole of the proper size? 

Is the drilled hole perfectly round? 

Is the axis of the hole parallel to the axis of the tap? 


LUBRICATION 

Has the proper lubricant been employed? 

Does the lubricant flood the tap sufficiently while 
engaged in the hole? 

Is there sufficient force behind the lubricant to 
wash away the chips? 

If applied with a brush has the lubricant a sufli- 
ciently heavy body to adhere to the tap? (A light 
lubricant will be thrown off the revolving tap before 
it enters the hole.) 

TAP HOLDING 
DEVICE 

Is worn or wrong type of 


slipping belts? 

Is machine powered prop- 
erly? 

Are tap and drilled hole in 











COShis advertisement will 


also appearin the machinery 


and tool papers that your 


holder being used? 


Is holder in alignment 
with drilled hole? 


CHAMFER 


Is the point diameter of 
tap correct for the size of 
hole being tapped? Does 
the tap enter the hole 
an excessive number of 
threads before taking 
















alignment? customers: read. We hope 
Is there undue wear on . ill hel tare 
, sliding parts? if wi betp fo overcome 
TAPPING SPEEDS some of the minor misunder- 
Is the speed too slow? standings which are so annoy- 
Is the speed too fast? . ; 
ing in thes 
‘ TAPPING DIFFERENT 
MATERIALS 
Has the tap proper cutting face for the particular 
material being tapped? 
Is the tap of the proper design or type? 
" 
i 
it 
sf “Maxi” Tap, for 
id abrasive metale “Gun” Tap for through 
holes in stringy metals 
ii 
GREENFIELD, MASSACHUSETTS 
Detrorr PLant: 2102 West Fort St. 
Warenouses in New York, Chicago and Los Angeles 
ny In Canada: Greenrietp Tap & Die Corp. 
4 or Canapa, Lrp., Gaut, Ont 














hold, thereby losing the 
full benefit of the entire 
chamfered portion? 

Is the chamfer the correct 
length? 

Is the chamfer chipped or dull and in need of re- 
grinding? 


e critical times 


Is the chamfer relief too great or not sufficient? 



















Standard Tap for average 
production operations 


/NYO\GREENFIEL 





TAPS - DIES+ GAGES. TWIST DRILLS. REAMERS. SCREW PLATES. PIPE TOOLS 
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The new Catalog No. 12 of Carey Machinery & Supply Co. is the 
sixth successive Donnelley-built general catalog issued by that out- 
standing house in the past twenty-six years. 

i. these busy times an up-to-date catalog of 
your up-to-date goods will be welcomed and 
used by busy buyers. It will not only save their 
time, but will greatly save the time and labor of 


vour own entire organization. 
Give vour salesmen the most efficient working 
tools. There has rarely been a time when it was 


sO easy to pay for a needed catalog as now. 





R. R. Donnelley & Sons Company 


350 EAST TWENTY-SECOND STREET CHICAGO 
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J. E. Shaw (left) and R. B. Gill, salesman 
and industrial sales manager, respectively, 
for the Montana Hardware Co. in Butte, 
hold a parley on where to obtain some un- 


usual items of supply. With the mines go- 
ing full blast, as they are these days, today's 
problem is not so much how to sell more 
supplies, but rather how to serve their cus- 
tomers better in the role of procurement 
specialists. 


Field Men Promoted 
By Chain Belt Co. 


J. Walter Snavely. district manager 
of Chain Belt Co. in the Houston ter- 
ritory for has returned 
to the Sales Department of the Con- 
veying and Engineering Products Divi- 
sion at Milwaukee. 


seven years, 


At the same time it was announced 
that W. A. Pitts, formerly representa- 
tive in Oklahoma City, has been ap- 
pointed district manager of oil well 
sales at Houston. 


George Hunt has been appointed 
district manager of industrial sales 
with headquarters at Dallas. Texas. 
Previous to his joining Chain Belt 


Company organization, Mr. Hunt was 
of the 
paper mills in the South. 


an engineer for one largest 





Independent Pneumatic Tool Co.'s 'Muskie- 
| Munch", an annual affair held for the em- 
| ployees of the company's executive offices 


in Chicago. J. A. Lind, comptroller and 
"Isaac Walton" of the company, provided 
this year's catch—a 17 Ib. “Muskie” which 
was picked clean. Among the other offi- 
cers present: W. A. Nugent and N. C. Hur- 
ley, Jr., vice presidents, and E. G. Gus- 
tafson, treasurer. 
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No. 101 CAPACITY 4" TO 5" 
N.C. OR N.F. THREAD 


No. 102 CAPACITY 2" to 1" 
LIKE 101 EXCEPT LARGER 





“TOLEDO” No. 101 BOLT DIE STOCK 
NOW FULL-MOUNTED FOR EACH SIZE 


"TOLEDO" No. 101 Adjustable Bolt 
Die Stock now can be purchased full- 
mounted for each individual size. No dies 
to change. No lost time. Always ready 
for instant use. 


May be purchased in any combination 
or single sizes as desired. Handy carry- 
ing case may also be obtained. 


Of course the paramount feature of 
the "TOLEDO" No. 101 is the patented 
die adjustment. Deep, shallow or stand- 
ard threads are easily obtained by turn- 
ing knurled sizing ring. Segmental dies 
are easily resharpened or replaced. 


Your customers will like "TOLEDO" 
No. 10! Full-Mounted Bolt Stocks. 





THIS HANDY CARRYING CASE HOLDS 7 
DIE STOCKS READY FOR INSTANT USE 


THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO NEW YORK OFFICE, 502 No. 2 RECTOR STREET BLDG. 
ee 99 
TOLEDO 


a 
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M 0 V E More Car Mover 


Business 
Your Way 







-- As 
Easily as 
The ATLAS 
Moves Cars 
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How, you ask, does the Atlas move 
cars easier—why does it have more 
power—why is it easier to handle— 
well, look at the part of the cut 
that's encircled—right there is the 
special ATLAS construction that 
means compound leverage and 
translated in terms of sales means 
more car mover business for you. 
Have a good stock of Atlas Car 
Movers—there are types for all 
needs. Get behind Atlas now. 


Appleton-Atlas Car Mover Corporation 


2947 No. 30th St. Milwaukee, Wis. 


(Formerly Appleton Car Mover Co., Appleton, W's.) 
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U. S. Steel Training 
15,000 Workers 


To meet pressing defense require- 
ments, 15,000 United 
States Steel Subsidiaries are now under- 
going training for skilled 
jobs. The employee training program 
throughout the country is now one of 
the largest in the history of American 


employees of 


intensive 


industry. 

The fact that a training program has 
long been in effect made it possible for 
the steel manufacturing subsidiaries of 
the Corporation to increase their out- 
put in a little more than six months’ 
time from two-thirds of capacity to full 
capacity, which over a 12-month period 
would produce steel in excess of the 
entire annual steel output of Germany. 
based on the latest available figures. 

The need for skilled men, not only 
for the production of steel but also for 
the manufacture of defense items such 
as cruisers, destroyers, merchant ves- 
sels, armor plate, shell forgings and 
bomb casings, now being made by 
U. S. Steel, is growing each day and 
many of the trainees are receiving their 
instructions on the job. Others are 
given preliminary training before being 
put on production work. 

In this way the need for increasing 
the army of skilled men is being met 
as the tempo of defense production in- 
creases, and thus the training of men 
to operate the machines of industry 
is keeping pace with the training of 
men to handle the mechanized equip- 
ment of land, sea and air forces. 

Employee training is of two kinds 
that involved in fitting a man for the 
next higher job in regular mill opera- 
tions and that required to equip a man 
to handle a special defense operation, 


Shovels of all kinds and types hang tempt- 
ingly on this rack in the middle of the 
display floor at lowa Machinery & Supply 


Co., Des Moines. W. L. Schafer, lowa 
Machinery p. a. shows how easy it is to 
lift one off the rack. 
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COLUMBIAN VISES 


THE 


TREN 


FOR 


My 
NSA ry 


REPLACEABLE 
a TOOL STEEL 
= BS )) saw FACES 









MALLEABLE (RON 
CASTINGS 
GUARANTEED UNS@EAKABLE 


. and sold under a policy of selec- 
tive distribution at established resale 


prices. 
The complete line of Columbian 
Vises is designed to excel in its 


field, and all are made to the same 
high standards of engineering and 
workmanship. Write for Columbian’s 
Distributor Plan. 


The Columbian Vise & Mfg. Co. 


_o Bessemer Avenue, Cleveland, Ohio 








Not for Years has there been a 


MARKET, 


BETTER 


PROFITS 


in these 


These cups are drawn 
steel, cadmium plated 
and they’re moderate- 
ly priced for quick 
turnover! Ask about 
them; SHURFLO 

Oil Cups, too. 

Write — 


© HUNTER e@ 


Lansdale, Pa. 





PRESSED STEEL CO. 
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Examine any of these 
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1. HOW TO SUPERVISE 
PEOPLE 


By Alfred M. Cooper. A great manual for quick training of 
foremen. Makes the qualities and responsibilities of leadership 
clear; covers all the typical jobs of hiring, reprimanding, and 
firing, getting cooperation, delegating authority, training work- 
ers, etc., with specific solutions recommended by experienced 
supervisors. Includes a practical formula for teaching opera- 
tions to workers, and step-by-step instructions for conducting 
group conferences. Price only $1.75 


2. RUNNING A 
MACHINE SHOP 


By the famous machine shop writers, Colvin and Stanley. Covers 
everything from shop layout to inspection methods—how to 
equip the machine shop, how to route and handle work, how 
to estimate, how to keep records, how to manage men, etc. 
Extremely clear and practical—gives management pointers that 
should aid in more efficient and profitable operation in any 
manufacturing shop. Over 400 pages, illustrated, $3.50 


3. GENERAL ENGINEER- 
ING HANDBOOK 


By Charles E. O'Rourke and 25 specialists. Gives you the 
essentials of civil engineering, mechanical engineering, electrical 
engineering, and engineering mathematics—all in one book. 
Practical information, reference data, methods, formulas, etc., 
especially arranged for the man from another field who wants 
to dip into these subjects. 1120 pages; takes the place of a 
whole library, $4.00 





Technical knowledge 
‘s the first line 0 
° be EENSE 


anne 


BOOKS TO HELP YOU 
MEET TODAY'S EMERGENCIES 


for 10 days on approval 








By F. W. Shumard. 


4. A PRIMER 
OF TIME STUDY 


Begins with the 





time the stop watch is first wound and 
step by step carries you through the 
whole procedure until overhead rates are 
set up and cost control is established. 
Abundant forms, charts, tables, illustrative 
examples. Each chapter followed by ques- 
tions and problems for which definite 


book. $5.00 





answers are given. A thorough, practical 
course in time study in one 520-page 











5. AMERICAN 
MACHINISTS’ 
HANDBOOK 


By Fred H. Colvin and Frank A. 
Stanley. Seventh edition of the 
world’s leading technical hand- 
book; gives 1,350 pages of de- 
scriptions, definitions, data, and 
methods—kinks, short-cuts, tables, 
formulas, diagrams — _ layouts, 
feeds, speeds, tools, jigs, fixtures, 
materials, standards, tolerances— 
any detail of machine-shop or 
drafting-room practice. Answers 
hundreds of questions for design- 
ers, machinists, toolmakers, execu- 
tives, and others connected with 
the metal-working industries. 
$4.00 


| 2 3 





6. MATERIALS 
HANDBOOK 


By George S. Brady. When select- 
ing, buying, or handling new or 
unusual materials, get a head 
start with this unusual handbook. 
Covers 5,000 industrial materials 
with most helpful facts on kinds, 
properties, uses, sources, etc. In- 
cludes metals, alloys, organic ma- 
terials, chemicals, finishing mater- 
ials, minerals, wood, etc., etc. In- 
valuable for purchasing agents, 
product engineers, and factory 
executives. 591 pages, 6 x 9, 
$5.00 


McGraw-Hill Book Company, Inc., 330 W. 42nd St., New York City 


Send me the books encircled below, for 10 days’ examination on approval. In 10 days I will pay 
for the books, plus few cents postage, or return them postpaid. 
panied by remittance; same return privilege.) 


(Postage paid on orders accom- 


5 6 


MAIL THIS |) PPT CTTTITITI TT TTT T TTT Tiere Le Le 


FREE EXAMINATION COUPON 
TODAY 


Address ...-... 


TERE eUEOECeeCe eee e ee eee eee 


City and State 


Company 


eee eee HERR EHH HEHEHE OHHH EEE E EE 


pehnesectsbitdeeregaedeeden F.M.S.-8-41 


(Books sent on approval in U. S. and Canada only.) 
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of your 


YANKEE 


x ALES Now's the TIME to Stock 


& Sell ACCESSORIES for 
Yankee’ Spiral Drivers 

















...To Help 
DRIVE Ahead 


Increase produc- 
tion! Speed up as- 
sembly lines with 
Accessories for 
“Yankee” Spiral 
/ Ratchet Drivers. 
“Yankee” Sockets, 
hexagon and combi- 
nation, drive bolts, run 
up nuts, like a flash. 
Special Heavy Duty 
Sockets made for hex 
nuts and self-tapping 
hex head screws, 
For slotted screws, 
“Yankee”’ Bits with Cen- 
tering Sleeve automati- 
cally place blade in slot. 












“Yankee” Heavy Duty Bits 
are ideal for self-tapping 
sheet metal screws. 
“Yankee’’-Phillips Bits for 
Spirals take care of recessed 
head screws. 
All three styles are of alloy 
steel, hardened and tempered 
for severe service conditions. 


Your “Yankee” Spirals Are 
More Than Screw Drivers. 


Order Accessories by name. 
State size screws to be driven. 


a= oe a 


Specify Style No. of “Yankee” Driver. 
Standard size, No. 30A or No. 130A. 
Heavy style, No. 31A or No. 131A. 
Light pattern, No. 35 or No. 135. Etc. 


ORDER FROM MILL SUPPLY JOBBER 






r by Style No 
Driver 


“NORTH BROS. MFG. CO., PHILADELPHIA, U.S.A. _ 
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Nordstrom Named Treasurer 
Of R. C. Duncan Co. 





Eugene Nordstrom 


Eugene Nordstrom, who has been act- 
ing as assistant treasurer of the R. C. 
Duncan Co., Minneapolis distributor, 
has been promoted to treasurer, suc- 
ceeding the late H. A. Childs. Mr. 
Nordstrom is an accountant of consid- 
erable experience, having been active 
in the Twin City Accountants’ Society, 


| and serving at the present time as vice- 


president of that organization. 


| Carey Machinery Promoting 


Plant Ventilation 


As an aid to better production. Carey 
Machinery & Supply is promoting plant 
ventilation among Baltimore industrial 
plants this summer. 

In a letter to prospects dated June 28, 
Andrew G. Carey, vice-president, said: 

“Don’t let invade your 
plant or offices. Hundreds of firms in 
every kind of business have found a 
highly effective remedy for bad air ‘slow 
downs’... They (fans) force out the 
stale, oxygen-lacking air that makes 
employees drowsy . . . bring in fresh, 
invigorating outside air to keep them 
alert and on their toes!” 

The letter is accompanied by a four- 
page folder illustrating various ventila- 
tion jobs, and offers advice on ventilat- 
ing problems to any industrialist who 
returns an enclosed postcard. Carey 
handles the Sturtevant line. 


sleepiness 


Ward Now Vice President 
Of Erskine-Healy, Inc. 

Election of Wilbur P. Ward as vice- 
president of Erskine-Healy, Inc., distrib- 
utor in Rochester, N. Y.. has just been 


| announced. Well known in the territory 


for his full knowledge of Erskine- 
Healy’s lines, Mr. Ward will continue to 


' serve his many industrial accounts. 
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r. Industry everywhere is being called to supply its max- 
A imum of materials in this period of National Defense. 
- Distributors holding the Quaker fran- 


chise are in a position to help supply 
their share of Industrial Rubber Goods. 

Modern equipment, skilled mechanics 
and expert supervision, give you Quality 













UAKE R can serve you 


from A COMPLETE LINE OF INDUSTRIAL RUBBER GOODS 





—BELTING 


For CONVEYOR— TRANSMISSION — 
PACKAGE — ELEVATOR, used in the In- 
dustrial Fields. 


—HOSE 


For EVERY CONCEIVABLE INDUSTRIAL 
PURPOSE, also a COMPLETE LINE OF 
FIRE HOSE. 


—-PACKING 


ROD and SHEET — all types meeting any 
operating conditions: acid—oil—air—steam 
—water, etc. 


—-MOULDED 
GOODS 


And articles of all sizes and types used in 
the industrial fields. 


| WHY NOT ORDER IT FROM QUAKER 


Rubber Products. Why forage through files — save 
time—call in Quaker on your rubber problem. 


Another big asset is Quaker’s large 


9,000 QUAKER RUBBER warehouse stocks, ideally located in 
PRODUCTS leading industrial centers, making pos- 


sible shipments from coast to coast and 


READY TO SERVE INDUSTRY lakes to gulf. Write —territory may be open. 
rhino enced FRANCINE - cece eee eenreer eee NOW! 





PHILADELPHIA er 
NEW YORK + BUFFALO + CHICAGO + MEMPHIS - HOUSTON aan FRANCISCO Ye 
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IF YOU USE OR SELL ROPE—HERE’S 
A TRICK THAT BEATS MAGIC 


There is no magic in the L17 years’ practice which the 
Plymouth Cordage Company has had in twisting 
safety into every strand of Plymouth Rope. ‘This 
enables industrial users to lower accident rates and 


operating costs. 


‘To make the many special ropes for special industrial 
uses in the way Plymouth makes them. requires the 
knowledge, skill, and specialized equipment devel- 
oped by generations of expert ropemakers. and pos- 
sessed only by the world’s largest producer of fine 


cordage. 


The selection of fibers best adapted for each ty pe of 
rope ealls for precise, scientific methods. Kvery type 
of rope presents its own problems in construction and 
lubrication which determine the strength. handling 


qualities and resistance to external and internal wear. 


Industrial users profit by the safety and economy 
which have made Plymouth known around 
the world as “The Rope You Can Trust.” 


PLYMOUTH CORDAGE 
COMPANY 
North Plymouth, Mass.; Welland, Ont. 


Division Offices: New York. Chicago. San 
Francisco. Warehouse Stocks New Vork 
Boston. Baltimore. Philadelphia, Cleveland, 
Chicago, Houston, San Francisco 


4 teen ease 
ene 
Sean aen* 


PLY MOUTH CORDAGE COMPANY 
‘ North Plymouth, Massachusetts 
mm Please send me a free copy of “Lift It 
A. . Safely.’ The booklet that gives facts on 
rope in industry. 


Name 
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Enlargement and modernization of sales and 
office space, plus remodelling of the ex- 
terior of the Supply Department of the 
Columbus Iron Work Co., Columbus, Ga., 


has just been completed. Although the 
firm itself was established in 1853, the Sup- 
ply Department is only about 23 years old, 
according to M. G. Murray, Jr., manager 
of the department. 


Clover Augments 
Field Force 


Mig. Co.. manufacturer of 
abrasives and lapping 
pounds, Norwalk, Conn., has assigned 
L. P. O'Neill to the Chicago territory. 
Mr. O'Neill has been in the coated 
abrasives industry for some 20 years, 


( ‘lover 


coated com- 


having been connected with such firms 
as the Herman Behr Co. and Abrasive 
Products, Ine. 

L. W. Kilpatrick has been appointed 
to cover the states of North and South 
Dakota. Minnesota and northern Iowa 
for Clover, and G. R. Barrett has been 
transferred from metropolitan New 
York to Boston, where he will serve 


all of New England. 


Romer Promoted by 
Bliss & Laughlin 


Effective July 1. J. Earl Romer be- 
came Cleveland district manager of 
Bliss & Laughlin, Inc.. succeeding A. W. 
Schulz, resigned. Mr. Romer has been 
associated with the firm for five vears. 





Four shiny new delivery trucks have just 
been acquired by Pulver Machinists Supply 


Co., Chicago. Here are three of them, 
lined up across the street from Pulver's. 
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Extra CONVENIENCES 






errr, 


rrerrrers 


Write for full information and sales helps 
on these Kennedy Iron-Body Wedge Gate 
Valves, which set a new standard of quality 
and service at standard market prices. 


The Kennedy line also includes bronze and 
iron-body gate, globe, angle and check valves 
for low, standard, medium and extra-heavy 
Pressures; malleable iron and bronze 
screwed pipe fittings; and cast iron flanged 
fittings and flanges. 





KENNEDY 


make Kennedy Valves 
easier to sel] 








Kennedy Customer's 
f — _ 
Features ° Gate Valve 





e Valves canee 
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wedge Get 











handwhee! with YES 
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nut bearing . 
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manipu- YES 
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All bolts wit 
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all bolts 
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$ the way YES 
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type nuts © \ost 
— on washers t° - 
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fed stuffing \ sei 
orusting togethe” 





Rust-pre 
prevent rust 
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P e wrencn 





Lugs 0” 
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Extra convenience is but one of the many extra values in 
Kennedy Valves that will attract favorable attention from 
your trade. In quality of metal, special features of design, 
accuracy of machine work, and finish of all parts, too, 
Kennedy Valves give extra values at no extra cost. You are 
always safe when you recommend and sell Kennedy Valves. 


The Kennedy Valve Mfg. Co. - Elmira, N. Y. 





CVALVES with évtraValue 
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HELP YOUR 
CUSTOMERS 
SPEED UP 
PRODUCTION 
with 


CURTIS 
AIR HOISTS 


Curtis Air Hoists 
step up material 
handling, increase 
plant efficiency — 
and have hundreds 
of uses. They offer: 















@ Low first cost—no 
more than a chain 
block 


@ One man operation 
—accurate control 


®@ Faster lifting — up 
to 65° per minute 


* @immunity to abuse 
} and overloads 


and 


CURTIS 
MODEL “C” AIR 
COMPRESSORS 


Actual oper- 
ating records 
prove that 
Curtis Com 
pressors de- 
liver depend- 
able air 
service at 
lowest cost. 
Experi- 
enced design 
and preci- 
sion work- 
manship give 
long life with 
freedom from repairs. 





@ Timken Bearings 

@ Carbon-free Disc Vaives 
®@ Centro-Ring Oiling 

®@ Capacities to 360 cfm 
® Motor or engine driven 
@ Belt or direct drive 


Write for bulletins and complete 
information 





YOUR DISTRIBUTOR IS INDES- 
PINSABL! fC 


ONAIONN DFFINS! & 


The heavy pedestrian traffic along Park Row, in New York City, is receiving a dramatic, 
one-shot education in the time-saving advantages of buying industrial supplies from dis- 
tributors. Patterson Brothers is the instructor, with the window display shown above. Sur- 
rounded by a variety of important defense supplies, the chart in the center compares 
delivery time from manufacturers (2 weeks, 4 weeks, 2 to 3 months, etc.) with service from 
distributors ("On Hand"). Figures were taken from Mill Supplies’ Defense Survey. Patter- 
son's general manager, Walter Howlett, says the house recently furnished, out of stock, 
more than 1300 items on an order for 1400 placed by the Navy. 


George Roden Host For 
Dodge-Newark Picnic 


Lyon Iron Works 
Expands Plant 
An increase in 
space of 50 per cent is involved in 
plant construction just completed by 


Employees. families and friends of 
Dodge-Newark Supply Co.. Newark dis- 
tributor, gathered last month for a pic- 


production — floor 


nie at George Roden’s home in Hills- 
dale, N. J. 


Horseshoe dart throwing 


and other games occupied the morning. 


pitching, 


while in the afternoon a soft-ball game 
was organized for the men. To upset 
tradition in the ball game, the married 
men’s team soundly trounced the single 
men. A (with steaks 
and full trimmings), followed by a 
song-fest around the fire until after mid- 
night. rounded out the 


barbecue dinner 


day. 


Lyon Iron Works. Greene, N. Y., manu- 
factdrers of hydraulic material han- 
dling machinery. 


Additions have been outfitted for 
raw stock storage, steel fabrication, 


welding department and final assem- 
bly. A separate building is now being 
devoted to special work on extra large 
elevating tables and high-lift trucks. 

With these improvements and other 
plant re-arrangement, capacity 
has been doubled. 


Lyon 





Dodge-Newark picnickers, left to right, standing: George Roden (host), Horace Roden, 
Ross Patton, Norman Roden, Dick Seggel, Gordon Wilson, Johnny Lane, Wesley Simmons, 
Frank Tracey, Laggy Seggel (president), Norman Seggel, Austin Boice, Jimmy Jones, Don 


CURTIS PNEUMATIC_____._ 
MACHINERY DIVISION | 


of Curtis Manufacturing Company 
1919 Kienlen Avenue St. Louis, Missouri 





Jones, Jimmy Walsh, Eddie Patton and Jimmy Smith. Seated: Mrs. Jones, Lee Avento, 

Patty Wilson, Barbara Jones, Mrs. Ed. Patton, Mrs. Wilson, Henrietta Julich, Mrs. Seggel, 

Marianne Stoll, Mrs. Roden and Mrs. Boice. Down in front: Mary Adelaide Jones 
""Midgie’’ and David Wilson. 
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PORTABLE 




















EXTREMELY POWERFUL 
Develops the necessary pressure 
to embed the hooks flush in any 
kind of belt and clinch the 
points to make them stay em- 
bedded. 















Laces belts up 
to 6inches wide 
in one quick, 
easy operation. 


The Greatest Improvement in Portable Belt Lacers in 30 Years. 


NOW — for the first time in history, there is a PORTABLE lacer that 
will make a perfect joint in any belt. With the Clipper No. 9 Portable 
— you can embed hooks FLUSH with the surface of any belt and 
CLINCH the points. No other portable belt lacer will do this. It takes 
pressure-power measured in tons —not pounds —to lace belts prop- 
erly. Only the Clipper No. 9 provides this power in a portable lacer. 
ATTRACTIVELY priced! Phone your MILL SUPPLY Jobber for 
demonstration. 


Iustrated Folder: Send for folder describing the sensational Clipper No. 9 
Portable Belt Lacer. 


CLIPPER BELT LACER COMPANY, Grand Rapids, Michigan, U. S.A. 


LACING 


MILL SUPPLIES © AUGUST, 194) 


EASILY CARRIED 


Where a portable lacer is de- 
sired, the Clipper No. 9 can 
easily be taken to the belt. 





SCIENTIFIC AC- 
TION of the super- 
hard jaws embeds the 
hooks and “‘sets’’ them 
in a closed position 
flush with surface of 
belt so that the natur- 
al tendency to spring 
back is eliminated. 


al 

Produces a straight 
line of well-rounded 
loops. Permits larger 
size connecting pin. 
Distributes pulling 
strain equally on every 
hook. 


Speed & 
Defense By 
NOT 
Interrupting 
Production 


ee) EQUIPMENT 
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MAKE YOURSELF 
MORE MONEY 


Selling 
GH AAT PTO 


LMMYLI 


You can sell Champion Lamps your way — not 








somebody else’s way. That means you can go after 


and get those good lamp accounts you’ve never 


been able to touch before. 


The Champion sales policy fits your sales policy. 


You can sell Champion Lamps the same as you sell | 


other big volume merchandise. You'll get more 


business and make more money. 


Ask us to show you why. 





Champion Fluorescent and Incandescent Lamps are licensed under 
General Electric Company's incandescent and electric discharge lamp 
patents. They meet your customers’ most exacting standards of perform- 
ance; help you to hold as well as win the business. Remember, there's 
more volume and profit in lamps when you pick the CHAMPION. 


CHAMPION LAMP WORKS 


Lynn. Massachusetts 


A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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To the golfers assembled for dinner after 
the July 23 tournament of the New York 
Hardware Trade Association, Bill Hansen, 
president of Hansen-Yorke Co., New York 
distributor, explains how he won the cup 
for low gross. 


Bright Employs Expediter 
For Defense Orders 


George Jones has joined Bright & Co.. 
distributor in Reading. Pa.. as an ex- 
pediter of defense orders. His assign- 
ment back orders 
with manufacturers for supplies 


is to follow slaced 
needed 
by Reading’ defense plants. and assure 
their delivery on schedule. He was for- 
merly employed as an expediter on con- 
struction of the Indiantown Gap Mili- 
tary Reservation. 


Interstate Machinery 
Dressing Up Building 


Interstate Machinery & Supply Co.. 
Omaha distributor. is spending ap- 
proximately $10.000 in improvements 
to its building. reports D. M. Edgerly. 
vice president in charge of sales. A 
new front is being built on the sales- 
room, new fixtures installed, the light- 
ing system re-vamped. and the struc- 
ture generally modernized. 


Thermoid Announces Line of 
Rubber Covered Rolls 


Rubber covered rolls are the latest 
addition to the line of Industrial Rub- 
ber Products produced by Thermoid 
Rubber. Division of Thermoid Com- 
pany. Trenton, N. J. Simultaneously, it 
was announced that T. D. Dantzler had 
been added to Thermoid’s rubber re- 
search staff. Mr. Dantzler has had 22 
years’ experience in the rubber busi- 
ness, during a great part of which he 
has been intimately concerned with the 
compounding, production and sale of 
rubber covered rolls. 


UMI 





// 
ATAINTY 


y 
ACT SCIENCE 
V 


Shown here is a Standard Bronze 
125 1b. Gate Valve. Also available 
is a complete line of Globe, Angle 
and Check Valves, with bronze or 
iron body, bronze mounted for 
water or gas or steam. Each of 
these is designed and built in com- 
plete accord with the Powell tradi- 


tion of precision. 


There is no guesswork in Powell 
Valves. Materials are selected, de- 
signs created, production processes 
developed with absolute certainty. 


Each new Powell Valve is the answer 
to a specific problem, set up by some 
new Industrial Process. Each of 
these problems is analyzed and an- 
swered by the tireless effort of 
Powell engineers, aided by the most 
up-to-the-minute laboratory equip- 
ment. 





Year after year the strict adherence 
to this policy has built up a line of 
valves which is adequate to the needs 
of modern American industry. And 
at the same time it has created an 
engineering staff, ready and able to 
solve new industrial problems with 
a certainty that is only possible by 
the expert use of the modern instru- 
ments of exact science. 


TheWm. Powell Company 
Cincinnati, Ohio 
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BIG \.x Roper 





@ Quiet operation 
®@ Smooth delivery 





16 Standard Sizes 
8 Standard Series 


Whether for general transfer work or 
for use on a hydraulic mechanism, there 
is a Roper for the job. Pumps are 
standard fitted, bronze fitted, or all 
bronze. Capacities from 1 to 1000 gallons per 
minute—pressures up to 1000 lbs. per sq. in.— 
speeds from 1800 r.p.m. down—mountings and 
drives for every practical purpose. 








Easily installed—here’s a saving that your customers will apprecicte. 
Saves space—another point that appeals to prospective users. 


Always primed—once primed and in operation the Roper will al- 
ways pick up its own prime, instantly. 


Operates in either direction—will deliver same volume at same speed 
against same pressure with same quietness. 


In your territory is a Roper representative—he has had wide experi- 
ence in selling pumps—if you need help he will be glad to cooperate 
with you—contact him and learn all about the sound help he can 
readily give you. 


Check into every factor and you will see that this is the pump to push 
beginning now—show your customers larger capacity with lower 
power consumption and greatly 

















reduced operating costs. 


To get all of the facts, write DO YOU KNOW 
today to Geo. D. Roper Corpora- WHAT THIS 


tion, Rockford, Illinois. SEAL MEANS? 





Get our latest catalog 942 and learn all 
GEO. D. ROPER CORP. about the new ROPER ‘'Hydraulically 
ROCKFORD, ILL. Balanced’'’ PUMPS 











——_— —— — 


——_———— 


OEP ENOABLE- Since 1657 


ROPER K-ta.. PUMPS 
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Norton Appoints Fielden 
Director of Purchases 





PAUL FIELDEN 


Norton Co., Worcester, Mass.. has 
appointed Paul Fielden as director of 
purchases. Mr. Fielden has been con- 
nected with the company 21 years. He 
has been prominent in local and 
national credit men’s associations, and 
in 1937-1938 was president of the 
National Association of Credit Men. 

John Miller, for a number of year- 
assistant credit manager. succeeds Mr. 
Fielden in his former post. 

Marcus W. White retains the position 
of purelvasing agent. which he has held 
with the company for many years. 


Wage-Hour Law Exempts 
Firms Doing 75% Retail 


The Wage and Hour Division of the 
U. S. Department of Labor will exempt 
any establishment in which at least 
75° of its sales are retail from the 
10-hour week and  30-cents-per-hour 
minimum wage. Where wholesale. com- 
mercial and industria] sales, non-retail 
in character. total more than 25°. the 
10-hour week and the 30-cents-an-hour 
minimum will apply. 

At the same time, the Division will 
broaden its concept of a “retail sale.” 
As a result. some sales to industrial or 


commercial purchasers may be _ in- 
cluded as retail in determining the 


status of an establishment under the 
Wage and Hour Law. These sales must 
be of articles commonly sold both to 
business and private purchasers and 
must be in a quantity or at a price simi- 
lar to sales to private purchasers. 

This policy was announced today by 
General Philip B. Fleming. Adminis- 
trator of the Division, in making public 


| a revision of the Division’s Interpreta- 
| tive Bulletin No. 6. The revised policy 
| is effective July 1. 


UMI | 





GET YOUR HEATING SEASON 
PROFITS NOW!...... 


MILWAUKEE 
FLUE 
BRUSHES 


Insure Quick 
Turnover with 


Minimum Sales 
Effort .-.-... 


MILWAUKEE Flue Brushes 
offer an excellent assortment of 
types and styles for all stand- 
ard makes of boilers and furn- 
aces. Each is a top notch 
value built for better and 
longer service. 


Rigidly constructed . . . spe- 
cially tempered carbon steel 
wire ... more wire per brush 


... these are but a few of the 
many reasons why MIL- 
WAUKEE brushes easily whip 
the toughest flue cleaning jobs 
—why they outlast ordinary 
brushes several times over. 


Heating plant engineers ap- 
preciate the economy in using 
quality brushes. Be prepared 
to get your share of their busi- 





kai need it ness by placing your stock 

4 order today! Illustrated de- 

THE MILWAUKEE BRUSH MANUFACTURING COMPANY scriptive folder available on 
MILWAUKEE, WISCONSIN request. 


QUALITY 


ILWAUK WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 
BRUSHES 











LT: Key to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 





= 
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When they’re 
IN A HURRY 
Give ’em 
“First-time” Tightness 


with DARTS 





Today's buyers want unions 
they can put up quickly—and 
get tight joints without fail— 
without delays. Darts give just 
that kind of service. They've 
got bronze seats, ground and 
matched for quick, sure tight- 
ness without jamming. And 
there’s plenty of extra heft in 
the malleable iron bodies and 
nuts, to prevent stretch and dis- 
tortion. In other words Darts 
have what customers want. 
Push Darts for your own profit 
and for satisfied customers. 
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From all parts of the country, and from Canada, Black & Decker field men converged on 
Deer Creek, Md. the last month in June for the firm's annual sales conference. 


Black & Decker Holds 
Sales Conference 


Blac k & 


managers and 


Decker branch 
travelled to 
Towson. Md.. the last week in June for 
a five-day sales conference with factory 
official- 


First day was spent in Towson. where 


Sixty-five 


salesmen 


the group was taken on an inspection 
tour of Black & Deckers plant. That 
afternoon the conference moved. in a 
body. out to Deer Creek for four days 
of outdoor life and daily eclinies on the 
sale and application of electric tools. 
This portion of the program = was 
called to order by Robert D. Black. vice- 
president. with remarks by S. Dunean 
Black. pre sident. and Alonzo G. Decker. 
general 


“Production under 


the present emergency” 


Mnanayer. 
was discussed 
bv A. G. Decker. Jr.. vice-president. 


Link-Belt Plants 
80°% on Defense 


Including indirect and direct defense 
orders. Link-Belt Co. is devoting 80 per 
cent of its productive output to defense, 
Alfred Kauffmann. president. told a 
meeting of the firm's executives recently 
called to expedite production. 

Since the initial national emergency 
was declared. the company has ex- 
panded its working force by more than 
60 per cent. Vir. Kauffmann said. In 
many plants three shifts are at work, 

In addition to standard Link-Belt’s 
chains. conveyors. sprockets and powet 
transmission equipment. the company is 
working on these outstanding defense 
projects: 

Gun carriages for the largest mobile 
anti-aircraft gun vet planned. It fires a 
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shell 4.7 in. in diameter to a height of 
almost ten miles, and has an explosive 
area of half a mile. 

Assembly of 81 
shells. 


Sewage disposal 


mm. trench mortar 
systems for army 
camps. 

Drives for amphibian tanks to be 
used by the Marines. 

Turret platforms for the Army’s new 
medium tank (55.000 Ibs. of fast-mov- 
ing. gun-studded trouble for any enemy 
of Democracy”). 

Driving sprockets for the Army's new 
armored scout car. 

Ammunition stowing and handling 
chains for battleships and cruisers. 


Machine Tool Output 
Still Rising 


Machine tool shipments for June in- 
creased to $63.400.000 as compared to 
$60.800,000 for May of this year and 
$34,000,000 for June 1940, it was an- 
nounced by the National Machine Tool 
Builders’ Association. The entire pro- 
duction of the industry is going to 
national defense and aid to Britain. 

The industry has practically doubled 
its rate of production within the last 
twelve months. Ninety-five percent of 
the employees in the industry are em- 
ployed in companies working two 01 
three shifts. subcontracting is steadily 
increasing and programs for training 
new employees are in full swing. 

Shipments are expected to continue to 
mount steadily and according to present 
indications the industry will meet or 
exceed its announced goal of a total pro- 
duction of $750.000.000 during the 
vear 194]. 
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Men like to work with 


ACCO Aegisleied SLING CHAINS 


% From many years of 
experience we, of ‘‘American Chain,’ have boiled 
down a great deal of money-saving information on 
the use and care of Sling Chains into a handy book- 
let, a copy of which we’d like to send you. 

Ordinarily chains are not given any care when not 
in use. But it pays well to look after chains and to 
use them according to recommended practices. 

We have also found that men like to work with 
American Sling Chains. They feel safe with them, 
and they are very likely to take better care of them 
than of unknown chains. Acco Sling Chains all 
carry a metal identification tag because men like to 
be sure they are working with this chain. 

This confidence has solid foundations in our fixed 


policies. We have never lowered quality to meet a 
price. Rather we have packed so much performance 
into each chain, that, whatever the price, the re- 
turns per dollar give you an extra dividend on your 
chain investment. 

Where you must have sturdy resistance to bend- 
ing, gouging, extreme temperatures and moderate 
impact loads, we recommend Endweldur Sling Chain 
with links welded at the end instead of the side. 

What we say of our Sling Chain is equally true of 
all the chains we make, both welded and weldless. 
No pressure of rush orders could induce us to relax 
in our research tests to keep American Chain ahead 
of the most rigorous requirements of today and the 
future. 


AMERICAN CHAIN DIVISION * YORK * PENNSYLVANIA 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


f» ESSENTIAL PRODUCTS... AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable Iron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 

ba Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
> READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 


reace 
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| W. F. Crawford New President 


A LINE THAT HAS | Of Edward Valve Co. 





W. F. CRAWFORD 


William F. Crawford, vice-president 
since 1937, has been elected president 
of the Edward Valve and Mfg. Co., 
Inc., East Chicago, Ind., filling the va- 
cancy created by the death of W. W. 
Crawford earlier this year. The new 
president has been associated with the 
organization since 1931 and has had 
active charge of manufacturing, re- 
| search, advertising and sales promo- 
| tion activities for some time. He is a 
member of numerous technical so- 
cieties. 


ERMETO 


SAFETY FITTINGS 


> 


Blackmer Pump Names 
New Representatives 


Appointment of several new field men 
has just been announced by J. B. Trot- 
man, general sales manager of the 
| Blackmer Pump Co., Grand Rapids, 
| Mich. A E. Woollam and C. F. Harper 
will cover western Michigan and 
northern Indiana; J. B. Foley will 
cover upper New York; W. A. Duncan 
has been transferred from the factory 
to Atlanta; and J. H. Sprenger has 
been appointed to western Tennessee 
and eastern Arkansas. 


ne kind of fitting 
for all kinds of tubing 


No flaring, welding, soldering or threading 


RMETO Fittings— nipples, connections, unions, 
E elbows, tees and sleeves are now available for i— ren — 
tube diameters from %’’ to 142’’O0.D. Your customers 
having hydraulic, gas, water, air and fuel lines or 
oiling and steam systems are immediate prospects 
for Ermeto—the new kind of fitting that holds 
up beyond the burst strength of the tube itself. 





Write for descriptive literature and samples 
THE WEATHERHEAD COMPANY © Ctevetann, onto 


~ 





The annual Keystoners’ golf outing is still 

being talked about and here is the commit- 
| tee that worked hard to make it a success— 

McCann, Berrington and De Jure. 
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Today's emphasis on increased production 
has brought to the attention of industrial 
buyers everywhere, the marked superiority 
and extra producing capacity of the MAR- 
VEL System of Metal Sawing—MARVEL 
Sawing Machines and the unbreakable 
ny ga High-Speed-Edge Hack Saw 
ades. 


4 
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Cutting-off continuously at high speed 
at Wright Aeronautical Corporation. 


Since the start of the National Defense Drive, these MARVEL PRODUC- 
TION SAWS at the Wright Aeronautical Corporation, Paterson, N. J., 
have operated continuously; have been cutting-off "round and square stock, 
all kinds of alloy steel up to 10” D, and 10” Sq. and giving A-1 satisfaction.” 


When photographed, the MARVEL 9A was cutting-off S.A.E. 3140 Steel 
Tubing, 3!/,” O.D. x 17/2” |.D. at the rate of a piece every minute and a 
half, while the MARVEL 6A was cutting a slice from a 5!/,” D. Cold Rolled 
Steel bar every six minutes. These heavy duty all ball-bearing saws with 
automatic bar push-up, will cut-off more pieces, floor-to-floor, than any 
other cutting-off machine or method. 





ARMSTRONG-BLUM MFG. CO. “The Hack Saw Pedple” 


5700 Bloomingdale Ave., Chicago, U.S.A Eastern Sales: 225 Lafayette 5S? N.Y 
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\Bror CONSISTENT 
SALES VOLUME 
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THE EDWIN H. FITLER CO. 


Manufacturers of Quality Rope for Over a Century—Established 1804 
MAIN OFFICE, PHILADELPHIA, Pa. 
New York Chicago St. Louis Los Angeles 


San Francisco Portland 








‘TO CALLS 





‘Bucket"’ Design with auto- 
matic take-up for wear— 

the greatest pump economy 
feature known. 


The Line with features that 
make sense to ALL pump users. 


@ Standard units for most industrial pumping jobs—saves cost 
of “special pumps’’. 


@ The most complete line of Rotary Hand Pumps on the market 
54 models. 


@ Power pumps from | to 700 GPM—many different construc- 
tions and drives. 








AND FOR YOUR USE- A sales manual that takes 


the “higher mathematics” out of pump selling. 


Write for our jobber proposition today. It gives you 
a new slant on pump selling. 


BLACKMER PUMP COMPANY 


1818 Century Ave., S. W. 





Grand Rapids, Mich. 
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Distributor's Machine Shop 
Turned over to Defense 


Changing conditions brought about 
by defense activities raised a problem 
of major proportions in the case of Paul 
Roberts Machinery & Supplies. of Poca- 
tello. Idaho. They met it this last spring 
squarely and with the axe, though it 
was like a man chopping off his own 
foot. One of the largest individually 
owned machine shops in the Northwest, 
the parent of a now flourishing supply 
business. was sold almost lock. stock and 
barrel. Defense activities and the fact 
that machines such as they had accumu- 
lated were sorely needed caused the 
move, 

This business was started by Paul 
Roberts in 1911, as a machine shop only, 


Paul Roberts and Mrs. Roberts, president 
and purchasing agent of Paul Roberts ma- 
chinery & Supplies, Pocatello, Idaho, dis- 
tributor, released their machine shop and 
machinists to defense industries. 


and has been operated ever since by 
him with the assistance of Marian Rob- 
erts. his wife, who acts as purchasing 
agent and sales manager. It was in a 
small downtown location. In the early 
years, they did a small business in sup- 
plies as a convenience to their cus- 
tomers among the contractors and small 
shops in the vicinity. 

In 1927, they pulled out to the out- 
skirts of the city into a larger building 
of their own, fully intending to “lose” 
the supply business in the move if they 
could. But by that time parking facili- 
ties were such downtown that the sup- 
ply trade joyfully followed them to the 
open spaces. By 1940 supplies had 
grown to represent 75°° of their total 
annual volume. 

But the shop, with its fine precision 
machines and well trained force of 
expert mechanics, was continued at top 
efficiency and production. While no 
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longer the big end of the business, it 
was profitable and also acted as an 
excellent feeder for the supply busi- 
ness. It was in a position to back up the 
small machine shops and contractors by 
undertaking certain classes of large or 
special precision work that the smaller 
shops could not handle. 

Then the defense program got into 
full swing and the applecart was in. a 





Pride of the Roberts shop, this 36-in., 
geared-head lathe was one of the most 
needed by defense contractors. 


sense upset. Lured by high wages and 
talk of still higher wages, Roberts’ ma- 
chinists began to leave in a gold rush 
to larger cities. With fine machines and 
no mechanics. Roberts was faced with 
two alternatives; either to sell the ma- 
‘hines. then commanding a good price, 
and greatly needed in this emergency, 
or let them stand there eating their 





Services of Roberts’ steel-fabricating shops 
are being expanded to fill the gap in the 
business left by the machine shop. 


heads off in investment charges. He 
chose the former course. 

But Roberts was not left without an 
ace up his sleeve. He has a good-size 
steel-fabricating shop. In it he manu- 
factures such items as steel tanks, and 


dees fabricating for his supply cus- 
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Industrial Magazines 
Carry Strong, Convincing 


KESTER Advertising Regularly 


For a profitable solder business, 
stock and sell KESTER—the kind 
your customers know and want, 
the kind you know will give them 
best results and build repeat sales 
for you! 


Kester advertising —in The Iron 
Age, Steel, American Machinist, 
Factory Management, Industrial 
Equipment News, Metals and Al- 
loys, Wire and Wire Products, Mill 
and Factory, and 19 others—helps 
you get this profitable solder 
business. 


That's not all! Kester quality holds 
the business for you, through the 
genuine satisfaction it gives, what- 
ever soldering job it's assigned to 
do, whether in production or main- 
tenance work. 


Kester Acid-Core for general sol- 
dering and Kester Rosin-Core for 
electrical work, both of highest 
purity and both with self-con- 
tained flux in proper kind and 
5- and 20- 


amount, come in |-, 
pound spools. 


KESTER SOLDER COMPANY 


4214 Wrightwood Avenue 


Chicago, Illinois 


Eastern Plant: Newark, N. J. 
Canadian Plant: Brantford, Ont. 


KESTER coreD SOLDERS 


STANDARD FOR 


INDUSTRY 
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Every industrial plant —— This is being continued and 


enlarged to act as a feeder to the supply 


Every process plant | business. He is able to do this because 


the mechanics for cutting. shaping and 


relding steel require nowhere near the 
Every factory Sue ae 


training that a first-class machinist re- | 


Every mill — 


So, at Roberts, business is going on 


3 - as usual and more so, because he was 
in our territor able to “slant” his service activities a 
y Y trifle differently. In the meantime Uncle 


can profitably use Sam, indirectly through his defense 


industries, is ahead a number of fine 


SMOOTH-ON machines and first-class machinists. 


lron Cements Allis-Chalmers Strike | 
é h x Issues All Settled 
or the following purposes: Tes hb ie edt wet i! 

Washington D. C., last April between | 














DARNELL 
CASTERS & WHEELS 


KEEP 
TURNING 











Cronk omy the Allis-Chalmers Mfg. Co. and the | 
| “\Giz | bargaining committee of Local 248 AND 
Se U.A.W. C.LO. were fulfilled last month 


when a 5¢ general wage increase was | 
accepted by both parties, according to | 
Lee H. Hill, vice-president in charge of 
the company’s industrial relations de- | 
partment. The Washington agreement | 
— Sealing Leaks left the matter of wage increases to be 
(SMOOTH | 
at seams, bolts, rivets, | discussed later in Milwaukee. and these 
Pipe joints, etc. Also 
for stopping leaks in 
} apparatus and pipe 


j lines. 
_— 


Nearly 4000 models 
from which your 
customer can select 
the exact type for 
his particular needs. 


Repairing Cracks 
in shells or casings of boilers, heaters, 
pumps, process apparatus, valves, etc. 





| negotiations have now been concluded. 





Darnell Casters and 
Wheels keep turning 
and earning—for 
you as well as for 
your customers. 


Graton & Knight Plugs Theme 
“Sell ‘em What you Can Deliver" 


pliances, tools, utensils, 
etc. 





of apparatus, fixtures, ap- | 
| 


With a direct-mail campaign designed 
fete ceer Ss) | to reach users of leather belting through 
-_ their distributors, Graton & Knight Co. 
Making Tight Joints | jast month was promoting the idea “Sell 
on threaded, flanged. | “em What You Can Deliver.” Each piece 
and other types of | in the campaign has the distributor's 
pipe connections. name imprinted on it, and the campaign 
is organized and mailed (to a distribu- 
tor’s customers) from Graton & Knight’s 
headquarters in Worcester, Mass. 

The opening promotion piece is a 
mailer picturing a waiting truck, and 
states the distributor’s ability to make 
immediate delivery on leather belting, 
and that his stocks are backed up by 
a manufacturer working at an all-time 





Waterproofing 
walls, cisterns, tanks, 
etc. from the inside. Also 
for making hard, water- 
proof, non-dusting floors, 
patching ruts and holes 
in floors, anchoring or 
tightening bolts, making 
watertight joints around 
pipes through walls, etc. production peak. 


Write for supply of Smooth-On Second part of the campaign is a 
Handbooks for your salesmen and | “self-selling” calling card. imprinted 
trade, and for full information and | for each distributor salesman with his 
prices on these many-purpose iron 


| own name, as well as that of his com- 
cements—used for over 45 years. | pany. A double card, it also presents 


Smooth-On Mfg. Co., Dept. 25 a brief sales message on distributor 


570 Communipaw Ave., Jersey City, N. J. | service. The card is left by salesmen, on 


.. THIS d 
VALUABLE 


NEW 














calls, so the message will be spread per- 
Tell your customers — sonally even though customers’ time is 


at a premium. 


No it with George Abbott. vice-president of the 
| company, says the campaign was devel- 

oped after the firm’s district managers 

SMOOQTH-ON returned to the factory for a special 
meeting after the Triple Mill Supply 


Convention in Chicago. 








Darnell Corp., Ltd. 


LONG BEACH, CALIFORNIA 
36 N. CLINTON ST., CHICAGO 
60 WALKER ST.. NEW YORK CITY 
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Metal shop furniture was attractively dis- | 


played to Daytonians last month, as Klinger- 
Dills Co. designed this window arrange- 
ment of Lyon Metal Products’ stools, bench 
bin, shop containers, tool boxes, tool stands 
and chairs. In the background a photo- 
graphic enlargement of their catalog em- 
phasizes “Delivery Right Now’. 


Shafer Bearing President 
Captain in Air Corps 


M. J. Tennes, Jr., president of Shafer 
Bearing Corp., entered active service 
as a captain in the Army Air Corps on 
July 5. He is stationed at the Air Corps 
Advanced Flying School in Phoenix, 
Ariz. 

During Captain Tennes’ absence, 
management of the company will be 
under the direction of John F. Ditzell. 
vice-president and general manager. 


Named Manager of Buda'‘s 
Distributor Sales 


Roy P. Williamson has been ap- 
pointed sales manager of the industrial 
distributor division of the Buda Co.. 
Harvey. Ill., manufacturer of engines 
and railroad supplies. Mr. Williamson 
was formerly with the Gustin-Bacon 
Mig. Co. 
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This hoist rack built from standard stock 
pipe and fittings, coated with aluminum 
paint, is the work of L. "Stoney" Stone- 
burner of lowa Machinery & Supply Co., 
Des Moines. He finds it persuades cus- 
tomers to get the feel of a hoist. 





facture of high-grade 








CMA 
OICe 


for More Tool Mileage 


Accurate in design and manufac- 
ture, UTICA TOOLS function. 
with precision, ae and time- 
saving and profit-making speed. 
Made by specialists in the ment 
; an 
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Crashing in 
with 
Full Support! 


The days of being pressed for deliveries 
from every side are still here and will 
continue, 

Lenox Distributors can be sure that they will 
get full co-operation plus Lenox Quality. 
Careful study of the DEFENSE SUPPLIES RAT- 
ING PLAN will help. We are doing this and 


| 

| 

, ; | 

urge your co-operation. 
| 


“The Blades in the Plaid Box” 
American Saw & Mfg. Co. | 


Springfield, Mass. 








@ Above is reproduced in miniature 
first of a series of two-page, full-color adver- 
tisements which will be published in all leading 
engineering, trade and industrial magazines commencing in 
August issues. This smashing campaign will constitute a power- 
ful aid to wholesalers selling Bunting Standardized Precision 
Bronze Bearings and Bars. Stock up your store and tune up your 
staff. The Bunting Brass & Bronze Company, Toledo, Ohio. 
Warehouses in All Principal Cities. 


BUNTING 


Gs. BEARINGS 
PRECISION BRONZE BA 





mS + BABBITT METALS 
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In spite of the highlights and shadows, a lot 
of people in the Northwest will recognize 
Sales Manager E. J. Simons, Jr., (right) 
and Salesman Frank Johnson, both of the 
General Machinery Co., Spokane, Wash. 
Planer knives and grinding wheels are a 
hobby with Johnson; he sells plenty of them. 


American-Marietta Replaces 
Aluminum With Lead Paint 


The American-Marietta Co., is meet- 
ing the aluminum shortage problem 
with five new items to replace their sales 
on aluminum paint. It is to be called 
the “Defense Line”, The new line in- 
cludes a metal lead paint that is suitable 
for use on new and old galvanized 
metals. 


Southeastern Traveliers 
Play Golf Together 


The Southeastern Traveliers Club, an 
organization of hardware and mill sup- 
ply salesmen traveling the southeastern 
states, held its second annual golf tour- 
nament at the Druid Hills Golf Club in 
\tlanta. Ga. Tom Robertson, Columbian 
Rope Co.. won a prize for low gross 
score, and T. W. McAllister, secretary 
of the Southern Hardware Jobbers As- 
sociation, turned in the second low 
gross. Other prize winners were H. E. 
Newell, Harris Carlock, George Stanley, 
\. R. Kivette. Marion Davis, W. C. 
Cornu and J. M. Goodwin. 

After the golf tournament a dinne1 
meeting was held on the terrace of the 
club. The applications of 21 new mem- 
bers were considered and approved at 
this meeting. 

In addition to those already men- 
tioned, members who participated in 
the outing were W. H. Burkitt, H. C. 
Carby. Jack Chambers, C. E. Ewing, 
Paul Gant. P. C. Hobson, G. L. McBrien, 
R. S. Martin, George Pitts, Frank Ross, 
and Ira Valentine. John Braswell, R. L. 
McLean, Otho Shipley, Arthur Keeble 
and FE. E. Bengston were guests. 
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Machine Tools Topic For 
Meeting in Canada 


To what extent older machine tools 
can be utilized to speed defense pro- 
duction is to be the major topic of dis- 
cussion at the three-day semi-annual 
meeting, American Society of Tool Engi- 
neers, when that organization convenes 
at the Royal York Hotel in Toronto, 
Canada, Oct. 16 to 18. 

The meeting will seek to determine 
in a general way to what extent machine 
tools are a ‘bottleneck’ in defense work. 
The technical sessions on the opening 
day will be devoted to a general consid- 
eration of machine tools for defense 
work. A discussion of new modern ma- 
chine tools versus used Machine Tools, 
and a further elaboration of the latter 
topic in terms of “Utilization of Old 
Machine Tools on National Defense 
Work”, are scheduled to follow. 

Since machine tools are useless with- 
out cutting tools to equip them, the 
second day’s technical session will be 
devoted to “Getting the Most oui of 
Cutting Tools”. 


Armstrong-Blum Moves 
New York Office 


New York office of Armstrong-Blum 
Mfg. Co. has been moved to 225 Lafay- 
ette St.. New York City. 





To raise and lower the approach to the 
highway ferry up at Mackinac City (Mich.) 
so that the boat deck can be easily 
loaded, two Joyce hydraulic hoists have 
been installed. Equipment includes two 
jacking units of 1734 in. piston diameter, 
hinged at top and bottom to compensate 
for the arc traveled by point of suspen- 
sion, and two electric-hydraulic pumping 
units with 120-gai. tanks. Push button 
controls on the wharf. Total lifting capacity 
60,000 Ibs. Rise 6 ft. 


Js 


A Profitable Line 
for Distributors 





Distributors have foand Fairbanks Valves a 
profitable line because— 


@ Our exclusive distributorship franchise as- 
sures a permanent, profitable valve busi- 
ness, 





@ Thousands of satisfied users are a constant 
source of repeat orders. 

@ National acceptance for more than 50 years, 
which reduces sales resistance. 

@ We give distributors the active sales co- 
operation of our salesmen, 

@ Fairbanks offers a complete line of stand- 
ard and renewable competitively-priced 
valves, 

@ Quick shipments can be made from our 
large factory stock. 


Investigate the Fairbanks franchise for your 
territory. There is no better time than today. 


THE FAIRBANKS COMPANY 
19 East 4th St., New York, N. Y. 


Boston, Mass., Pittsburgh, Pa. 
Factories: Binghamton, N. Y., Rome, Ga. 






















Fairbanks - - - 
Bronze and IronValves 
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SHOW IT and ITS SOLD! 








Fig. 
1510 


Pat’d 
and 
Pats. 
Pending 


Cutout 
Section 
Shows Locking 


LOCKING 
RING 





Reg. U. S. Pat. Office 


“Unshako” sells itself on its own 
unique merits ... a built-in, self- 
energizing locking ring that un- 
failingly paralyzes vibration, 
holds tight come heck or high 
water. Yet it is easily applied or 


removed . . . can be used repeat- 
edly in no way retards 
assembly. 


Sales are way up! Everything is 
with you ... and there’s a big 


advertising and promotion campaign behind the 


“Unshako” Self-Locking Nut. 


Write us; we'll be glad to explain our dealer’s proposition. 


STANDARD PRESSED STEEL Co. 


JEnHIATOWA, 


Penna. 
—— snencacs ——~ 


tox 519 


BOSTON - DETROIT - INDIANAPOLIS - CHICAGO ST. LOUIS ~ SAN FRANCISCO 
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| most far-reaching expectations. 


PA's Trying To Arrange 
Long-Term Commitments 


The struggle is becoming much mor: 
intense in purchasing circles to ar- 
range deliveries of an ever-growing 
number of materials which are scare: 
or short. especially for commercia! 
consumption, according to the July 2( 
survey of the National Association 0} 
Purchasing Agents. 

There appears on the horizon two 
items of grave concern: the plight ot 
the so-called nonessential industry that 
will not be permitted to have several 
of the materials now being found most 
necessary for defense production, and 
the possible plight. three to five years 
hence. of those industries which have 
extended their plants and increased 
their equipment holdings beyond the 
The 
machine tool industry which has and 
is playing such an important part 
at this time, and which undoubtedly 
will continue its feverish haste to pro 


| duce equipment during the next year. 





sooner or later. is bound to reach the 
saturation point unless all past per- 
formances can be ignored entirely. So 
also would it appear that the enormous 
manufacturing and finishing capacities 
will be in excess of any possible peace- 
time requirement, hence the concern 
felt on many sides toward the longer 
future. Nevertheless, there is no other 
course for American industry to pursue 
at this juncture than to proceed with 
all haste in the production of ma- 
terials for the defense and armament 
program. 

Commodity prices again have moved 
higher generally and, while the week 
to week upward movement is slight, it 
is found that since the first of the 
year the all-commodity index has ad- 
vanced some 13% and industrial com- 
modities have increased on about the 
same scale. 


Inventories are continuing on rather 


even levels. Some items are being 
increased slightly, while others are 


losing ground in the higher rate of 
manufacturing operations now in effect, 
but the great scarcity of materials in 
the metal working industries has many 
concerns workigg band to mouth from 
an inventory standpoint. In the ex- 
tended effort throughout purchasing 
circles to have vendors plan produc- 
tion ahead in order that requirements 
may be forthcoming when needed 
weeks or months hence, much of this 
booking is on the basis of “price at 


| time of delivery.” 


Buying policy has changed entirely 


| from the making of commitments for 


assured manufacturing schedules to 


| that of getting along currently with 


| terials 


the least volume possible of the ma- 


needed in the defense and 
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armament program. In the less criti- 
cal lines of trade, there can be no fault 
found with the procedure of purchaser 
and vendor planning ahead so as to 
have regular deliveries made as pro- 
duction requirements occur in the 
plant of the consumer. This policy is 
finding widespread acceptance on all 
sides. 

In a definitely sellers’ market such 
as now prevails, situations from price 
standpoint are bound to be_ taken 
advantage of, as the opportunity to 
change source of supply is entirely 
eliminated in many cases, and have at 
least shrunk in others. Nevertheless, 
the more reliable concerns are ex- 
tremely conscious of the time when 
the present stress will pass and a nor- 
mal state of affairs from supply-de- 
mand standpoint will appear again. 
when their ethical and fair dealings of 
today will pay dividends. 


Sturges, of Manhattan 
Rubber, Dies 


H. S. Sturges, traffic manager of the 
Manhattan Rubber Division of Raybes- 
tos-Manhattan, Inc., Passaic, N. J., died 
on June 27 after a short illness. He had 
been with the company for 33 years. 

Succeeding him is T. E. Conklin, who 
was assistant traffic manager. The new 
assistant trafic manager is W. H. 


McKean. 








W. E. Poor, executive vice president of 
Hygrade Sylvania Corp. takes over the 
mike from B. G. Erskine, president, to tell 
managemert's story to 250 officials of the 
company who gathered on May 27 in a 
big get-together aimed at fostering closer 


ties and mutual understanding between 
different executive functions in the firm. 








"We make an 
ATTRACTIVE PROFIT 


@ An eastern distributor writes that 
since the first of this year they have 
done exceptionally well with Paasche 
Airpainting Equipment — that this is 
going to be one of their major lines— 
and that the profit angle is an attrac- 
tive one. 

That is the Paasche Sales story to- 
day—North, South, East, and West, 
distributors are finding a ready market 
for this line, which includes types for 
all needs. 

The answer is that each Paasche 
Unit does a quality job—each is 
equipped with features that mean 
complete long-time satisfaction—each 
operates at lowest cost. 


SELLING 


AIRPAINTING 
EQUIPMENT” 


If you are looking for a profitable line, investigate Paasche now—sell this Air- 
painting Equipment that will be a profit maker as long as there are automo- 
biles, airplanes, machinery, furniture, toys, novelties, ships, rubber goods, plastic 


products, etc. 


Get our new bulletins—ask about the pro- 
tective Paasche Distributor policy. 





CHECK THIS LIST OF 
SALES POSSIBILITIES— 
FOR QUICK DELIVERY— 
IN PRACTICALLY ALL 
MARKETS 


Airbrushes 


. Airregulators and Water, Oil, and 
Dirt Separators 


Aircompressor. Units 


Automatic Airpainting Units 
Material Circulating Systems 
Oiling Guns 





Many Water Wash Airpainting Booth Installa- 
tions have been sold by Paasche Distributors 












One of many Paasche Au 
tomatic Shell Coating 
Units in one plant. 

Flocking Units 

Portable Airpainting Units 

Stripers 

Ventilating Units for vapors 
and dust 

Water Wash Booths 

Respirators 

Water Moistening Guns 

Material Containers 

Sprayers 

Dusters 

Turntables and Handling Devices 

Electrically-Heated Airbrushes 

Lights for Booths 

Valves (air and fluid) 

Hose Couplings 








ib mush leo 
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GILMER KNOWS from Coupon Testsi¢ 


M. R. Oberholzer, Soles Manager 
L. H. Gilmer Company 





———_—s 
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<2 Seen 





L. H. Gilmer Company Advertising 
Prepared by Geare-Marston. Inc. 









































GHT PEOPLE READ FACTORY... 


“the right people’—for Gilmer and for more than 500 
other FACTORY advertisers—are the plant operating 


ee W . * = e ad 
officials, “the men influential in selection ... . 
“There is a community of interest between sistent advertisers in FACTORY. Many of these, 
Mill Supply Distributors and the readers of like Gilmer, class it as “leading medium on our list”. 


FACTORY MANAGEMENT & MAINTEN- 


You must have noticed how many of these shrewd 
ANCE .. an important basic fact when we make 


merchandisers have called FACTORY “the back- 





up our advertising plans each year,” writes Mr. b f line”. “ — ” 

: ‘ one of our selling our basic paper’’. 

é M. R. Oberholzer, on the opposite page. Con- 5»? Pal 
tinuing to emphasize the proved pre-selling 


panes of tile seaigenine, dex Gllae sales teen FACTORY, indeed, has become the Market Place 
e agi 2, the G *r sales mana- 
Is ger says in effect: for the 80,000 technical management men who do 


the bulk of the buying and the 500 advertisers who 
“The Gilmer line serves all industry ... by 
ae ie ‘ make the bulk of the sales. 
using FACTORY as a leading medium on our 
list, we reach men influential in the selection : : 
ae : There is good sound reason why the number of 
of power transmission drives and open many 


sites saaaimais: nig Cine 0 iis oink Mes th, advertising pages in FACTORY, comparing the first 
ing. half of 1941 with 1940, showed a greater monthly 
increase than in all industrial papers, by 99-3/10%. 
e eee pap ' C 

“The right people read FACTORY—we 
ventiabenes se Fiat So wey we Ask for a recent issue, if you haven’t seen one. 
have been advertising in it for many years— , er ae : 
: : lig Determine for yourself what quality it is that gives 
since long before it appeared under its present ; i ee : : 
title. It is doing a good job for us.” the editorial and advertising pages of FACTORY 
such absorbing interest for your customers and 
More than 500 manufacturers who have products prospects. We'll gladly send a copy, with our 


to sell to all the manufacturing industries are con- 


| FACTORY 


MANAGEMENT and MAINTENANCE 


A McGRAW-HILL PUBLICATION 
330 West 42nd Street, New York, N. Y. 


compliments. 





WVANUFACTURERS’ ADVERTISING 


IN FACTORY HELPS YOU 
SELL TO INDUSTRY 











LAL 


with a “3rd Comfort” Feature 
for Every Worker! 





Seat comfort, back comfort, plus “3rd com- 
“Height always right” 
every worker, gives streamlining to your 
assuring 
smooth running maximum hourly volume. 


fort” feature 


production operations, too, 


VER- 


give the ultra-modern touch to office or shop. Seat locks 
automatically at any fractional-inch height. 
screws, ratchet or gadgets to fuss with. No projections to 


snag hosiery. 


Write for Free Catalog and Prices on All 18 to 24 
Models of Stools and Chairs for Office and 


Factory Use. 


Jeunuice ig. Co: 


Cc. G. CAMPBELL, President 
Adrian, Mich. 


the Manufacture of Laboratory 


5025 S. Center St. 
Leaders in 
Furniture Since 1905 


for 


HOLD 


Automatic-Adjustable 
Stools and Chairs 


















No thumb Simply 

seat 
“Height That‘s 
Right.” Ad- 
justable range 


lift 
° 


inches. 
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é round 
Y* flat. 


No. 12—12" dia. round 
or 12" x 16" flat. 


Also the No. 9? Upright 
aws 








as metal cutting job came up 
in a large plant and no saws were 
available. A few days before a new Wells 
had been ordered, but dubious of prompt 
delivery, the company arranged to borrow 


a Wells Saw from a nearby manufacturer, | 


to be trucked between plants night and 
morning so each could use it. But this 
trouble, delay and confusion never mate- 
rialized, for the new saw arrived on 
time! * 

There’s no need for your customers 
to wait weeks for delivery on saws. Fast, 
portable, dependable Wells Saws can still 
be delivered in an amazingly short time— 
thanks to Well’s new factory and pro- 
duction facilities. Sell Wells Saws for 
low cost metal cutting on production 
jobs, odd jobs, maintenance work. Yeur 
customers will get delivery when 
promised! Write today. 


* Actual case record this year! 


WELLS 
MFG. CORP. 


THREE RIVERS, 
MICHIGAN 


Wetts 
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it’s 


Relief Rolls Down 50%, 
Skilled Labor Scarce 


Relief rolls cut more than half. nearly 
to the normal number of unemployables 
and “chronic reliefers”—-employment at 
the highest 1929—skilled 
labor shortage so acute that in some 
instances industry is training women 
and physically handicapped men for 
work in defense production. 

That is the mid-year picture of un- 
employment and relief based on a sur- 
vey last week in 21 key defense cities 
throughout the nation by the National 
\ssociation of Manufacturers. 

In one major industrial city alone— 
Cleveland. Ohio—120,000 men _ have 
marched back to work in less than a 
year, reducing the unemployment rolls 
from 137.000 to 17,000. At the same 
time. WPA figures in the district 
dropped from 26,000 to 14,000 follow- 
ing a review and reclassification of the 
men listed. Thousands found immediate 
employment in various trades; more 
than 5.000 were found to be fitted for 
special defense training. Relief cases 
were cut from 38.000 to 27.000, those 
remaining on the rolls being classified 
as unemployables or “chronic reliefers”. 


rate since 


Ahiberg Names Pearsall 
General Sales Manager 


C. W. Pearsall has just been 
appointed general sales manager of 


Ahlberg Bearing Co.. Chicago. 

Mr. Pearsall joined the organization 
in 1919 and has successively been a 
salesman in Chicago and Philadelphia, 
then Philadelphia branch manager. 
later Chicago branch manager, and after 
that manager of distributor sales. 


Joins Hardware & Supply 


Walter Miller, formerly of the How- 
ard Sterner Co. in Columbus has 
joined the sales force of Hardware 
& Supply Co. in Akron, Ohio, accord- 
ing H. H. Kuhn, president. Mr. Miller 
will have charge of reinforcing bars, 
metal joists and kindred items. 


Goulds Officials Dies 


Stephen B. Andrews, comptroller of 
Goulds Pumps. Inc., Seneca, N. Y.., 
passed away on Saturday, July 19. 


Named by Hajoca 


Appointment of M. A. Petty to sell 
industrial supplies from Hajoca Corp.'s 
Charlotte branch, has just been an- 
nounced. Mr. Petty will cover the state 
of North Carolina. 
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Cutting Tools Under 
Full Priority 


(Continued from page 32) 








erence ratings, and orders the balance 
for that customer from the manufac- 
turer, indicating the preference rating 
assigned. 3. If not in stock, the dis- | 
tributor orders from the manufacturer | 
for that customer, giving the pref- 
erence rating assigned. 

Q. Can a distributor, in the event | 
he has any of the cutting tools speci- | 
fied in this order in stock, deliver | National Defense orders call 
them to non-defense customers? 

A. No orders can be accepted for | 





for speed. Three-shift operation 


| . . . 
delivery from stock unless they carry | calls for stamina in every machine. B Poli 
a preference rating of A-10 or higher. Barnes Blades cut metal fast and ernes Vousy 
is a “defense ay’? We respect and value the 
Q. What is a “defe _ order”? accurately—are made of the stuff services delivered by Indus- 
A. A “defense order” is defined by — See a 
J ° ° fore distribute eur product 
he antiiiis teas to give them long useful life. 


exclusively through them. 
1. A contract which has specifically | 
been assigned a preference rating of 
A-10 or higher. 

2. The U.S. Army. Navy, Maritime 
Commission, Panama Canal, Coast 
and Geodetic Survey. Coast Guard, 
Civil Aeronautics Authority, National 
Advisory Commission for Aero- 


avisory"Commision for “ter | |... WHEN THE CALL COMES for 


Research Council ‘|BETTER CANS...S / l 
3. The Government of Great Britain, | eee e 


and of any other country whose de- WwWiTT 


fense the President deems vital to 
WITT CANS are the first choice of leading 


defense of the U. S. 
4. Any order for material needed 

industries throughout the Nation. There must 

be reasons... 











} 
} 
| 


directly or indirectly to fulfill con- 
tracts listed in 2 and 3 above. (This 
permits extension of a priority to | 
sub-contractors. } 









When orders received from sources 
2. 3 and 4 above do not have a higher 
priority rating. they are automatically 
assigned A-10 by the purchasing | 


@ Strongly made from special analysis steel 
to give longer service. 


- 


®Deep, well rounded corrugations 
officer. 


add strength. 

® Ability to withstand long, hard 

usage proved by tests at Pittsburgh 

Testing Laboratories. 

© Guaranteed to outlast 3 to 5 ordi- 

nary cans. . 

order? There are WITT CANS for every 
A. Yes. requirement—send for catalog. 


Q. How does one determine what | THE WITT CORNICE CO. 
orders are entitled to an A-10 rating? | CINCINNATI, OHIO 
A. Orders for any cutting tools in- | 
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Q. Are all cutting tools subject to | 
the terms of this order? 

A. No. Only those specifically | 
listed. 

Q. Are distributors as well as man- | 
ufacturers subject to the terms of this | 
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MORGAN VISE CO. ws serrensow st. CHICAGO, ILL. 


A LITTLE SALES EFFORT 


PLUS 


MORGAN 


Semi-Steel 


VISES 


The Complete Morgan 
; Line Includes 
- « « you're off to a ° 
Machinists 
good Start Just a little sales effort Bench 
in machine shops, vocational schools, Combliacticn 
plants engaged in defense work — ar- vipe 
senals, shipyards, aircraft plants, etc., and Coachmakers 
' + 
you'll be amazed at the result. We can Giaitenitiiee 
deliver MORGAN Vises when you want ° 
them and that's quite important—that's Sold Nut 
q — Continuous 
why we urge you not to overlook any Serew 
opportunities—get the orders and we'll Quick Action 
do the rest. e 
Lightning Grip 






























A GREAT LINE 








FOR PROFITABLE 





SELLING 


Whether you sell Morse roller and silent 
chains only, or whether you sell the com- 
plete Morse line, you'll discover that 
Morse is the name that opens up profit- 
able selling for you. For almost half a 
century, the Morse Chain Company has 
served Industry by building the finest 
power transmission products. Honest, 


MORSE CHAIN CO. 


Division Borg-Warner Corp. 





skillful craftsmanship, the most modern 
and finest materials, and advanced de- 


“sign have won and strengthened the 


position of this company. 

Now, you can reap the benefits of this 
policy of outstanding service. Sell the 
Morse line of power transmission 
products. : 


ITHACA, N. Y. 








Oo 
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| cluded in this order and coming under 
the definition of “Defense Order” 
above, and not having a higher rating 
already assigned, are entitled to an 
A-10 rating. In case of doubt applica- 
tion should be made to the Priorities 
Division. 


Q. Is a distributor or a manufac- 
turer obliged to accept any and every 
“defense order” for cutting tools? 





A. No. However, when a “defense 
’ is offered, it must be accepted 
in preference to non-defense orders 


order’ 


offered under substantially the same 
conditions and terms. 


Q. May a distributor or manufac- 
turer accept a non-defense order? 
| A. Not 
| Priorities permits it specifically. 


unless the Director of 
Q. Can a distributor re-order for 
stock the cutting tools covered by 
this order? 
A. No. Distributors cannot re-order 
for stock the cutting tools covered by 


| this order and should so advise their 
| customers. Customers should antici- 
pate their needs and place orders with 
their distributors in ample time to 

| obtain deliveries for current needs. 
Q. Must 


orders that are in production at the 


work on non-defense 


| effective date of this order be im- 


| mediately stopped? 

A. No. For a period of six weeks 
| such non-rated orders as are in actual 
| production at the effective date of this 
| order may be worked on in accord- 
ance with manufacturers’ schedule at 


the effective date of this order. 


Q. Must a manufacturer who has a 


machine or group of machines, set up 
| and working on an A-10 order, break 
up the set-up at once if material for 
an A-1-a order has arrived at the stage 
| of production where its next operation 
will require that machine or machines. 

A. No. For a period not to exceed 
ten days it is not necessary to break 
up the set-up to make way for the 
A-l-a order. 

Q. What can a customer, distribu- 
tor or manufacturer do who deems 
compliance with this order will work 
an injustice. 

A. Appeal to the Division of Priori- 
ties, attention Tools & Equipment 
Group, Office of Production Manage- 
ment, Social Security Building, Wash- 
ington, D. C., setting forth the facts. 
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x What makes Brody run? 


We, it might be the Competition that’s forcing salesman Brody to 
make his rounds on the run. It might be that business is coming so 
hard that he has to gallop to get any at all. It might be that Brody’s 
boss has been cracking the whip lately. 


It might be al/ of those things. But it isn’t. 


The thing that’s making Brody move in Fourth Speed Forward these 
days is the simple fact that his good selling is being backed up with 
some awful good advertising in an awful good magazine. 

The manufacturers whose goods Brody sells are investing their adver- 
tising dollars in the pages of Business Week. 

That means their products are being displayed regularly to the largest 
single audience so purely packed with Management men. 

...it means that Brody’s line of goods is being paraded in front of 
thousands of his prospects every week. 

...means that the men who use the pages of Business Week regularly 
to shop for business mews are also using those same pages to shop for 
Brody’s business goods. 


And, Gentlemen, that means Brody fas to run to keep up with the 


orders! 








Liuess W Jook 


ACTIVE MANAGEMENT'S MAGAZINE 
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Safetw Belt Hooks and Lacers Defense News 


MES U.S PAF OFF (Continued from page 34) 


SZ. 


43-4 
5 
6 








| cases involving non-compliance or 
violation of priorities orders. Ac- 
cording to E. R. Stettinius’ statement, 
quote you and pa oa : 
ans en aie efforts will be made to obtain vol- 
co-operation. _ untary compliance in all cases, but 
punitive action can and will be taken 
if necessary, so that the majority of 
producers . . . will not be penalized 
by the unfair activities of a few.” 


Let us explain, 





SAFETY 
Portable Lacer 


See Those Jaws 

Not fiat, but RIBBED 
Each Rib Contacts 
A HOOK ONLY 





















| Copper Under Full Control—Cop- 
| per was placed under stricter control, 
| Aug. 2, when Stettinius signed a new 
| order under which no deliveries of 
| refined copper can be made except 
| 


The Best 
Belt-Lacing under specific directions of OPM. 
System Hooks are — Previously, the industry had set aside 
with the a ae — | 20 percent of its monthly production 
Largest | in an emergency pool and had been 
eng ’ Full 6" Capacity These two features | permitted to fill non-defense orders 
For You! Stouter —_ | after defense demands had been met. 
Stronger Sales are easy! | OPM estimates that total military re- 


quirements, plus civilian demand, will 

. | range close to 1,950,000 short tons 
Safety Belt-Lacer Co., Toledo, OfIO [iio car whereas the total refined 
| copper available will be only about 
1,600,000 short tons. 


Consumer Goods Curtailment—Be- 














cause of present and _ prospective 
shortages of raw materials, Leon Hen- 
derson, OPACS administrator, an- 
nounced a tentative program of cur- 
tailment of the automotive, household 
refrigerator and home laundry equip- 


# RIFTS 3 


ment industries last month. It is de- 
signed to reduce consumption of 
scarce materials by 50 percent during 
the next 12 months. While the cur- 
tailment move is still tentative. it is 


UPER VALUE 
DRILL PRESSES 


Here's where you can score a hit with your 
trade. Now you can sell a he-man drill press, 
floor or bench model, full size, precision made. 
with plenty of advanced features, at a price 
way below its value. Duro Tools are going 
over big due to—Value, performance, quality. 
It's easy to sell Duro Tools. It's easy to build 
a larger business with Duro Tools. Your trade 
is waiting for you to supply them. We back 
you up with plenty of advertising, ads and 
literature. 


expected to be extended to other con- 
sumer durable goods. 


Civilian Aircrajt—Under terms of é 
the Defense Supplies Rating Plan 27 
producers of aircraft for Civilian 
Pilot Training Schools, Home Guard 
units and pipe-line control are being 
assigned an A-10 preference rating on 
their scarce materials requirements. 

Vachine Tools--To make sure that 
the most vital needs are filled first. 
OPM has announced a new plan of 


regulating the distribution of ma- 
DURO METAL PRODUCTS CO. the chine tools according to the “urgency 
DEPT.MS-3,2649 N.KILDARE AVE. fact standings” of various defense con- 





CHICAGO, ILLINOIS 


tractors. In effect. the plan sets up 
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MERGENCY! 






A GOOD technical magazine is a livin 
textbook serving its readers’ immedic 
needs. That American Machinist mee 
this specification is evidenced by the 
telegrams, typical of the flood of r 
quests for our new reprint book, ‘Arti 
lery Shell Manufacture’. Made up’ 
reprints of recent American Machini 
articles, it provides metal-working exec 
tives with the information they vital 
need now. Continuing service like th 
has made American Machinist “ 


the companies you represent if they af 
to help you most. 

AMERICAN MACHINIST 
330 West 42nd St. New York, N. 


TWO MORE of the flood of 
telegrams, letters and phone 
calls rush-ordering copies of 
“Artillery Shell Manufac- 
ture," 128-page reprint of 
recent American Machinist 
articles. Almost a thousand 
copies have been sold within 
three months at a dollar 
apiece — because American 
Machinist is, as usual, first 
with the latest in Metal- 
Working 


further subclassification of the high 
preference ratings in the field. Thus, 
if two buyers of machine tools both 
have an A-1-a rating and the required 
deliveries conflict, a discrimination 
can be made between them because 
one contractor has a higher “urgency 
standing” than the other. 


Priorities Schools—A series of 
training courses for priorities special- 
ists connected with industrial firms is 
being arranged by the Priorities Di- 
vision of OPM. The first. held July 18, 
was attended by over 100 priorities 
specialists from the steel industry. 
Another was held for trade associa- 





PING THIS ECONOMY PACKAGE is a FOUR SIZES IN | tion executives on | ulv 18. 
Ue touR STOCK particularly attractive merchan- ECONOMY ODIS- | J 5 
these Economy dising item. It avoids the neces- PLAY UNIT. For 
Packages are | sity of breaking a standard box quick over-the- 
packed 10 of a of lacing. Contains one set of counter sales | 


Vining Machinery—To facilitate 










single size in | lacing complete with gauge atd | use this Econ- production of mining machinery and 
ted ship- inge pins for a elt an Di l : ‘ q okt L 
ping carton | lacing can be broken to length | 0™¥ oueians | equipment. E. R. Stettinius has issued 
: bove. or the narrower belts. : ye : 
pom tahome aspen 2 ae | a limited blanket rating to about 40 
[ Lacing | List Weight Belt 2 of 20E, 30 | : , 
No. | Percarton| Per carton | Thickness and 2 of 27E. manufacturers of such equipment. 
= ee ix i.” to to, 410. Econ- The rating provided in the order is 
20E 5.00 4.1 Ibs. 12" to | pig AB ws z 
S 2 1 + - a ‘ *-. . . 
OE e6s $8 ibe, Vy," 0 92" Unit, List $5.60 4-3. Provision is made for extension 
35E 8.50 L 8.4 Ibs. Myo!" to Ag” All prices 





subject to discount 


of the rating to sub-contractors. 


Rubber—To avoid sudden unem- 

Pree STEEL LACING ee ployment and make other adjustments 
Me desirable. to prevent hardship for 

small processors, the Priorities Di- 
vision has advised about 247 firms 


LUBRICATING 
ESSEX | oevices 


PERFORMING ECONOMICALLY 
AND SATISFACTORILY . . 





consuming less than ten tons of rub- 
ber per month that during August 
they will be exempt from stipulated 
cuts in their rubber supply. About 86 
others were granted special adjust- 








ments. Some 144 large processors, 
ae ' representing about 90 percent of total 
Our Distributors help manufacturers to profit ‘ nf 2 thet th 

by the extra demands placed on them now. consumption, were intorme at they 


Of vital importance in today’s program is “Cystone’” must comply with terms of the order 
equipment that is always in first-class run- sentinel 
ning condition—this can be achieved by 

using ESSEX Lubricating Devices. 





requiring consumption cuts in August. 








ESSEX has a reputation from one end of the 
country to the other for products that fill 
the particular need perfectly. We can sup- 
ply lubricating devices for every class of 
“Pilot’’ Class Body Sight P 
Feed Oil Cup service and our line offers distributors tan- 
gible returns. Industry must carry on— 
you can help—sell ESSEX Lubricating De- 
vices! Send your orders now for quick 
delivery. 


Speeding Defense Plants Need 
Safety Equipment 





(Continued from page 44) 








created. They make it unnecessary 





for the operator to wear a mask, hence 


=. are popular. You can also provide 





the suction fan drives and duct-work 


ESSEX | metal for them. 
BRASS CORPORATION Protective Clothing 


2000-2006 Franklin Street | Safe clothing. clean and in good re- 





‘Automatic’ Spring 


cougrates Sec? DETROIT MICHIGAN 


pair. is an essential on any job. Loose 











garments may get tangled in moving 
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machinery; dirty clothes may carry | 
around a considerable weight of oil 
and dirt and may cause dermatitis. 
Shoes with thin soles and run over 
heels present a well-known hazard. 
But beyond and above these basic 
rules is the need for protective cloth- 
ing on certain jobs. For example: 
asbestos provides the best protection | 
against intense heat and molten metal. 
Chrome-tanned leather is useful 


against light splashes of molten metal, 
also against sparks and rough objects. | 
Reinforcing patches or metal studding | 
will take care of sharp or extremely 
rough objects. On the other hand, 
rubber suits are worn in the chemical 


industries, while waterproofed suits 
are useful when handling non-caustic 
liquids, as in beverage plants. Rubber 
coats are worn by linemen and chrome 
leather coats open at the back are used 
in electrical substations. 

The accompanying table of protec- 
tive clothing for various hazards. | 
compiled by the American Mutual | 
Liability Insurance Company, will be 
found helpful in checking the plant’s 


needs. 


The same table gives details on the 
many types of gloves and arm-protec- 
tive devices—showing those suggested | 
for various operations. 


Safety Shoes 


The files of safety departments in | 
all industries are full of photographs | 
of safety shoes that have done their 
duty in stopping falling objects and 
protecting toes. More and more com- 
panies are reporting that all their 
employees wear safety shoes. 

Sensational progress has been made 
in the manufacture of protective foot- 
wear during recent years. While 
strength and durability have in- 
creased, eye appeal has not been 
neglected. Appearance has been im- 
proved to the point where it is im- 
possible to distinguish the dressier 





models from ordinary street shoes. 

All safety shoes have the reinforced | 
toe, usually of steel but in some cases | 
of fiber. Some, however, have wooden 


soles for use near hot metal. caustics. 


acids, sharp objects, dampness or oil | 
underfoot. Reinforced-toe rubber 


boots should be suggested where floors 


ST 
Se | Badger POWER KING 








re AR Badge NEVERSLIP 


MOVERS 
3 ag SLIP-PROOF 





answer today's need 
for SPEED ... with 
SAFETY and ECONOMY 


SAFETY CAR 
WRENCH 


BADGER Car Movers have plenty of speed with power and durability. 
They are low in first cost, easy to handle, and require little or no mainte- 
nance. They are needed today because of their good, sound qualities 
and these are good, profitable times for BADGER Distributors. Our guar- 
antee and service on orders make good returns possible. Better check 
your stock now. 








ADVANCE CAR MOVER COMPANY 


APPLETON+ WISCONSIN 


pravocrarnep CATALOGS 


“Our new catalog furnished by 
your company has been thoroughly 
inspected by members of this organi- 
zation, also by representatives of 
several national manufacturers.” 

“Everyone declares it to be cut- 
standing and satisfactory from every 
angle.” 

“Enthusiastically we recommend 
consideration be given to your plano- 
graph catalog ——— 
to any con- 
cern in the 
market for a 
new one.” 


















JOHN T. POTTS 
President, The Galigher Company, 
Salt Lake City, Utah 


Let us help you make more money. A Weinberg 
& McKee catalog, with HIGH SPEED TOOLS 
PRICED IN RED, reproduction of manufacturers’ 
trade-marks, action illustrations and other mod- 
ern features, will do a maximum job of selling 
for you. 


For Details Write Today to: 


& MCKEE, Inc. 


CHICAGO, ILLINOIS 


WEINBERG 





610 W. VAN BUREN ST. 


MILL SUPPLIES © AUGUST, 1941 113 














@aam® Easier to Sell— 
pees More Profit 


The superior construction of Fairbanks Hand Trucks 
makes them easier to sell and increases sales. For instance, they 
have steel straps on both front and back of frame, providing 
extra strength, rigidity and durability. 


The nose-iron goes over the handle straps, which makes 
replacement easy. ‘ 





Pressed steel crossbars are set flush into 
the top of wooden frame and rigidly bolted, 
eliminating weakening mortises. 


NTT 


i} 
im 


j 


There are at least a half dozen other super 
features that appeal to buyers. 


Fairbanks Hand Trucks are made in types 
for practically every requirement, and can 
be furnished with iron or rubber-tired wheels. 


* 7 Write today for our special proposition and 
catalog No. 50. 


THE FAIRBANKS COMPANY 


19 East 4th St., New York, N. Y. 


Boston, Mass., Pittsburgh, Pa. 
Distributors in Principal Cities 
Factories: Binghamton, N. Y.. Rome, Ga. 










Trucks, Wheel- 
barrows, Casters 





Hand and Platform 











A Message 
for 


MACAT 
Representatives 
Your Mac-it business is built on the nation’s peacetime needs 


and on your Mac-it customers depends our success in years 


to come. 











But the qualities that make Mac-its 
preferred for normal industrial 
use are required in ever-increasing 
amounts by our Nation's Defense 
Program. 










For the thousands of your cus- 
tomers engaged in Defense work, 
your Mae-it Distributors Stocks 
are of vital need. We recognize 
this and pledge our effort toward 
equitable distribution of available 
production through our Distribu- 
tors. 


THE STRONG, CARLISLE & HAMMOND COMPANY 


1392 West Third St., Cleveland: Ohio 
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are wet. and where acids or other 
corrosive liquids are handled in heavy 
containers or around heavy objects. 
There are also corded rubber soles 
to prevent slipping. metal foot guards 
for jobs around unusually heavy ob- 
jects. Leg protection varies from 
waist-length leggings to spats of the 
same materials as protective clothes. 
There are also quickly removable leg- 
gings for men who work near molten 
metals. shin guards of alloys or fiber 
for axe and adz users. and fiber leg- 


gings for protection of construction 


and petroleum workers against poison- 


ous snakes and long sharp grass. 

While not as widely worn as the 
safety shoe. the hard hat has already 
given a good account of itself in many 
industries. In mines, tunneling proj- 
ects. steel mills. construction work, 
lumber yards, in the forest and in the 
oil fields men are wearing these hats 
in increasing numbers. 

Among other personal-protection 
items are sweat pads (for wear on the 
forehead), ear stopples (for protec- 
tion against noise). ear guards (for 
protection against welding sparks). 
safety belts (familiar to everyone as 
essential for linemen, woodsmen and 
window cleaners, but now also worn 
by bridge and structural workers. ship 
painters. and men in general working 
at heights or in dangerous atmos- 
pheres}. skin creams and coatings 
(protecting against dermatitis, poison 
ivy and oak. excessive exposure to 
sun. and contact with liquids, fumes 
and dusts}, 


Safe Hand Tools 


Extensive use of hand tools and 
the consequent exposure to injury is 
reflected in the accident rates. Ap- 
proximately 7° of the injuries and 
11% of the compensation payments 
involve the use of hand tools. 

Lack of skill in handling tools. 
neglecting to keep them in proper 
condition, and leaving them in unsafe 
places are frequent causes of acci- 
dents. Often. too. there is lack of 
understanding of the requirements of 
the job and incorrect: specifications 
for tools. You must be constantly 
ready to suggest. where it will be 


appreciated, a change in specification 
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which will result in a better tool. 

Of first importance is the material 
of which the tools are made. Too often 
purchasing agents have not been suf- 
ficiently impressed with the require- 
ments of the job and the hazards 
introduced by inferior materials, or 
the actual loss of production and the 
greater ultimate cost of inferior tools. 

The use of alloy steels for hand 
tools is often desirable where the 
need for high strength and toughness. 
combined with light weight, warrants 
the higher cost. These alloys are used 
extensively for such tools as wrenches. 
hammers, chisels. screw drivers, wood- 
working tools, pliers, nippers. rivet 
sets, saws, knives, punches, and lifting 
jacks. 

Strength should not be accom- 
plished at the expense of making a tool 
too heavy or bulky, for the usefulness 
of such a tool is lessened by its in- 
ability to work at close quarters. 
Heavy and improperly shaped tools 
are also unduly fatiguing to the 


operator. 


Safety in Mechanical Equipment 


It was once the opinion of many 
industrial executives that an accident 
resulted only from the carelessness of 
the employee—and that consequently 
they had no responsibilities in the 
matter. Among the reasons for the 
change in thinking is the discovery 
that in many accidents the basic 
causes included mechanical as well as 
personal ones. Studies last year 
showed mechanical causes important 
in 78'% of 1.000 accidents. Among 
major causes were hazardous arrange- 
ment (34%). improper guarding 
(27°), defective agencies (15%). 
and unsafe apparel (9%) 

Your own campaign to sell your 
customers safe equipment goes beyond 
and above the providing of safety 
devices themselves. It should also in- 
clude the selling of replacement sup- 
plies for any unsafe tool or other 
object likely to cause an injury. 

Thus you can't afford to forget new 
wire and manila rope, chain, slings. 
replacements for overstrained parts 
‘such as hooks and rings) on me- 
chanical equipment, and the like. Also 


keep your eyes open for the spots 
Ps ; I } 





VINCENT 


HUNTINGTON 


Jumproved tt vee 
GRINDING Wilaae ... are of great 
DRESSERS 


CUTTERS Industry NOW— 


Grinding wheels must be kept in 
perfect condition to meet the extra 
demands of increased production. 
Vincent-Huntington Distributors take 

7. this responsibility from manage- 
Hooded Type Huntington Dresser ment—they supply Vincent-Hunting- 


ton Improved Grinding Wheel 
Dressers and Cutters and make it 
possible for them to get the utmost 


— Huntinat D efficiency from grinding wheels be- 
oe cause of uniform high quality, 
longer life. and dependable per- 

formance. Send for more particulars and our catalog sheets. 






importance to 


“If it’s a Huntington Dresser or Cutter Vincent makes it” 








THE VINCENT STEEL PROCESS CO.70rt.c8 Nticusce’ 




















“Selling 
Veelos in rolls is 
the profitable way 
forme and the user, 


says P. H. ECKERT 

Northern Indiana Supply Co. 

Kokomo, Ind. 
“EVERY plant today must have 
continuous production,” explains Mr. 
Eckert. “I always point out that 
by using Veelos in rolls the customer 
is buying production insurance—-be- 


cause a roll provides an automatic 


supply of matched V-belts of any : 
length. I find that my prospects 

listen .. . and buy!” V B ELT 
MANHEIM MANUFACTURING & BELTING COMPANY 


MANHEIM, PA. ADJUSTABLE to any length 
, 
ADAPTABLE to any drive 
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Simplex Jacks enable 
existing employees to get 
more work done—enable workers 
to do big jobs single-handed — minimize 







the necessity for taking help off other jobs or | 


machines—eliminate unnecessary hiring. There’s a 
Simplex Jack for every job—many jobs for every jack. 
Hundreds of types and sizes needed in defense indus- 
tries for expansion and construction, production. 


Hydraulic 





Screw Jacks, Jacks, with 
* with the sin- neoprene 
Emergency Rle large non-deteri- 


Jacks, Auto- 
matic Raising 
and Lowerin 

Jacks an 

Trip Jacks, 
Geared Jacks, 
Journal Jacks, 
5 to 50-tons. 


chrome-moly 


friction; 38 
sizes. Also 
Ratchet Screw 
Jacks. 


—. Five 
ag evs sizes 


1 
and 20- ue. 





Simplex Jacks 


Templeton, Kenly & Co. dependable and efficient 
Chicago, Illinois 


Better, Safer Jacks Since 1899 


Lever Type for toe and cap lifting. 


Hydraulic for easier cap lifting. 


Screw Jacks for economy. 











GRAPHITE makes ’em sell BETTER 


Graphite, as processed by Joseph Dixon, adds 
advantages you'll otherwise miss in joint seals and 
greases. 


DIXON'S PIPE JOINT GRAPHITE COMPOUND 
keeps all threaded, flanged and gasketed joints 
lubricated yet tight against air and all aqueous 
solvents—water, acids, alkalies, steam, ete. 
Write for booklet D-71. 





DIXON'S GRAPHITE SEAL does the same for 
joints where non-aqueous solvents are encoun- 
tered—gasoline, oil, etc. Booklet DS-71. 


DIXON'S CUP & PRESSURE GUN GRAPHITED 
GREASE lubricates better and longer 
than ordinary grease particularly wherever ex- 
cessive heat, pressure, or moisture make trou- 
ble. Graphite gives guts to greases, and Dixon’s 
Graphited Grease is tops for purity, uniformity, 
and correctness of blend. Booklet R-71. 


wele}) 4-151) 40], me 40ie)-18- 


Jersey City, New Jersey 


ee SEB S| 
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where mechanical handling would 
avoid the danger of back or hand 
injuries. There are still countless 
places in industry where hand, electric 
or pneumatic hoists, dollies, barrel 
trucks, lift trucks, stackers, or even 
jacks are needed for very sound safety 
reasons. Or it may be proper shelving 
or racks, ladders or ladder shoes, 
scaffolding elements, press, saw or belt 
guards, safety wire-rope clamps, ex- 
hausting or humidifying or ventilating 
units, man coolers, dust collectors, 
static electricity preventers, or any of 
the dozens of other products which 
has been discussed in detail in Mill 
Supplies issue by issue. And don’t 
forget non-skid flooring, stair treads 
and walkways, fatigue-reducing or 
shock-resisting pads and mats, ade- 
quate and proper general and machine 
lighting, lubricating devices, railings. 
insulation against heat and electricity, 
and the like. 

Machine guarding deserves maxi- 
mum attention. Of course, many ma- 
chines are now sold fully equipped 
with guards and protective devices. 
but many drives, home-made ma- 
chines, and the like should still be 
protected. 

Unguarded and improperly guarded 
gears; shafts; set screws; belts and 
pulleys; chains and sprockets; fly- 
wheels; cutting, stamping and form- 
ing heads, and other moving parts of 
machines exposed to hazardous con- 
tact result in many serious injuries. 
It is estimated that 12% of all in- 
dustrial accidents are directly charge- 
able to unguarded or improperly 
guarded machines. The severity of 
such accidents is indicated by the 
large proportion of permanent dis- 
ability cases resulting from this cause, 
and by the fact that about 15‘ of all 
compensation insurance payments are 
for injuries on machines. 

The importance of mechanical 
guarding cannot be over-emphasized. 
Most states now have strict safety laws 
and regulations requiring guards on 
all dangerous parts of machines. 

“Point-of-operation” guards are in- 
stalled to protect workers from in- 
juries at those parts of machines 
where cutting, shaping or forming is 
performed, and at other points where 
there may be a hazard to operators 
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inserting or manipulating the stock in 
machine operations. 

Among the types of such guards 
are mechanical or pneumatic feeding 
and ejecting units, two-hand controls, 
devices that stop the machine or the 
tool if any part of the body is in the 
danger zone, barricades, hood guards. 
covers, enclosures, interlocks, and 
equipment that pulls or pushes the 
hands from the 


operator's away 


danger zone. Various combinations 


of these units are also used. 


Other Safety Items 


Among other items for which in- 
creased safety is a vital sales point 
salt tablets or 


are: warning signs, 


compounds and dispensers, disin- 
fectants for cutting oils and other 
purposes, germicidal hand cleaners 
and soaps, proper shop seats and non- 
skid and non-fatiguing mats, floor- 
cleaning devices or equipment, proper 
illumination and painting (there’s a 
whole field in itself! ), 


vices, fire extinguishers, safety cans 


drinking de- 


for oily waste and for storage and use 
of volatile liquids, and last, but not 
least 

With the imminence of National 
Safety Week (Oct. 6 to 10), it will 
pay you real dividends to approach 


proper fencing. 


company safety directors and _far- 


sighted production men on any and 
all of these items. 





A roller on the ram operates an air valve— 
and a jet of air blows the pressed piece out 
of the die into a tote box. This is another 


item that saves fingers. Photo courtesy A. 


Schrader's Son. 






























DEFENSE PRODUCTION DEMANDS 


DESMOND 


DRESSERS and CUTTERS 


The distributor, too, plays his part in the defense effort . . . 


he provides equipment to keep production moving .. . and in 
regard to grinding wheels, this means DESMOND Dressers 
and Cutters, to give true, ever-accurate wheels for defense 
output. The DESMOND line, backed by years of specialized 
design and research, is complete in sizes and types for every 
kind of wheel. Sell them with the confidence that they'll 
produce, and bring customers in for resales. Our new catalog, 


plus our price list, distributor policy and envelope stuffers, 
should be in your hands. 


Write for it! 





Desmond-Huntington Dres- 
sers for 
most 


A. 


=——<——_ 


Desmond Diamo-Carbo Dres- 
ser. The best all around tool 
room dresser. 





quick action on 
wheels. 

















Desmond Heavy-Duty Dresser 
Ball bearing equipped for 
large and coarse wheels. 


THE DESMOND-STEPHAN MANUFACTURING CO. \& 


URBANA OHIO 





Desmend-Hex Dresser. Most 


durable dresser made. 





and still a smooth 
accurate striking 
surface after dra- 


matic ‘wear’ test 


Dh, 
ai 


We built a machine to simultancousty 
punish, batter and pound both faces of a 
Chicago Rawhide Hammer with crushing 
continuous blows. 

s 10,000 times, two giant 25 Ib. 
knurled-faced hammers dropping 19° at 


45°, struck both faces simultaneously. 

. The genuine Java Water Buffalo hide faces 
had worn off V4" 
of the usable insert) but still had a amooth, 
accurate striking surface. 


These economical 
long wearing 
tools are made in 
sizes and weights 
to meet every 


(less than one-quarter 


need. Insist on 
s Chicago Rawhide Hammers Ss a 
and Mallets which strike hard anne 
blows softly, without dam- 
age can take hard blows in- 
definitely without damage. CHICAGO MFs.CO., 


Q. E. D. I290ELSTON AVE. & CHICAGO. ILLINOIS. 
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files 


Files of Precision 
Made in U.S.A. 


Have specially keen filing edges 

Made of highest grade file steel 

Cut to close limits of tolerance 

Automatically controlled heat treatment 

Have exceptionally large filing surface 

Made in over 3,000 different shapes. cuts and 


40 years of experience in making Swiss-pattern 


Preferred by expert tool and die makers 
9. Every file guaranteed for performance 


10. Sold at no higher prices than other Swiss pat- 
tern files 


Our 100% distributor sales policy assures full pro- 


tection to our distributors 


American-Swiss File & Tool Co., Elizabeth, N. J. 


AMERICAN SWISS 


SWISS PATTERN FILES 











MITT SUCHE 


4445 N. KNOX AVE. 


“BLUE DEVIL’ 


SCREW PRODUCTS 


—Industry Needs 
Lots of Them! 


The Distributor who sells "BLUE 
DEVILS" can expect to do a big 
business. Screw Products are sold 
a "lot" at a time and with today’s 
increased production the need is 
tremendous. "BLUE DEVIL" Screw 
Products are popular because they 
have strength, toughness, and long 
life—they are thoroughly depend- 
able. We have large stocks of raw 
material and adequate facilities 
to fill orders from stock promptly. 
A reliable source of supply — a 
necessary product — a far-flung 
market — that means sales volume 
to our Distributors. 


(=a 


AK 


Be COPA 


CHICAGO, ILL. 
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Defense Paves Way for More 
Fluorescent Lighting 


(Continued from page 37) 








men working where they could hardly 
see in the late afternoon. But there 
was nothing we could do about it. 
because we were not lighting engi- 
neers, contractors or electricians, and 
were in no position to plan lighting 
mills 


installations. Many of these 


were not called on by electrical 
wholesalers, so they continued to 
struggle along as best they could. 
“Fluorescent lighting gives us a 
chance to do something about this 
condition, for it’s a packaged prod- 
uct. Now, when we see the need for 
lighting among these customers, we 
can sell them something. As a rule, 
their own electrician can install them. 
If engineering assistance is necessary, 
it’s available from the manufacturer. 
“Even before we took on the line 
we were receiving scattered orders. In 
ordering other material, a mill super- 
intendent would also want some of 


these units, and would throw the 
order in our lap because he knew we 
would take care of him and there was 
no more convenient lap to throw it 
into. These incidents opened our eyes 
to the fact that fluorescent lighting 
is a merchandisable product which 
fits perfectly into the normal fune- 


tions of an industrial distributor.” 








Sales Meeting In Print 


(Continued from page 50) 








Answers 


1. To pack between stationary ele- 
ments such as flanges or between 
cylinder and liner, and to pack be- 
tween a reciprocating element such 
as a piston or plunger and a sta- 
tionary element such as a cylinder. 


2. The second. 

3. The first. 

4. A stuffing box and gland with com- 
pression packing. 

5. The second. 

6. Drawing up the gland compresses 


the packing and forces it against 
the surfaces to be sealed. 
By drawing up the gland. 
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pressures. 

y It considerable frictional 
resistance, hence reduces efficiency 
and increases wear. 

10. Decidedly. Many operators pull 
the gland up so tightly that friction 

and packing wear 


creates 


is excessive 
excessive. 

11. By sixteenths of an inch in smaller 
sizes, eighths in larger ones. 

12. Because the stuffing box should be 
designed so that a given size of 
packing will fit it. 

13. It should be scarfed—with the ends 
cut in a mitre box so they fit 
exactly. 

14. Neither—it should fit exactly, with- 
out gap or lap. 

15. They should be staggered. 

16. One at a time. 

17. By tamping gently home with a 
hard-wood tamping tool. 

18. Never try to move more than one 
ring at a time. 

19. Yes—then eased off a little so the 
joint leaks at first when the pres- 
sure If leakage doesn’t 
stop, the gland should be drawn 
up evenly all around. 

20. Braided hemp or flax with the fibers 
impregnated with form of 
lubricant, cotton duck and rubber 
fabricated and_ stitched 
and combination of these. 

21. Various forms of 
square and rectangular U 


goes on. 


some 
together. 


wedge, 


and \ 


round, 


cross-sections. 

22. Yes so-called metallic packings 
composed of braided strands of fine 
annealed copper wire or bands of 
metallic foil wrapped on a wax 
core. leather (the common material 


for high-pressure packings) and 
even metal, 

25. %4 in, except for very large 
plungers. 

21. Seven to ten times the packing 
width—enough to provide for that 


many layers of packing. 

25. Half the depth of the stuffing box 
when fully pro- 
vide plenty of adjustment for wear. 


drawn up to 


Sam Supplier's Ratters 


(Inswer to the problem on page 50) 

If it takes five cats five minutes to 
catch five rats. twenty 
cats can catch 


times as many 


twenty times as many 
rats not in twenty times as much time 

but in exactly the same time. In other 
words, it would take five minutes as 
Or start this way: Assume the 
rats do equal shares of the work: then 
one cat catches a rat every 5 min. 
Therefore 100 cats can catch 100 rats 
in 5 min. See? Incidentally. a felino- 
phobe is a guy who hates cats and a 
redentophile a guy who likes rats, mice 
and rabbits. 


before. 


It is cheap and effective for lower | 








Industry Needs 
COFFING 


“QUIK-LIFT’’ 
ELECTRIC HOISTS 


because 


they have proved themselves to be economical and 
dependable in scores of industrial uses—in shipyards, 
airplane plants. machine shops, steel plants, railroad 
shops. industrials of every type, etc. The market is 
broadening constantly and is extremely profitable for 






eeees+esesrse 





{ distributors. The “Quik-Lift’ is priced right. It is a de- 
; pendable, economical, lightweight, powerful, speedy 
| hoist, extremely sensitive to quick load adjustments. 


Simple to operate, low head room—available with either 
load hook or trolley suspension. The Coffing sales policy 
merits your closest scrutiny and Coffing sales coopera- 
tion by expert factory salesmen assures you an ex- 
tremely profitable selling opportunity. Send for details. 


COFFING HOIST COMPANY 
DANVILLE, ILLINOIS 


COFFING 


RATCHET-LEVER HOISTS @ 
SPUR GEAR HOISTS @ 








ADV ANCED 


vsicn HOISTS 


ELECTRIC HOISTS © LOAD BINDERS 
TROLLEYS ¢ DIFFERENTIAL HOISTS 














Production Speed-Ups 
that you can sell 
PALMETTO* om, PACKINGS 


re prevent production delays by avoiding stuff- 
ing box troubles in pumps, valves, compressors, etc. 

— The internal lubrication of these packings keeps 
them soft and effective for long periods. 


N 4 e 

BASA* “*" HAMMER 
Face 

.. . . « eliminates time out for replacing faces, 

because its clamping adjustable jaws enable raw- 

hide, copper or babbitt faces to be replaced within 

a few seconds. Also EMPIRE * Rawhide Mallets. 


& 
FAVORITE® "xiut? WRENCH 
Ratchet 

eer speeds up nut tightening operations by 
eliminating the time required to lift off and replace 
the wrench at each quarter turn. The only socket 
wrench that accommodates two different sizes of 
nuts with each head. 








Write for information and prices 


“ce GREENE, TWEED & CO. 


BRONX BLVD. AT 238 ST. NEW YORK CITY 
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NEW PRODUCTS 


With Sales Possibilities 


MAIN FEATURE 


MANUFACTURER 





PRODUCT PAGE NO. 
Heavy Duty Sander 120 
Wrench 120 
Tool Post Attachment 121 
Rotary Pump 121 
Shim Stock 122 
Shear 122 
Tool Cabinet 123 
Hand Cream 125 
Welder 124 
Fluorescent Units 124 
Ventilating Fan 125 
Magnetic V-Block 126 
Belt Surfacer 126 
Fan 127 
Moisture Register 128 
Rivet Washing Tips 128 
Steel Dump Box 129 
Grinding Fixture 129 
Welders 130 
Soldering Iron 131 
Plaster Board Knife 131 











Production sanding service 
Striking face box 

For grinding on lathe 
Gearhead motor drive 
Wider pieces available 
Hold-down device 
On wheels 

Protection from irritations 
For light gauge metal 
Continuous row 

Industrial applications 
Convenient size 

Buffing, burring, polishing 
Portable, heavy-duty 

For lumber 

Available in three sizes 
For lift truck 

teduces sharpening time 
Four models available 
Production set 


Sharp, square edge 


Black & Decker Mfg. Co. 

J. H. Williams & Co. 

Stow Mfg. Co., Ine. 

Blackmer Pump Co. 
Laminated Shim Co., Ine. 
Beverly Shear Co. 

Plomb Tool Ca. 

Mitts Mfg. Co. 

Westinghouse Elec. & Mfg. Co. 
Hygrade Sylvania Corp. 
Autovent Fan & Blower Co. 
Brown & sharpe Mfg. Co. 
Hammond Mach. Builders, Ine. 
lig Elec. Ventilating Co. 
Moisture Register Co. 

Nationa! Cylinder Gas Co 
Union Metal Mfg. Co. 
Roan Mfg. Co. 

Miller Flee. Mfg. Co., Ine. 
Vulean Elec. Co. 


Landon P. Smith, Ine 











Heavy Duty Sander 


Production Sanding Service 





To meet demands for faster schedules, 
a 9-in. heavy duty production sander 


120 


has been de- 
signed for constant production-line use 
with 9-in. abrasive discs. Some of the 
features of this new tool are—a new. 
fast spindle lock for quicker change of 
pads and abrasive discs; spiral-bevel 
gears, specially made for full. smooth 
power with less friction; switch and 
commutator sealed against abrasive dust 
and grit: and plunger-operated switch, 
protected from accidental turning-on. 
Every feature of this sturdy. full-pow- 
ered sander will help do a faster, bette1 
metal surfacing job.—Black & Decker 
Vig. Co.. Towson, Md.—MIUu Supp ies, 
August 1941. 


has been developed. It 
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Wrench 
Striking Face Box 





This new pattern, recently added to the 
manufacturer's line of “Superrenches.” 
is particularly adapted for heavy work 
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in close quarters where large nuts must 
be set up tight or “frozen” nuts loosened. 
The offset head provides ample nut 


clearance. Available in 10 sizes with 
]2-point openings, lis to 24-in. for I | 
U. S. Std. nuts 5g to 154-in. Drop- 


forged from chrome-molybdenum steel, 
properly heat treated to withstand shock | 


T OF FACTS 
loads. Finished in baked, gray enamel | 


“We Sell Ti hrough 
overall—J. H. Williams & Co., New ‘ ‘ r ‘ 
York, N. ¥—Mux Surrurs, August Authorized Stock (Carrying Distributors” 


1941. 





HOLO-KROME has proven, through years of 
Tool Post Attachment practical experience, that Holo-Krome serves in- 


ar dustry better, more economically and more 
For Grinding On Lathe efficiently because—“We sell through Authorized 


Stock Carrying Distributors.” 


HOLO-KROME considers its Authorized 
Stock Carrying Distributors as advantageously 
located Branch Warehouses and as important a 
part of the Holo-Krome organization as any 
department of the Company. 


HOLO-KROME requires of all Authorized 
Stock Carrying Distributors that they maintain, 
at all times, an adequate stock sufficient to serve 
the Industries located in their respective territories. 





HOLO-KROME Authorized Stock Carrying 
Distributors are staffed with trained representa- 
a tives fully conversant with Holo-Krome Products 
and Policies, They are ideally equipped to serve 
the National Defense Program and, in a manner 
Tool post attachments for lathes. driven not equalled by any other distribution method. 
by a Stow portable flexible shaft ma- HOLO-KROME and their Distributors, at all 
chine is now available. By this means, 
a lathe may be adapted to many dif- 
ferent grinding operations, both external THE HOLO-KROME SCREW CORPORATION 
and internal. The device accommodates HARTFORD, CONN. 
grinding wheels as large as 6-in. di- 
ameter x l-in. face. By taking off the | 
clamp spindle and substituting the Stow | 
collet chuck, a variety of mounted 
wheels and points may be operated for 
internal grinding and recess surfacing. | 
On the tool end the tool attachment is | 
fitted with a combination radial thrust 
and annular ball bearing, and on the Completely Cold Forged 
shaft end, a floating, self-aligning ball 

bearing is used, This rigid spindle sup- 

port insures true running of the unit at 

speeds as high as 6800 r.p.m.—Stou 


Vanufacturing Co., Inc., Binghamton, HOLO-KROME 
V. ¥.——Mitv Supptiets. August 1941. 


times, realize their responsibility to Industry. 








FIBRO FORGED SCREWS 
trade mark 


Guaranteed 


UNFAILING PERFORMANCE 


Rotary Pump Consumer Message 


Gearhead Motor Drive 


in the 
JULY Issue MILL & FACTORY 





dil HOLO-KROME 


Laboratory tests have just been com- 


Cre or7=7 fibro forged SOCKET SCREWS 


with gearhead motor drive. The new 





SCREW CORP Pr. eamen Be) CONN 
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MAUREY\/PULLEYS 


HAVE 
ESTABLISHED 
A REPUTATION 

THAT WILL 
SURVIVE 
TIME AND 

CONDITIONS 


gal tam Sele Cast Iron V-Pulleys 

Maurey Pulleys have always been a good seller and 
long after the present emergency is over our Distributors 
will still enjoy good sales volume. Maurey Pulleys fill 
an important need in industry and have always held up 
under long, severe service. Our experience in designing 
and building, our rigid inspection and tests, and the rea- 
sonable price of Maurey Pulleys creates a demand that 
will continue as long as good, strong, reliable pulleys are 
needed. We offer a firm foundation on which to build a 
pulley business for years to come. 


MAUREY MFG. CORP. 














Type 3—Under 6 in, 2907-15 S. Wabash Ave. Chicago, Illinois 





This is AN ANSWER to your 
customers POLISHING and 
FINISHING PROBLEMS.. 


2) 
Brightboy 


Brightb 


WHEELS - DISCS - TABLETS - STICKS 
for Polishing, Pre-Polishing, Finishing Metals 
The SOF] RUBBER binder CUSHIONS the abrasive 
- Nationally Aduertised - 

Weldon Roberts Rubber Co., Newark, N. J, U.S.A. 
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pump will be furnished in capacities 
from 20 g.p.m. to 450 g.p.m. The basic 
design embodies the Blackmer bucket 
impeller. Refinements in intake and 
outlet ports, and in the shape of the 
pump chamber have increased the over- 
all efficiency of the pump and made its 
operation much quieter. It is claimed 
that the new unit is smaller in size than 
other rotary pumps of comparable ca- 
pacity and pressure. Two types of 
bearings are furnished, conventional 
sleeve bearings, and anti-friction roller 
bearings. Pumps for higher pressures, 
adaptable to certain hydraulic ma- 
chinery are also available in this new 
cesign, but have not, as yet been added 
to the manufacturer’s standard line of 
pumps.—Blackmer Pump Co., Grand 
Rapids, Mich.—Miu Supptirs, August 
1941. 


Shim Stock 
Wider Pieces Available 





Larger one piece shims now can be cut 
from “Laminum” shim stock. This an- 
nouncement was made in connection 
with the new 7-in. usable width of 
laminated shim stock now in produc- 
tion. Sheets of “Laminum”™ shim stock 
can be furnished to 7 x 36-in. dimen- 
sions. The new sheets are available in 
overall thicknesses from .006 to .125-in. 
All of these thicknesses may be obtained 
in all-laminated sheets with choice of 
.002 or .003-in. thick laminations; or 
various thicknesses may be had partly 
laminated and partly solid —Laminated 
Shim Co., Inc., Glenbrook, Conn.—Miu1 
Suppuies, August 1941. 


Shear 
Hold-Down Device 


Featuring an exclusive ball bearing 
hold-down device, the “Beverly B-3” 
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A Li T I] |heavy duty shear has been completely 
ineman e S$ re-designed. This improvement greatly 


| increases the stability of the unit in. 


; ee 13 acting as a guide when metal is passi UF KIN 
g as g S passing 
His Grunt ones the table of the shear. With this 


Ab t new invention, metal can be turned in 
OU any direction to make any shaped cut 


as desired by operator. The ball joint 
KLEIN’S | of the hold-down offers no resistance in 
turning the metal and makes possible 

ee y wee | 








CHROME CLAD 





the cutting of highly polished metals | 
| without danger of marring. It is claimed 
this improved shear has been anh 
} 
1 
1 


oughly tried and proven in various 
phases of sheet metal work and is highly 
| efficient in cutting *s gauge mild steel 
|and 10 gauge stainless steel. The body 
|of the shear is made of high grade | 
| chrome-nickel steel, and the blades used | 
are of high-carbon, high-chrome steel | 
content and can be quickly changed or | 
adjusted as needed.—Beverly Shear Co., | 
Chicago, [ll—Mu.t. Suppiits, August 
1941. 


y | Tool Cabinet 
| On Wheels 








\ mobile tool cabinet built on the prin- 
| ciple of the “‘add-a-shelf” bookcase, has 
| just been announced. It consists of the 
|“Wheel About” roller cabinet, on top 
of which may be mounted, by bolts | 
provided for this purpose, the “Master 


Since 1857"' 


Tool Chest.” The assembly permits 
moving the complete tool set from job 
T’S quality, not luck—not habit—that | to job, or removal of either the upper 
has put Klein pliers in the hands of | 0! lower tool chest complete for use on 





linemen and electricians everywhere. The | Outside jobs. The “Wheel About” | 

kid starting on line work learns of Klein cabinet, mounted on four easy-rolling | The Lufkin “Leader” Chrome 
quality from the “old-timer,” who remem- | a as — —— ‘sh oat . — Clad Steel Tape has what it 
bers back when he was a “grunt” and first | a a oa ee ee ee that 

ned Gettin ents amet atints tie | lifts up and slides out of the way. The takes to make sales! Jet 
Klein’s. This ‘pass along” advice by men | “anes Teen Cheek hae eee eeaeaee black markings stand out 


| operating on roller slides. Top lifts up. 


who rate tools on their performance under and has clips for holding speeders. Both prominently against the satin 


toughest service is a testimonial to Klein's | units round cornered, painted red.— chrome surface that will not 
maintenance of highest qual- | P/gmbh Tool Co. Los {ngeles, Calif. 


eee , rust, crack, chip or peel. Your 
ity. Unfailing ‘“‘since 1857.” | Mint. Suppries. August 1941. 


customers want this new, 
Your copy of the Klein Pocket Tool 


Guide will be sent on request. popular priced tape. 





Hand Cream 
Foreign Distributor: 


international Standard Electric Corp., New York Protection From Irritations 
\ protective hand cream identified as Vf AIM 
“Mitts,” has been introduced. This is a 
Mathias & Sons ; il ae ney ae 
 Euabhched 85] Chcage IB USA water soluble hand cream that Is ap- SAGINAW. MICHIGAN 
| plied to the skin before starting work. 


3200 Belmont Avenue Chicago, Illinois | It dries quickly and acts as an invisible TAPES RULES PRECISION TOOLS 


New York City 
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M A C 4 | i a T 0 0 [ S glove, guarding the hands from grease, 
| paint, ink, and other matter difficult to 


New 





clean. “Mitts” also protects the hands : 
F 0 R D F a J i S f from many irritating materials which Business 
cause industrial skin trouble. It washes * 
off easily with soap and water, taking /_ } 
A T all dirt with it—Mitts Manufacturing eplacemen 
Co., Brooklyn, N. ¥.—Miut Suppties, Business 
pa ' hee z August 1941. 
Three Factory Shifts Enable ’ 
Walker-Turner to Keep Up Welder Continuous 
with Defense Demands For Light Gauge Metal Business 


Plainfield, N. J.—The tremendous 


production capacity built up by 


MAKE 
GOOD 
EARNINGS 


AMERICAN 


LUBRICATING DEVISES 


There are countless 
opportunities now to 
supply our line of 
Grease and Oil Cups. 
They are moderately 


Walker-Turner in satisfying the de- 
mands of industry for low-cost, qual- 
ity production machines, has been 
turned over to the needs of the 
Defense Program. 

Thus, last month the average ship- 
ping time on Drill Presses was 10 days: 
on Radial Drills, 30 days; on Metal 








cutting Band Saws. 20 days. pueed, ous Gassuate 
For use in welding light gauge metal. line is complete to 


castings and drive shafts, general main- - Se. 
tenance, and light production work, a 


new “Flexarc” welder has been an- AMERICAN 


nounced. Known as the “Midget Mar- 


vel WT-1”. this A.C. welder comes INJECTOR CO. 


complete with all accessories. even to Detroit, Mich. 
the primary cable for hooking up the 


power line. Included in the accessories ee 
are electrode lead and holder, work 
lead, helmet. and a supply of electrodes. 
Sensitive adjustment of the welding cur- 


rent over a range from 20 to 140 am- FOR DISTRIBUTORS 


peres is provided by 15° steps with si 
correctly proportioned increments be- 

tween steps. Full load rating is 110 AND THEIR SALESMEN 
amperes, 30 minutes, 30 load volts. 

when used on 220 volt, 60 cycle lines. -—o 

The unit is very compact. Weighing 
160-Ibs.. the welder is supported on 





Grease Cup 

















Typical Walker-Turner value is this The keynote of our 


new W-T Radial Drill. the first lou castors to facilitate mobility.—W esting- 

> - - e 8 - . ° . . . . . e 

cust machine off thls tee exer to be house Electric & Mfg. Co., East Pitts- editorial policy, the 
: 8397 ; burgh, Pa.—Mitt Suppwies. August 
Te se wr $325. , » , . sa eS 

offered. It sells for 00, with motor 19 A above has been our by- 





These shipments have been destined : word since our begin- 
; a : . Fluorescent Units e 
either directly for the Defense Pro- 


ning. Now in our 30th 


gram or for Distributors’ Defense Continuous Row 
Program stocks. We are unable to year, we hope to con- 


satisfactorily fill Non-Defense orders. tinue serving the dis- 


Walker-Turner will continue its 24 tributor as faithfully 
hours a day production and expects 


ed ae é‘ as we have in the past. 
to maintain the shipping averages of 
last month. 
- ' ae 
Walker-Turner Company, Ine. 


2881 Berckman St.. Plainfield. N. J. 


“al ~ DRILL PRESSES + LATHES 
rs \ BAND SAWS ~« BENCH SAWS 
(walker- 


TILTING ARBOR SAWS + HG 
SAWS + RADIAL DRILLS . . . 
aeons } RADIAL SAWS + BELT AND Announcement has been made of a new A McGraw-Hill Publication 
ly, nc. 





MILL SUPPLIES 


comear . . - 
mamma. ns DISC SURFACERS . GRINDERS line of continuous row “Miralume 


JOINTERS + SPINDLE SHAPERS ee : ; 
os Ouse e SHAST MACHINES > MOTORS fluorescent lighting units, designed to | 
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provide efficient lighting for industrial 


operations. These units, designated 


F-104, F-208, F-154, and F-308, may be | 


joined end to end with like units or 
with one another to form a continuous 
wireway enclosure. They are supplied 
with end caps for individual mounting. 
“Miralumes” F-104J, F-208J, F-154J 
and F-308J are supplied with a con- 
necting band for continuous row as- 
sembly. Thus, instead of providing a 
single electrical outlet for each unit, 
one outlet can be made to supply a row 
of units. These new units are easily 


maintained. Reflectors are attached to 


the top housing by fittings which can- 


not break or chip the porcelain reflect- | 


ing surface, and starters are located 
in the top housing where they are easily 
accessible without removing the lamps. 
All four units are equipped with “Hy- 
grade DUA-Lamp” high power factor 
auxiliaries and starters. Operating volt- 


ages—units available for 110-125 volts. 
60 cycle A.C. Will be supplied in 50 
cycle A.C. on request.—Hygrade Syl- 


vania Corp., Ipswich, Mass.—Mutt. Sur- 


pLies. August 1941. 


Ventilating Fan 
Industrial Applications 











A recently 


re-designed all 


pur pose, 


quiet operating ventilating fan that 
iffords numerous industrial and com- 


mercial applications, has been placed on 
the market. It has been greatly im- 
proved through re-design by changing 
it to a multiple-bladed unit in place of 
the three-bladed construction originally 


introduced. The new blade assembly is | 


designed to overcome normal restric- | 


tions in the air flow, to prevent churn- 


ing the air, and at the same time, absorb | 


shocks and sudden changes in air loads. 
\n important feature is the fact that the 
fan operates with V-belt drive from 
standard speed (1725 r.p.m.) motor, It 
is furnished in capacities of 5,000 to 
23.000 ¢.f.m. inclusive. Fan blades are 
of 14 or 12 gauge sheet steel depending 


on fan size. Units up to 36-in. diameters | 


have six blades, sizes up to 54-in. have 










It’s Profitable to Sell 
TRIPLEX NUTS 


for 





Fast, Low-Cost Assembly 





Increase your Nut profits—cut down losses from 
misfit complaints. Smart buyers give you more 
business when they've tried customer-winning 
TRIPLEX Nuts. 





Accurate to size, full threads for a smooth fit and 
a tight grip, 100% bearing surface. Your trade 
likes a product that holds assembly costs low— 
avoids time-wasting misfits and throwouts. Com- 
plete range of sizes in square and hex—semi- 
finished, H.P., C.P. 


Get ready now to 
serve your cus- 
tomers well with 
profitable T RI P- 
LEX Nuts. Write 
today for samples 
and prices. 


The TRIPLEX SCREW COMPANY, 5317 Grant Avenue, Cleveland, Ohio 









CAP AND SET SCREWS 


BOLTS, NUTS AND RIVETS 
Millions Sold ++ Used in Every Industry 


ORREC. 
K . 




















E.. “upside down” work, such as 
pressing gears on bushings, gear hubs 
on shafts, etc., you'll find that Buda 
Ball-Bearing Jacks are the logical solu- 
tion, for these heavy-duty jacks give 
you slow, steady pressure, with a force 
up to 50 tons, together with a ball 
bearing screw operation, which per- 
mits holding the load at any desired 
position, guarded accidental 


against 
release by a safety retarding spring. 
This is just one example of the many 
types of Buda Tested Jacks that are 
engineered for every industrial appli- 
cation. 


THE BUDA COMPANY 


ESTABLISHED 188! 


Harvey .(Chicago Suburb) Illinois 


WRITE FOR FREE, 
factual literature cov- 
ering the complete 
ment line of Buda Jacks. 
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swhen 


you 


sell 


VALLEY GRINDERS 


% Low upkeep cost 
% Economical, efficient performance 
% Complete satisfaction in service 





More than 20 years of painstaking research and manufacture have produced Valley 
Grinders, which are now accepted for their quality, accuracy, and performance through- 
out the world. Most large industrials know from experience what to expect from Valley 
Grinders and satisfied customers are your best assurance of profitable repeat business. 
Valley Grinders are powered by the famous Valley Ball Bearing Motors and protected 
by the Valley Guarantee. Specifications include heavy shafts, over- 
size ball bearings, wide wheels, and adjustable tool rests. Sizes 
from 4 h. p. Bench to 5 h. p. Pedestal models. 


Valley Electric Corp. 


4221 FOREST PARK BLYD. © ST. LOUIS, MO. 




















= ——— 


FOR MODERN 
METAL CUTTING TOOLS 


ca 














NATIONAL TWIST DRILL 
& TOOL CO., detroit, v.s.a 


Tap and Die Division WINTER BROTHERS CO., Wrentham, Mass. 
TWIST DRILLS ¢ REAMERS e HOBS e MILLING 

CUTTERS ¢ COUNTERBORES e SPECIAL TOOLS 
oe | Branches © San Francisco « New York 


icago © Philadelphia © Cleveland 
Distributors in Principal Cities 
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eight blades. Fan bears certified ratings 
of National Assoc. of Fan Manufactur- 
ers and American Society of Heating & 
Ventilating Engineers.—Autovent Fan 
& Blower Co., Chicago, Ill_—Miv Sup- 
pLies, August 1941. 


Magnetic V-Block 


Convenient Size 





Recently added to the manufacturer’s 
line of precision tools is a magnetic 
V-block, No. 750D. This tool is of the 
permanent magnet type. It is a con- 
venient size with a width over-all of 
21%-in.. a height over-all of 314-in., a 
length over-all of 614-in. and with ca- 
pacity of V diameter of 134-in., making 
|it a reliable tool for holding iron or 
steel work of round or rectangular cross- 
|section as well as irregularly shaped 
pieces which can be placed between and 
contact the V faces. The advantages in 
making quick setups and in holding 
| work securely make it a useful tool in 
toolmaking, in manufacturing and for 
| inspection purposes. It is suited for 
| both wet and dry grinding. When con- 
| trol is turned “On”, work is held firmly 
‘in the V and, if V-block rests on a 
magnetically conductive surface it, also, 
is held firmly to this surface. Work and 
V-block are both released when control 
is turned “Off”. Holding power can be 
regulated by giving control a part turn 
so that work can be removed from or 
positioned in V_ without releasing V- 
block from conductive surface.—Brown 
& Sharpe Mfg. Co., Providence, R. I. 
Mitt Supprires, August 1941. 








Belt Surfacer 
Buffing, Burring, Polishing 





The “400,” a new bench-type belt sur- 


UMI 























GET EXTRA PROFITS 


By Selling These Items 
Every Machine Shop Needs 


Carry these ready-to-use set-up devices in 
stock and show your customers how they 
save time and money on machine tool 
operation. You'll get good volume and 
lots of repeat orders. 


WRITE TODAY FOR DETAILS 
and a COPY OF BULLETIN A-70 


TwaEaos waTEmian wEAde 
vs wavy STO CANNOT TURN 
mT Bh0 


, 
| 
PLAWOES PROALLEL SQUARE WIT ‘\\ 


STANDARD SHOP EQUIPMENT CO. | 
8153 Tinicum Ave., Philadelphia, Pa. | 


wer PROFITS 


A good product means 
quick turnover. That 
is why smart dealers 
stock Rubyfluid Flux. 
It makes 
easy... 


Smoorn 
oven size 











soldering 
selling easy. 


Rubyfluid prices allow 
geod margin. Liquid 
and paste forms double 
your market appeal. 
Advertising stimulates | 
your demand. Ruby's 
Stainless Steel Flux 
overcomes previous | 
difficulties in soldering 
stainless steel. 





Carry the soldering | 
materials that move! | 
Carry the complete 


line! Order today from | 
the 


Rusy Cuemicat Co. 


76 McDowell St. Columbus, O. 








facer for wet or dry buffing, burring, 


| ber, stone, lead, aluminum, wood and 


surfacing or polishing, is now being 
manufactured. It is designed to reduce 
the number of rejects in lots of cast or’ 
moulded pieces, and to facilitate finish- | 
ing work formerly done by hand. Plas- 
tics, stainless steel, ceramics, hard rub- 





many other types of materials may be 
finished on the “400.” With the proper 
abrasive belt, the machine may be used 
for rough work such as removing sprues | 
and flash from rough castings. With a | 
different type belt, a fine luster may be 

developed on glass, pottery, plastics and 

like materials. 


Base of the machine is 
heavy cast iron. Belts, of which a wide 
variety may be used, are 4-in x 35-in. 


endless type, running over 4-in. drive | 
and idler pulleys with 4%-in. face. | 
Power is furnished either by direct or 

V-belt drive from a 1-hp. motor operat- 

ing at 1725 r.p.m. The “400” operates 

in any position between horizontal an4 

vertical. — Hammond Mach. Builders, 

Inc., Kalamazoo, Mich.— Muu Supers, 

August 1941, 


Fan 


Portable, Heavy-Duty 





A new 36-in. heavy-duty portable floor 
fan which hurls a tremendous blast of 
air in a straight line is now available. 
Especially valuable in man 
capacities, it can be placed anywhere, 
affording practical and economical 
means of relief. A 90-ft. blast of re- 
freshing air cuts through hot spots or 
closely confined departments. Equip- 
ped with a cast-iron base of heavy con- | 
struction, this portable floor fan can be 
safely moved about. The propeller is | 
of the 4-blade type. Heavy steel mesh | 
guards cover the fan in front and back. | 


cooling 


The 36-in. model weighs 675-lbs., at- 
tains 1140 r.p.m., and circulates air 
at a rate of 24,000 cu.ft. per minute. 
The overall height is 67-in. Other | 
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REDUCE FIRE HAZARDS 
CUT INSURANCE COSTS 
WITH 





Approved by 
Laboratories 


TO HANDLE EXPLOSIVE LIQUIDS 





Underwriters’ 





JUSTRITE SAFETY CANS (left)—-with the 
“Non-splash” Pouring Lip—are easy to carry 
and use. 7 Sizes: 1 Pt. to 5 Gals. 
JUSTRITE SAFETY FILLING CANS (right)— 
sizes 5, 10, 15 and 20 Quart—have flexible 
metal pouring hose. 


SAFETY WITH WASTE AND RAGS 


JUSTRITE OILY WASTE CANS—to take 
waste, rags and other ‘flammable materials 
—are made in 6, 8, 10, 14 and 25-gallon 
sizes. Operated by foot lever. 


PROTECTION AT NIGHT 
For Men—For Plants—For Trucks 


i 


Approved by U. S. Bureau of Mines and 
Underwriters’ Laboratories. New, safer de- 
sign—light around user plus “spot” beam 
at same time. 


JUSTRITE MFG. CO. 


2079 SOUTHPORT AVE. CHICAGO, ILL. 


Justrite 
Approved 
Safety 


Lanterns 
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models of the portable floor fan, with 

the same general features but not of 

extra-heavy construction, are availabl 

in sizes of 36, 30, 24 and 12-in. 

Ilg Elec. Ventilating Co., Chicago, lil 
MiLv Suppuies, August 1941. 


Moisture Register 





For Lumber 





In times of stress as in times of peace, 
Medart Steel Shelving and Medart Steel 
Employee Lockers solve the storage prob- \ cow mekd “Shines Baten” @ 
lems of industry. Special “high-speed | instrument for testing the moisture con- 
engineering service available. tent of lumber, has been announced. 

















| This instrument determines moisture 
FRED MEDART MANUFACTURING CO. [ii SSnMnitina aint 
| trode contact, giving instantaneous re- 
sults by dial reading. It is applicable 
to all types of woods. Formerly manu- 
factured with aluminum castings. 
“Moisture Register” turned to plastic 
construction in viéw of defense needs, 
with satisfactory results in lightness, , 
portability and durability. Weight of 


66 new model, complete, ready for use, is 
| 5 lbs.— Moisture Register Co., Los 


Angeles, Calif —Mu. Suretiirs, August 
1941. 
THEIR SALESMEN” 


——$$ ge —__— 





3527 DE KALB ST. ST. LOUIS, MO 


| 
Sales Engineers in All Pa . Dealers Everywhere 








a 


Rivet Washing Tips 
Available in Three Sizes 


The keynote of our editorial policy, the 
above has been our byword since our 
beginning. Now in our 30th year, we 
hope to continue serving the distributor | 


as faithfully as we have in the past. 





MILL SUPPLIES The “Rego KXW" rivet washing tips are 


accurately machined from hard drawn 

| copper with the ratio of the preheat 

A McGRAW-HILL PUBLICATION | orifices to the oxygen cutting orifice so 
that maximum preheat and _ cutting 
| speed are obtained for the following 








128 MILL SUPPLIES ©. AUGUST, 1941 


UMI 





wn 
at 
so 
ng 


ng 











‘UMI 








HARRIS— 


CAN SUPPLY 
THESE VERY 
NECESSARY 
ITEMS 

PROMPTLY ... 


© TANKS 

e COILS & BENDS 

© EXPANSION JOINTS 
® FLOATS 

* KETTLES 

© HARBRONZ 

© DIPPERS 


Industry needs these products— 
We can supply them — Send de- 
tails of your customers require- 
ments and we will give you prompt 
action. 


ARTHUR HARRIS & CO. 
210-218 N. ABERDEEN ST. 
CHICAGO ILLINOIS 








BALL BEARING 
LOOSE PULLEYS 


SOO. 


shee 





.. supply Pulleys 
that keep the 
wheels turning 


In our files are many, many letters attesting 
to the outstanding performance of DAG 
GETT Ball Bearing Loose Pulleys under 
severe day after day service. Industry needs 
just this kind of pulley now for the con- 
tinuous performance necessitated by added 
production schedules. Let us give you details 
on our pulleys and on the th tel tr to you 
in selling them. 


CHICAGO PULLEY G&G 


SHAFTING CO. 


21 N. Des Plaines St CHICACO, ILL 





| Casters 


operations: washing out rivet heads of 
all types and sizes 
claiming; 


for repair or re- 


removing frozen nuts ‘from 


bolts without damage to the bolt 
threads; removing minor defects in 


hand or machine gougings. 
The cutting oxygen stream travels at 
comparatively low velocity, thus elimi- 
nating excessive “blowing” of 
metal. 


castings; 


molten 
Recommended oxygen pressure 
on the small size rivets is as low as 
15-lbs. These tips are available in three 
sizes and will produce a deep, narrow 
gouge or a wide, shallow gouge, de- 
pending upon the pressures and speeds 
at which the tips are operated.—Na- 
tional Cylinder Gas Co., Chicago, Ill.— 
Mitty Suppties, August 1941, 


Steel Dump Box 
For Lift Truck 





\ corrugated steel box, designed espe- 
cially for use with lift trucks equipped 
with type forks. 
Special fork pockets are 
welded to the bottom at either end and 


revolving has been 


introduced. 


run the full length of the box. When 
the forks are inserted in these two 


pockets, the box can be lifted. turned 


completely over for dumping, then 
righted again. Top flange of box can 
be equipped with tiering or crane lugs 
for efficient storage and handling. Ends 
of the pockets are cut at a 45 


that 


angle so 
do not extend beyond sides. 
facilitate 


they 


short spottings and 


| . . 
permit box to be moved easily between 


| machines. 


Rugged. all-steel construc- 
tion. combined with the dumping fea- 
ture. makes this unit particularly suited 
to handling 


castings. 


scrap, small metal parts, 
materials. 
Union Metal Mig. Co., Canton, Ohio. 


Mitt Suppiies, August 1941. 


and various loose 


Grinding Fixture 
Reduces Sharpening Time 


Time to grind end mills is claimed to 
be greatly reduced by the use of an 
end mill grinding fixture recently de- 
veloped. This device, which weighs 8- 
Ibs. and measures 5 x 7-in., converts any 
high-speed drill tool 


press into a 
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DIXON DAN says: 


[There's one sure way to put an end | 
To frequerit Air Hose trouble fixin 
Just imitate the current trend 
And specify the well-known DIXON 


















IT’S A FACT—wher- 
ever Air Hose Coup- 
lings are needed—for 
mining, quarrying. 
pavement breaking. 
general construction 


and many kinds of 

pneumatic tool work 

“DIXON” Air Ham- 

mer Couplings will 
| meet every requirement with maximum 
efficiency and economy. They have many 
refinements and extra wearing qualities 


not found in any other make—features 
which quickly establish their superiority 
under all conditions, and pave the way to 
increased sales for distributors and their 
salesmen. 


r= Ff 


“DIXON” 


WASHER TYPE 


AIR HAMMER COUPLING 


Compact Type, Style WLD-7, 2" and 74" 
Heavy Type, Style WHD-9, %4" and 1" 





| 


Simple, yet durable construction, consist- 
ing of male or female spud, washer, stem, 
wing nut and clamp. Corrugated stem is 
easily inserted in hose, yet will not blow 
out. Entire coupling is cadmium plated to 
prevent rust and corrosion. 


+ + + 


‘*GJ-DIXON’’ AIR HAMMER COUPLING 


Same as 


above, except that it is washerless. Ground 
joint construction forms soft-to-hard metal seal beiween 
spud and stem that remains leakproof, regardless of 
wear or the presegce of dirt, grit, 
Style XLD-41, ! and 


ete. Compact Type, 
,". Heavy Type, Style XHD-52, 


Sold Only in Accordance With Our Established 


Distributor Policy 


DIXON 


| VALVE & COUPLING CO. 


Main Office and Factory: PHILADELPHIA, PA. 
Branches: Chicago « Birmingham « Los Angeles « Houston 





If you do not have catalog showing com- 
plete line, send for your copy today. 
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| grinder. The fixture, which takes single 


NATIONAL or double end mills, straight or tapered 
ADVERTISING HELPS shanks, right or left-hand, grinds mills 
to l-in. shank diameter and _ is 

YOU SELL MORE = 


equipped with a precision arbor that 


fits a 3g-in. capacity drill press chuck. 
A l | EK N Fixture has a movable V-block with a 
3g-in. movement, regulated by a fine- 


FLUXES AND SODERS 








VW! REGR 
BELT HOOKS 


have the blue aligning card that locks 
hooks in position—prevents hook loss 
from handling—prevents waste of short 
card ends. 

Only ARMSTRONG-BRAY has a com- 
| plete line with both WIREGRIP Belt 
Hooks and STEELGRIP Flexible Lacing 
(for heavy drives and conveyor belts) 
as well as couplings and hooks for round 
belting, and lacing machines (vise and 
bench types). 





A complete line 


Sodering Fluxes and Soders for 
all metals. The exact Flux and 
Soder for every need, by special- 
ists in sodering since 1893. 











Profitable margins — Rapid turnover — Here is a line that misses no sales, that 

pe | ; — ——— : includes the correct lacing for every job. 

‘ ; alk | threaded thumb screw for delicate ad- Here is quality that assures complete 

Send Peng hyn: A ae Gee: | justment, with both bottom stop and satisfaction and repeat business. It's the 
spring-finger stop fixed to this block. logical line to carry. 

ei enietuians A sturdy grinding wheel for use on | ARMSTRONG-BRAY & CO. 


Let us solve 


your customers samples of the 
problems in our new Stainless 


| 

| } 

laboratory. ol | along with a special holder for keeping | Ri = 

Fluxes, and | the wheel handy when not in use.—Roan | Gheage 
ee Mig. Co., Racine, Wis.—MIUt Suppuies, | U.S. A. 

L. B. ALLEN CO., Inc. || | 


August 1941. Write for new 
6731 Bryn Mawr Ave. Chicago, U. S. A. catalog sheets 


will want free 


high-speed steel comes with the fixture, The Belt Lacing People” 




















Welders | 


Four Models Available | W « IT N FEY a... 


A Knockout for 
Good Business... 





HIGHEST QUALITY 
FLEXIBLE SHAFT MACHINES 


CHANNEL IRON PUNCH 





Peay ee ee 





NO. 2 PUNCH 


Everyone wants the most for his money— 
that’s what you make possible for your 
| customers when you sell them Whitne 
| Hani Lever Punches. That they “knoc 
| out two days’ work in one” is more than 














Four models for production work on a slogan—it's a fact. 
manual or automatic welding are avail- We guarantee all of our tools—our 
P ii — outa . eae service on orders is prompt—your returns 
| able in a new line of transformer type are steady and adequate—why don't you 
welders with built-in power factor cor- send for our descriptive booklet and find 
om S | out about these tocls and their applica- 
| rection. They are designed to reduce | | tions. 
Write for Catalog No. 28 | current consumption. Because of the 
ves rar ae _— SIZES | decreased K.V.A., smaller wire, switches, | IWAWHITNEY Mice’. 
8 .P. | ° L, 
ROTARY FILES AND CUTTERS | cable, and fuses can be used, resulting | | portasLt HAND ZZ/ZA ME TAL PUNCHES 
COtary some Rem a og em Sy 





N. A. STRAND & CO. || * °°siderable saving in_ installation 
s se 'e 


costs and also reducing demand charges 
5001 No. Wolcott Ave. Chicago 


Rockford, Illinois 
by approximately one-third. Built to | 
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conform to N.E.M.A. standards, these | 
welders employ Class B. insulation., i.e., 
asbestos and fiberglass, and feature two 
open circuit voltages—80 and 100. Thus 
the operator is enabled to choose the 


For Today 
And Tomorrow 


(eT Re) -]- 





correct voltage for the work at hand, 
which affords both maximum arc flexi- 
bility and lower power costs. The higher 
voltage is an advantage when welding 
with alloy electrodes, giving a smoother, 


- - - DOES DOUBLE 
DUTY AS A 
SALES BUILDER! 


more stable arc, and the lower voltage is 
sufficient on general work. These welders 
being of the A.C. type, 
welds can be obtained. They are built | 
| in 300, 400, 500 and 600 ampere sizes.— | 
| Miller Electric Mfg. Co., Inc., Appleton, 
Wis.—Mi.. Supptirs, August, 1941. 








strong dense | 


First, the inbuilt quality of every 

s GLOBE product assures customer 

satisfaction through long-life and satis- 

factory wear ... brings customers in 

for resales that increase your turnover 
and build greater profits. 





Second, the varied and complete 

«s line of GLOBE Belting Products 

guarantees your being able to meet 

every prospect's or buyer's needs. 

This, too, provides you with the means 

of adding to your sales and income. 
Among the many GLOBE items are: 


Soldering Iron 
Production Set 


PEERLESS 
HOISTS 


will survive Today's fren- 
zied 24-hour 


schedules in A-| condition 


@ SOLID WOVEN COTTON BELT- 
ING 


© ENDLESS WOVEN BELTS 
© KANRY-TEX BELTING 
e or TREATED BELT- 


© WEBBINGS production 


Write for a copy of our distributor policy .. . 
also our price and product lists. 













Globe Woven Belting Colne 


1396-1398 CLINTON 
‘s+ NEW YORK 


to aid in the quick and 





economical production of 





everything needed for To- 





morrow's normal life. Peer- 
All-Steel Hoists 


designed and constructed 


Recently introduced is the new electric 
soldering iron production set comprised 
| of four “Vulean” 
iron, rheostat, blower, and supporting 
stand to hold the iron. The stand can | 
be supplied to hold the iron at any | 


devices—soldering | less are 


for years’ unceasing service 





| 
height or angle. The rheostat gives | 
~ § | perfect heat control. The blower car- wherever chain hoists fill 


ries away all smoke and flux fumes from 


the operator and permits a close, clear the need for material han- 


Ortemil- view while soldering on small as- . 
or Mo semblies. The exhaust of the blower dling. 
service makes the Otte- | may be piped to the outside air if 

miller line attractive and desired.—Vulcan Electric Co., Lynn, 





' 
profitable to handle. As a Sell For Tomorrow's Needs, 


reliable source of supply for € 
screw machine products, 

Ottemiller has already won 

the recognition of leading distributors 
in all parts of the country. 


Vass.—Mui. Suppuies, August 1941. 


Too! 


Plaster Board Knife | THE HARRINGTON CO. 
17th & Callowhill Sts. 
Philadelphia, Pa. 


S| 


The 100% dealer cooperative service 
offered by Ottemiller is worth while 
investigating because it results in 
building a profitable, steady, repeat 
order business. Ask us for details of 
the Ottemiller line and the sales prop- | 
osition which pays you 
for your efforts. 


Sharp, Square Edge 











THE WM.H. | 
OttomLlorta 

YORK, PA. | 

| EE A TE MET | Newest product in the “Red Devil” line 


| 
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of tools and hardware for painters. 
builders and other craftsmen is the 
P-12 4-in. flexible plaster board knife. 
Its mirror-like polish prevents plaster 
“drag” and makes it easy to keep the 
blade clean. The blade goes right 
through to the tip of the handle in one 
solid piece. Other construction features 


PROLONG 


-the SHOVEL 
that renee 









of this new tool include an oversize 


(1) Forged with a 
Backbone 


alloy bolster designed to prevent water | 
and plaster from creeping under the | 
handle, a genuine oversize imported 
cocobolo handle ground to a shape that 
provides a real grip, and four brass 
compression rivets holding the handle 
permanently on the tang of the blade.- 


Landon P. Smith, Inc., Irvington, N. J. SHO WS HO Ww! 


Mitt Suppries, August 1941. 





(2) Made 
in ONE Grade 
and ONE Price 


RAZOR-BACK combines 


the deep hang and balance of a strap- 
back with the strength of a one-piece 
forging rolled 60% thicker thru the 
center — the modern construction that 
guarantees most service per dollar. 


The gripping unit in Electroline- 
Fiege Connectors “holds like a 
bulldog”, yet graduates the com- 
pression from rear to front, pre- 
venting crystallization, fraying and 
early rope failure. 


Electroline-Fiege Connectors are 
being sold on a better-quality basis 
and are backed by many sales 
helps. Ask for Bulletin F-2 which 
fully describes this complete and 
profitable line. 








Dig in with RAZOR-BACK 


4072 S. LaSalle Street 
Chicago, Illinois 





THE UNION FORK & HOE CO. 
Columbus, Ohio 


Makers of Quality Tools for Over 40 Years 


They Buy C&l for This is your sign 
Copper-Tubing Work | of Quality Tools 


CHAIN A series of bulletins bound in 


catalog form has recently been released. 
Th id e of me ¢ : 
+ ale a he This 28-page catalog illustrates and de- 

















makes the cop- | scribes many types and grades of chain 
per-tubing job | ’ 
easier.’ Such ad- 


made by the manufacturer. One sec- 
panne pan eg | tion is devoted to sling and crane 


ity to burninany | chains; the other features BBB coil | 
position make C 


& L Torch No. 99 | chain, high carbon electric weld load- 
int fe mesicn | ing chain, lg chain. ete. Ofimerest || COLLIS 
for sweating fit. | engineers, maintenance men and other | 
1a woe sia? | chain users isthe data relating to “proof | | e DRILL SLEEVES AND SOCKETS 
tests”, chain terminology and tables il- 
lustrating safe loads—S. G. Taylor LATHE CENTERS 
Chain Co.. Hammond, Ind. CHUCK ARBORS 
e DRILL DRIFTS 
JACKS—To help the industrial distrib- 


utor salesman quickly get all facts, fig- 
ures, ete., on any of 300-odd types and 






For copper tubing 
from 1” to 6” 
sizes, C & L 
Heavy Duty Torch 
No. 325 (right) 
produces strong 
blue blast over 


Collis Quality Tools meet modern 
needs in a modern way — they give 
long, satisfactory service because they 


ten inches long. ratings of lifting jacks, a new piece of | are designed and made by skilled 
Sue powestes, & sales literature has just been published. mechanics with many years of experi- 
is especially suit- ¢ ¢ - " ki , d 

able for public Known as the “Salesman’s Handbook”, | ence in making taper tool products. 


utility service. 


We can handle all of your orders for 
regular or special requirements and 
make it well worth your while — try 


us! 


this publication gives in complete yet 
condensed form all information needed | 
to select and quote on almost every item 
of the manufacturer’s line. Starting | 
with a description of the two basic types 

of jacks (ratchet type and screw type), THE COLLIS COMPANY 
CLINTON, IOWA 


There's an “experience-proven” 
C & L Torch for every job. That's 
why the demand is for C & L. 


CLAYTON & LAMBERT 


. e . | 
this publication defines the terms com- | 
MFG. CO., Detroit, Mich monly employed in describing jacks; | 
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SAVE YOUR CUSTOMERS MONEY 
BUILD PROFITS FOR YOURSELF 


W ith 


"BELTSAVER’ PULLEY 


Distributors can render an invaluable 


service to their crushed rock and 
gravel plant customers by selling the 
“BELTSAVER” Pulley —the pulley 
that pays for itself over and over 
again by doubling the life of con- 
veyor belting. 


It's easy to demonstrate “BELT- 
SAVER” advantages — how it pre- 
vents heavy, sharp materials from 
getting in between belt and pulley 
and protects the belt from being cut 
into shreds. 


Sell “BELTSAVER” and you'll make 


more friends. 


Prices and discounts available promptly 
on request. 


SPROUT, WALDRON & CO. 


172 Sherman St. Muncy, Pa. 














Add This 
“Best Seller” 
To Your Line! 





























oTs 

« GLUE P 

" D- HEET oot 
wap I Industry: te 4 
for Genera aww ad round 

ing © shops. Novy yards, e*¢- 

e 


ai industty 
ndard with general i 
The sta 


Conforms = 


7 e 
5 years. yes glue, 
vet : s c 
for ove ifications. “hermostat! 
Navy, SPe od times Th jue from 
electricity 150° keeps ,B. assures 
: a i feet 
Control fining OF spo production: 
purmning better JU ity teers’ liste 
yniform, jnderwt «Built 


“ly safe— nce. 4 
Absolutely. jacket NUlSa¥''s ferime * 
w ” 





t , 
—no ‘ter’? to, las yd steady 
like boilet an build Boo fits! 
Priced so ¥s substantial P 





volume a 


Write for sheets 


catalog sh d : 
start your profits rolling in with this “Best 


and prices—and 


Seller’ right now! 


RUSSELL ELECTRIC Co. 


345H West Huron St. 


| gives a ten-point discussion on “How to | 
Select the Right Jack for a Specific 
Job”, and ten pages of factual informa- 
tion known as the “Jack Selector”. With 
this 


position to give basic facts in which his 


handbook, the salesman is in a| 


customer is interested, discuss applica- | 
tions and sales features and quote prices. | 
Duff-Norton Mig. Co., Pittsburgh, Pa. 


| MOTORS—An 


mailing 


unusually 
~The 
gives a comprehensive 
presentation of the field for applications 
of Dumore fractional horsepower mo- 
This stifl-covered, blue-and-white 
booklet lightly and effectively points out 
the many applications for these units 
and calls the skill, the 
equipment, the materials, ete. which are 
combined in these products. 
Company, Racine, Wis. 


attractive 
piece, \dventures of 


Jimmy Dumore”, 
tors, 


attention to 


Dumore 


FLOW METERS— Originating as a 
flow meter catalog describing the Coch- 
rane Corporation line of flow meters, 
“Flow Meters By Cochrane” has grown 
to «a 52-page handbook of instrument 
application to steam; water; air; gas; 
and viscous, volatile, and corrosive fluid 
measurement, Special sections are de- 
voted to 
range recorders, detached 
and summation meters. 
Corp., Philadelphia, Pa. 


control dual 


instruments 


applicat ions, 


Cochrane 


BRONZE VALVES \A new folder on 
| Union bonnet bronze globe and angle 
| valves has recently been published. This 
the 


| line of valves. These valves are designed 


| covers new improvements on_ this 


| to meet a wide variety of service condi- 













CHICAGO, ILL. 





| tions, Three types of seatings are avail- 


able, regrinding. semi-plug and_ full 


plug. as well as three seating mate- 
rials, bronze, copper nickel alloy, and 


stainless steel.—Reading-Pratt & Cady 
Div.., Chain & Cable Co., 
| Inc., Reading, Pa. 


{merican 


ELECTRIC DRILLS “The Fast, Mod- 
ern Way To Drill”. is a new bulletin 
showing the latest U14 type 14-in. ca- 
pacity one-hand electric drills. Contain- 
ing 6 pages of information and specifi- 
cations on “Thor” 14-in. portable elec- 
tric drills for every industrial applica- 
tion, this circular presents the complete | 


range of models, motor sizes, speeds and 
switch styles.—/ndependent Pneumatic 


Tool Co., Chicago, Ill. 


FITTINGS, TUBING The problem 
of eliminating fitting and tubing failure 
resulting from vibration or tube move 
ment in mechanical equipment is dis- 
cussed in a new 16-page bulletin. The 
bulletin points out there are three major 
tube found in the 
lines used to carry liquids or gases in 


types of movement 


practically all modern mechanical de- 


vices, These types are classified as: 
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SPEED UP THE IN 
OF WIRING, PIPING, ETC. 
WITH THIS AMAZING DRILL 


Drill holes in concrete, tile, brick, etc., for ex- 
pansion anchors, wiring, piping, ete., 50 to 75% 
faster. With this amazing fast drill point you 
not only cut drilling time but you also get up to 
50 times longer life per sharpening as the drill is 
tipped with Carboloy cemented carbide ...a 
metal harder 
than the hard- 
est steel. 
Eliminates 
slow, monoton- 
ous hand chisel- 
ing. Quiet— 
does not dis- 
turb occupants 
when used in 
occupied areas. 





@ STEEL sHann 











a Used in any 
HARD CARBOLOY TI rotary electric 
drill, 


SOLD AT LEADING SUPPLY HOUSES 


CARBOLOY COMPANY INC, 
11131 E, 8 MILE STREET 
DETROIT + MICHIGAN 


CARBOLOY 





MASONRY DRILL-POINTS 


INDUSTRY 
NEEDS 
A _ — 
Plasgon 





— 


It's a plastic gasket and 
joint cement — widely 
used by plumbers, steam 
fitters, and in factories, 
industrial plants and the 
automotive trade. 
Plasgon makes a tight, 
permanent seal——proof 
against water, steam, oil, 
gasoline, kerosene and 
other common solvents. 
A fast repeat seller be 
cause it does its job so 
well. Write for infor 
mation about discounts, 
display material, etc., of 
sample today 


SAMUEL CABOT, Inc. 


1414 Oliver Building 





send 10¢ for 


Boston, Mass. 
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Like Finding DOLLARS 
in Clouds of DU$T..! 


% In every industrial local- 
ity Dust Dangers are in- 
creasing every day ... 
bringing with them a 
greater DEMAND for dust 
protection . . . a demand 
that YOU can turn into 
PROFIT with Cesco’s 
NEW No. 602 Healthguard 
Abrasive Mask. 


Works on high or low 
pressure air. Highly effi- 
cient in silica, metallic and 
mixed dusts. Permits wide, 
clear vision, natural breath- 
ing of cool, filtered air. Ap- 
proval No. 1918 by U. S. 
Bureau of Mines. 


Cesco PAINT 
SPRAY MASK 


New Comfort 
and Improved 
Construction fea- 
tures to belp you 
sell! Made in 
light muslin— 
rubberized cloth, \. 
and heavy khaki. ~~ = 

Protects head, shoulders, face and eyes. Big 
plastacele window slides out, cleans easily. 


SALES POINTS fully outlined in descriptive 


circular with prices, full details. Write for 
yours: today. 


CHICAGO EYE SHIELD COMPANY 


2329 Warren Bivd. 


<a 


Chicago, Illinois 


THE COMPLETE LINE 
OF TEXTILE BELTING 


[) from one 
supply source! 


For your convenience, we 
carry vast stocks of all types 
for IMMEDIATE shipment from 


our Easton, Pa., factories. 


solid woven belting 
—in widths up to 84” 


canvas stitched beltings 
—32 and 3712 oz. duck weights 


balata belting, etc. 


Victor Bolato & Textile 
Belting Company 


New York 53 Pork Ploce hicago W Hubbard Street 


|CUTTING MANUAL—A 








BLOWERS—Form 





minor vibration, major vibration and 
tube movement. Each type is defined 


| in the bulletin and the prevention of 
| tubing and fitting failure under each of 
| the conditions is discussed, with specific 


recommendations of the fittings to be 
used to eliminate danger of failure. 
Designated as No. 3101, the bulletin 


| gives a complete list of fittings, includ- 
| ing 


| Brass Mig. Co., Chicago. II! 


sizes and list prices.—Imperial 


pocket- 
sized, 44-page booklet has just come off 
the press, featuring the Spartan line of 
hack saws and band saws. This little 


| booklet is an informative metal cutting 
| manual and contains valuable data not 
| only for the buyer of hacksaws and 
| band saws, but for shopmen as well.— 





noth 


ROCKWELL 


BLAST GATES 


Spartan Saw Works, Inc., Springfield, | 


| Mass. 


leased is a new catalog illustrating and 
describing an extensive line of pneu- 


matic tools for industrial use. Pnew- 


| PNEUMATIC TOOLS Recently re- | 


matic screw drivefs, nut setters, drills, | 


right angle drills, grinders, rotary files, 
sanders, polishers, paint mixers, ete.. 


| are illustrated and described with de- 
tailed 


specifications. 
Corp., Bryan, Ohio. 


PRECISION LATHES — An _ illus- 
trated catalog covering South Bend 9- 
in. precision lathes, models A. B and C, 
has recently been announced. Two new 
models of this tool room lathe are de- 
scribed in this 56-page catalog. as well 


| as the 26 other types making up the 
| balance of the line. Each lathe is de- 
| signed to handle a wide variety of work. 


4ro Equipment | 


@ Practically every industry 
uses low pressure lines to carry 
air, gas, liquids or semi-liquids 
—that should be controlled by 
blast gates. 


Distributors find the Rock- 
well line ideal, because they 
can supply any type or size, 
and make prompt shipments. 


No servicing required. De- 
liveries are made direct to your 
customer. 


Write for catalog No. 4026, 
price lists and discounts. 





c 


and the information given permits the | 
selection of the type that is best suited 


to the work. 


VA-102 


covering 


has 

application 
“Victor-Acme” blowers and gas pumps 
for use with a wide 


been issued 


gas fired units. This six-page folder in 
two colors is profusely illustrated, show- 
ing several typical applications.—Roots- 
Connersville Blower Corp., Connersville, 


Ind. 


WASTE CANS— A catalog and circu- 
lar have just been issued covering the 
line of “Protection” safety cans and 
“Quick-Service” and “Perfection” oily 
waste cans. The circular sheets are suit- 
able for 


use in a distributor's sales- 


| man’s catalog and can be had either 


with or without punching. The effective 
illustrations and descriptive data should 
prove helpful to all who are interested 
in this product. Geo. W. Diener Vig. 
Co., Chicago, Ill, 
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South Bend Lathe Works, | 
South Bend, Ind. 


just | 


of | 


variety of oil and | 


50 CHURCH STREET 


W. S. ROCKWELL COMPANY 


Blast Gote 


NEW YORK, |N 


















































meet the 
specifications 


——s 


AS. P. MARSH CORPORATION 


2079 Southport Ave., Chicago 


rl ‘Mi 
tx 
“™ 
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